BY JEAN S. BOZMAN 
CW STAFF 


SUNNYVALE, Calif. — Amdahl 
Corp. acknowledged last week 
that there are defects in its 6380 
Model K disk drive and said 
1,000 customers need to install 
disk enclosure replacements to 
prevent potential head crashes. 

Amdahl told industry analysts 
that it had written a letter to its 
6380 K disk-drive customers, 
warning them of unacceptably 
high failure rates in the affected 
disk drives, which were manu- 
factured between June and Sep- 
tember 1991. The 7.5G-byte 
drives, designed by Amdahl engi- 
neers, were made at a Fujitsu 
Computer Products of America, 
Inc. factory in Hillsboro, Ore., 
Amdahl said. 

“One lessor told us he had ex- 
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Amdahl alerts customers 
to defective disk drives 


Company reports high failure rates for 6380 K 


perienced [several] head crash- 
es,” said Robert Callery, a senior 
storage analyst at Technology 
Investment Strategies Corp. in 
Framingham, Mass. Callery said 
Amdahl told him there had been 
a temporary shutdown of the 
production lines where the 6380 
K drives were made. Amdahl 
would not confirm the shutdown. 
As of last week, the Oregon disk- 
drive factory was in full produc- 
tion, Amdahl spokesman Bill 
Stewart said. 

Continued on page 117 


DEC, Microsoft tighten ties 


BY SALLY CUSACK 
and ELISABETH HORWITT 
CW STAFF 


MAYNARD, Mass. — Digital 
Equipment Corp. is expected to 
announce tomorrow an alliance 
with Microsoft Corp., along with 
a slew of products that nail its 
distributed client/server strate- 
gy firmly to Microsoft’s Win- 
dows 3.0 environment. 

Users applauded the upcom- 
ing announcements, which tar- 
get individuals in a work-group 
environment who want to share 
resources across a local-area or a 
worldwide network. 

“This alliance makes us feel 
that there will be more integra- 


Vaxing windows 


Highlights of the DEC/Microsoft alliance 


lulu 
Microsoft 


* Integration of DEC’s Pathworks with Windows 3.0. 
° VAX report generator for Excel and Dbase files. 

* DEC’s All-in-1 services distributed over LAN systems. 
* Apple Macintosh client access to All-in-1 services. 


tion between the two plat- 
forms,” said Richard L. Krohe, 
manager of technology architec- 
ture at London Life Insurance 
Co. in London, Ontario. 

“We are a big user of DEC 
equipment for our middle-tier 


Citicorp overhauls corporate network 


BY JOANIE M. WEXLER 
CW STAFF 


NEW YORK — Financial giant 
Citicorp is embarking on a world- 
wide project to consolidate more 
than 100 disparate networks 
into an infrastructure expected 
to save the firm $100 million a 
year in  telecommunications 
costs by 1993. 

The effort is part of a mission 
to slash corporatewide annual 
operating expenses by $1.5 bil- 
lion by 1993 at the beleaguered 
$225 billion bank holding compa- 
ny. The firm’s cost-cutting cru- 
sade includes ongoing data cen- 


ter consolidation, lo- 
cal-area network in- 
tegration and net- 
work management 
activities that could 
lead to outsourcing 
of nonstrategic op- 
erations. No  out- 
sourcing decisions 
have been announc- 
ed yet. 

The network con- 
solidation theme will 
translate into a reduced work 
force, said Colin Crook, chair- 
man of Citicorp’s corporate 
technology committee, although 
he said it was too early to specu- 


PC buyers hold out for more 


Hardware demand hardly affected by price wars 


BY CAROL HILDEBRAND 
and CHRISTOPHER LINDQUIST 


Increasingly aggressive price- 
cutting combined with a de- 
pressed economy have created a 
vicious cycle trapping desktop 
hardware vendors into so-far fu- 
tile price wars designed to tempt 
unresponsive users. With the re- 
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Plummeting street prices are no godsend 


Average desktop street prices 


VGA cards included, no monitors 


July "91 ict. 91 April 992 * 


*Projected 


Source: International Data Corp. 


Crook sees savings 
from consolidation 
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late on numbers. 

Citicorp said the 
decentralized nature 
of its business, which 
has long allowed it to 
bring many. innova- 
tive services to mar- 
ket quickly, ‘was 
good for many 
years.” 

Now, emerging 
technologies __indi- 
cate that “we’re go- 
ing to be better off by consolida- 
tion,” said Ira Rimerman, head 
of Citicorp administration and 
corporate infrastructure. 

Continued on page 117 


cession exacting its toll on hard- 
ware budgets, however, most 
user wallets are shut tight. 

While hardware prices have 
dropped so low as to 
produce an Intel Corp. 
1486-based clone for 
about $2,000, the pick- 
ings on the software 
side are considerably 
richer. 

The move away 
from DOS has resulted 
in a tug-of-war an- 
chored by dirt-cheap 
competitive upgrades 
as vendors vie to shift 
market share to their 
corner. It is working. In 
fact, a recent Software 
Publishers Association 
bulletin cited an in- 
crease in software sales 
to $1.44 billion for the 
third quarter, up 22.2% 
Continued on page 117 
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LAN, and we are also big PC us- 
ers,” Krohe said. 

A key element of the upcom- 
ing DEC announcements, ac- 
cording to internal documents, is 
Teamlinks for Pathworks Ver- 
sion 1. The product is said to in- 
tegrate DEC’s Pathworks client/ 
server platform with Windows 
3.0, giving Windows applications 
access to a variety of services, 
including CCITT X.400-compli- 
ant electronic mail, shared files, 
document conversion, database 
access and group conferencing. 


Client comes first 

DEC’s Network Application 
Support will provide the link be- 
tween the client application and 
services. 

The vendor’s Decquery prod- 
uct, working in concert with 
NAS, will enable Windows 3.0 
applications to access a variety 
of databases, DEC said. These 
will include not only DEC RDB 
and RMS files on a DEC 
VAX/VMS server but also IBM’s 

Continued on page 115 
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Moving applications off 
the mainframe and onto serv- 
ers has United Airlines fly- 
ing high. Page 6. 


AT&T readies a launch into 
frame-relay services. Page 8. 


Microsoft moves aggres- 
sively with new and upgraded 
applications. Page 115. 


DEC to market the Macin- 
tosh in Europe. U.S. next? 
Page 115. 


Product Spotlight — Dis- 
counts abound in the main- 
frame market, but ‘buyer 
beware’ has never rung more 
true. Page 71. 
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4 Its acquisition of Access 
Technology may not be 
enough for CA to make a 
dent in the spreadsheet mar- 
ket. 


6 Downsizing is what moti- 
vated United Airlines to 
move a scheduling applica- 
tion from an IBM mainframe 
to a Unix-based client/ 
server system. 


8 A Novell network oper- 
ating system supporting up to 
1,000 users is taking shape 

in the form of Netware 
1000. 


10 A Defense Department 
speaker at X/Open’s World 
Congress on Open Sys- 
tems stressed the impor- 
tance of not pretending to 
have all the open systems 
answers. 


12 Ask’s Ingres Prod- 
ucts Division uncorks its 
next-generation relational 
database engine, Ingres 6.4. 


16 Bull launches a ‘ven- 
dor-neutral’ systems integra- 
tion unit, but users question 
just how neutral Integris 
will be. 

114 Companies may put 
tighter grips on security prac- 
titioners to combat the 
growth of security leaks, as 
evidenced by GM’s appoint- 
ment of security coordina- 
tors. 


116 Kodak’s outsourcing 
deal has created a picture- 
perfect career track for the 
woman who developed the 
idea. 
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Quotable 


“A single point of 

failure is the 
nightmare that you 
constantly worry 
about.” 


COLIN CROOK 
CITICORP 


On installing additional 
alternate routes in 
Citicorp’s network design. 
See story page 1. 
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EXECUTIVE BRIEFING 


@A soft mainframe market equals 
steep discounts — as high as 40% on the 
latest technology from the large systems 
players. Mainframe sales declined nearly 5% 
last year. Although recent announcements 
are expected to fuel sales in the next year, 
growth forecasts are only in the single digits, 
making vendors willing to negotiate not only 
on price but also on add-ons, education and 


services. Page 71. 


@ PC price wars are expected to contin- 
ue for at least six months, as new discount- 
ing by IBM and Compag creates a ripple ef- 
fect downward. But competition may be the 
death of some small clone makers. Analysts 
advise holding off on purchases as long as 
possible to get the best deal. Page 1. 


@ Downsizing takes off at 
United Airlines, where a 
production scheduling appli- 
cation has been moved from a 
3090 mainframe to a network 
of Unix servers. Page 6. 


@ DEC and Microsoft will 
strengthen ties with a plan 
to link Windows more closely 
to DEC’s client/server archi- 
tecture. Page 1. 


@ Paine Webber plans to 
shift its focus from main- 
frames to a client/server ar- 
chitecture and expects to be 
developing almost all of its 
new applications for that plat- 
form within five years. Page 
43. 


@ Citicorp hopes to slash 
communications costs by 
$100 million a year as a result 
of a plan to integrate dispa- 
rate global networks. First 
step: consolidating bandwidth 
usage into one global network 
to eliminate wasted network 
capacity. Page 1. 


® Globalization will 
spawn a host of security 
problems, according to secu- 
rity experts. Conference go- 
ers say businesses need to 
pay greater heed to securing 
giant networks as they ex- 
pand them. Page 114. 


@ Computer Associates 
buys another  spread- 
sheet, but analysts say the 
acquisition of Access Tech- 
nology’s 20/20 and other 
products isn’t likely to boost 
CA’s lackluster performance 
in the spreadsheet market. 
Page 4. 


@ The next generation of 
Ingres’ database manage- 
ment system rolls out, with 
analysts praising Ingres’ abili- 
ty to release on more than a 
dozen platforms at once. 
Page 12. 


@ It isn’t easy to hook to- 
gether electronic-mail 
networks, but an industry 
group’s pilot project may lead 
to better connections and di- 
rectory access. Page 53. 


@ IS departments see little 
need for new protections 
against sexual harassment, 
despite publicity from the 
Clarence Thomas hearings. 
Page 65. 


@ The new machines are 
nice, but DEC users aren’t 
rushing to buy the company’s 
enhanced VAX _ systems. 
Page 29. 


@ How much you negoti- 
ate and what you negotiate 
for during the hiring process 
depends on where you are in 
your career development. 
Page 100. 


@ By examining the be- 
fore and after figures for a 
company’s cost, time and 
work defects, CSC Index 
claims, management can see 
the benefits of its re-engi- 
neering efforts. Page 65. 


@ On site this week: Mi- 
cro-to-mainframe  connec- 
tions are helping police de- 
partments eliminate one step 
in getting up-to-date informa- 
tion to officers in the field. 
Page 59. Sun Microsystems 
workstations and an expert 
system are helping control- 
lers at Federal Express juggle 
flight schedules. Page 45. A 
three-year rework of major 
applications was highlighted 
by a new trading system at 
the Coffee, Sugar & Cocoa 
Exchange in New York. Page 
33. The collective combat 
knowledge of the U.S. Marine 


Corps from the Halls, of Mon- 


tezuma on is going on- 
line via a mainframe-based 
optical disc system. Page 
37. 
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CA seeks spreadsheet share via Access buy | c#wewou 


BY JOHANNA AMBROSIO 
CW STAFF 


GARDEN CITY, N.Y. — Com- 
puter Associates International, 
Inc.’s acquisition of most of Ac- 
cess Technology, Inc. last week 
will probably not be enough to 
shore up what has been a scat- 
tershot and largely ineffective 
approach to the spreadsheet 
market, analysts said. 

The cash acquisition, the val- 
ue of which was not disclosed, 
includes Access Technology’s 
20/20 spreadsheet and associat- 
ed tools, Vivid presentation 
graphics package and Forcom- 
ment Document Review Group- 
ware. All of the products run on 
Digital Equipment Corp. VAXs, 
though Forcomment is also 


available on MS-DOS comput- 
ers. Certain Access Technology 
packages, including fourth-gen- 
eration languages, were not part 
of the deal. 

Access Technology, a Natick, 
Mass.-based unit of Compu- 
serve, Inc., reported 1990 sales 
of $40 million and had 400 em- 
ployees as of early this year. CA 
said Access Technology has 
more than 750,000 licensed 
sites worldwide. 

CA’s spreadsheet arsenal al- 
ready includes CA-Supercalc, a 
DOS-based package that CA 
picked up with its acquisition of 
Sorcim Corp. in May 1984, and 
Compete, a modeling tool CA ac- 
quired in January 1991. 

At the time of the Sorcim ac- 
quisition, Supercalc was one of 


IBM’s 0S/2 2.0 delay 
may be unlikely blessing 


BY ROSEMARY HAMILTON 
CW STAFF 


After years of fighting a credibil- 
ity problem with its OS/2 desk- 
top operating system, IBM may 
end up actually gaining a few 
points from a very unlikely 
source: a product delay. 

Several OS/2 customers con- 
tacted last week said IBM’s plan 
to delay a full-blown Release 2.0 
until March 1992 and provide a 
base-level version for limited 
availability next month fits with 
their own implementation plans. 

Customers said the option of 
delaying all Release 2.0 deliver- 
ies until next year could have 
fouled up some project plans. At 
the same time, a year-end ship- 
ment of a complete, but possibly 
buggy, product would have been 
another OS/2 setback. 

“They were conscious that 
people like us had made prom- 
ises to our users,” said George 
Oliver, manager of information 
delivery technology at the Royal 
Bank of Canada in Toronto. “I 
think they bent over backwards, 
and it was a good move.”” 

Oliver said he wants the De- 
cember release because it will 
give him all the functions he cur- 
rently needs. The full-blown Re- 
lease 2.0 will include the report- 
ed seamless integration for 
Microsoft Corp. Windows appli- 
cations in an OS/2 environment. 
Oliver said he has only a few Win- 
dows applications, so he is not 
too anxious for this capability. 

“We have projects planned 
for that December code drop,” 
Oliver added. “‘It will help us get 
started early.” 

Last month, IBM said it would 
delay the complete Release 2.0 
by three months because it 
wanted to provide a stabilized 


4 


version of all the fixes beta-test 
users have requested. 

“We didn’t have a big concern 
about it being late,” said Cary 
Serif, manager of applied tech- 
nology at Huntington National 
Bank in Columbus, Ohio. ‘We 
understand the need to make it 
bulletproof.” 


Not overly anxious 

Other customers contacted last 
week said they would like to re- 
ceive the limited availability ver- 
sion to test it, but they are not 
desperately waiting for the full- 
blown version. 

“There are a few isolated 
cases that are heavy develop- 
ment shops, and those people 
got a little stung by the three- 
month delay,” said Scott Stein, 
director of end-user computing 
research at Technology Invest- 
ment Strategies Corp. in Fra- 
mingham, Mass. “The general 
feeling is it’s not a big deal that 
they didn’t deliver at the end of 
the year.” 

Stein said IBM’s plan to pro- 
vide the limited availability ver- 
sion next month should help the 
OS/2 credibility issue. “They did 
it because in April they made a 
promise to the world that they’d 
be the only 32-bit operating sys- 
tem available in 1991,” Stein 
said. “They had to have some- 
thing because all their marketing 
and direction was based on state- 
ments made that day.”’ 

Banc One Services Corp., also 
based in Columbus, Ohio, is roll- 
ing out a several-phase project 
that is based on OS/2. The bank 
has been testing beta versions of 
Release 2.0 and “plans to deploy 
it in all the branches,” said Terry 
Lowder, vice president of the ad- 
vanced technology group at 
Banc One. However, the first 


the top-selling spreadsheets and 
remains one of the 20 most in- 
stalled personal computer pack- 
ages of all time, according to 
Computer Intelligence/Infocorp, 
a La Jolla, Calif., market re- 
search firm. 

However, the situation “is 
not encouraging for CA,” said 
Jack McGrath, a spreadsheet 
consultant in Hingham, Mass. 
“They just can’t seem to pene- 
trate the market.” 


Buyers dwindling 

Supercalc has about 5% of the in- 
stalled PC spreadsheet base, said 
Sanjay Kumar, senior vice presi- 
dent at CA. But a Computer In- 
telligence survey of large users 
showed that between October 
1990 and September 1991, few- 


phase of the project, which is un- 
der way now, can be accommo- 
dated by Release 1.3, he said. 

Phase two will provide the 
graphical user interface for the 
workstations and will require the 
Workplace shell that is part of 
Release 2.0. “We need [Release 
2.0] early for development but 
not for production,” he said. 
“We'll wait for the March re- 
lease for that.” 

Other customers are inter- 
ested in getting extra time to 


er than 1% of respondents pur- 
chased Supercalc. 

One reason for CA’s spread- 
sheet shortcomings is that CA’s 
primary focus is still on main- 
frame software, and Lotus De- 
velopment Corp., Microsoft 
Corp and Borland International, 
Inc. “spend a lot more time and 
energy courting resellers,” not- 
ed Dan Ness Jr., Computer Intel- 
ligence’s microcomputer indus- 
try analyst. 

Kumar disputed that view, 
saying, “Supercalc has always 
held its own, and we’re very hap- 
py with how it’s doing.”’ He said 
sales have picked up since Feb- 
ruary, when CA slashed Super- 
calc’s suggested retail price 
from $495 to $149, but he would 
not disclose details. 


test-drive the release. The Illi- 
nois Department of Commerce 
and Consumer Affairs hopes to 
“get in under the new Presenta- 
tion Manager shell,” said Ron 
Roy, manager of the division of 
information resource manage- 
ment. When asked if he needed a 
full-blown Release 2.0 immedi- 
ately, Roy said, ‘Not really.” 

“We are quite happy with 1.3, 
although there is significant im- 
provement in CPU cycles in 
2.0,” he added. 


Windows vs. OS/2, again 


s of last week, 170 developers have taken Microsoft 

up on its offer of a Windows Software Development 

Kit (SDK) to replace an OS/2 2.0 SDK that it will stop 
supporting early next year. 

However, the Microsoft numbers do not necessar- 

ily show a rejection of OS/2. Some developers contacted last 

week said they were interested in IBM’s counteroffer of a free 


tool kit as well. 


In a memo to customers last month, Microsoft said it would 
stop supporting the Release 2.0 SDK early next year and of- 
fered a choice of either a free Windows kit replacement or a 
$750 rebate to the approximately 1,600 licensees of the 
$2,600 OS/2 product [CW, Nov. 11]. 

Earlier this month, IBM countered Microsoft by offering a 
free set of beta-version tools for developers holding a Microsoft 
SDK license. An IBM spokesman said the company did not yet 
have a count of how many developers had signed up. 

Jody Snodgrass, group market manager of developer pro- 
grams at Microsoft, said a total of 236 developers had respond- 
ed to Microsoft’s OS/2 2.0 SDK memo and of that group, 72% 
opted for the Windows kit while the remainder took the rebate. 

“Tt means they’ ve decided they’ll be doing Windows develop- 
ment, and it means they chose it over the refund,” she said. 

Two developers contacted last week had already taken the 
Windows option but wanted more information on the IBM offer- 
ing as well. “I would like to have both and install them on differ- 
ent machines and play with both of them,”’ said Gregory Reid, 
president of Gregory Co. in New York. “I’d like to see for myself 


which is the better platform.” 


A corporate developer who requested anonymity said he 
took the Windows option unaware of IBM’s offer. “If I had 
known more, I may have been inclined to take that,”’ he said. 

Also last week, both firms held firm to their position that the 
other is portraying an inaccurate picture of the SDK support is- 
sue. Microsoft maintains it had to stop because IBM wasn’t de- 
livering key OS/2 software on a timely basis. 
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THE COMPETITION 
OR DESSERT. 


“ORACLE SERVER NLM TAKES 
TOP HONORS FOR SPEED, 
RELIABILITY AND ROBUSTNESS” 
Sara Lee Corp. and PC Week Labs. 


“The project at Sara Lee was ambitious. 
The original database application that the 
company wanted to downsize to the client! 
server platform was a subset of its order-entry 
records... 

“In the end, ORACLE Server [for Net Ware] 
was the only software that met all the stringent 
requirements for the application... 

“While each product competing in the 
sMBbtout displayed strength in one area or 
another, ORACLE Server was at or near 


the top in nearly every competition. 

“ORACLE Server’s performance shined 
on database queries that required complex 
aggregations — sometimes more than twice as 
fast as other products... 

“In selecting ORACLE Server as the winner, 
the judges considered other factors such 
as product maturity and experience with 
corporate databases, and the selection of front- 
end tools to access the database. 

“(And) even though the NLM version of 
ORACLE Server was new, it was considered 
to be a close extension of the firm’s OS/2 and 
Unix products, which are proven technology 
on client/server platforms? 


—PC Week June 24,1991 


Call us for a complete benchmark report 


Hungry for more? ORACLE Server for 
NetWare just recorded the highest audited 
TPC Benchmark" B rate ever on a PC— 

43 tpsB. At that rate, the low $2590/tpsB is 
just icing on the cake. 


1-800-633-1071 Ext. 8145 


and reprint of the PC Week Shootout. We'll also 
tell you more about the rest of Oracle’s open 
family of portable software. And the support, 
education and consulting services that help 
you get the most out of your investment. 


ORACLE 


Software that runs on all your computers. 
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NEWS 


United shift to Unix heats up 


Move to client/server scheme from IBM mainframe could save millions 


BY ELLIS BOOKER 


CW STAFF 


CHICAGO — For the first time 
at United Airlines, a client/ 
server architecture has cracked 
the glass house’s grip on a mis- 
sion-critical production applica- 
tion. As such, this beachhead is 
being eagerly watched by Unit- 
ed’s information systems group. 

United will save between 
$3.5 million and $4.5 million im- 
mediately by moving a schedul- 
ing application from an IBM 
mainframe to a Unix-based 
client/server system. 

“This is the first project moti- 
vated purely by the economics of 
downsizing,” said Stephan G. 
Regulinski, director of corporate 
research and development at 
United. 

The project, which went live 
Oct. 28, is moving a 2-year-old 
crew scheduling application, 
which had occupied about a third 
of one of United’s 3090/600S 


IBM mainframes, over to four 
symmetrical § multiprocessing 
Unix-based servers from Silicon 
Graphics, Inc. 

In addition to the Silicon 
Graphics servers, Re- 
gulinski deployed a fi- 
ber-optic backbone and 
is replacing dumb 
3270-style terminals 
with color X terminals 
linked to several IBM 
RISC System/6000 
Unix servers. 

Total cost of the 
project was about $1 
million, $830,000 of 
which was spent on 
hardware and $92,000 
on networking. This 
compares favorably 
with the $3 million to 
$4 million estimated cost to op- 
erate one-third of an IBM 3090. 

The client/server architec- 
ture, which doubles available 
processing capacity and provides 
better performance, also results 





Apple to offer guidance 
on client/server systems 





BY JAMES DALY 


CW STAFF 


Apple Computer, Inc. Macintosh 
users engaged in the tricky job of 
building a client/server system 
will get a break in January, when 
Apple releases a_boiled-down 
version of a key internal docu- 
ment that offers implementation 
blueprints for a variety of hard- 
ware and software configura- 
tions, sources briefed by the 
company said last week. 

The document, called Vital, 
summates the collective experi- 
ence of Apple integrators. Used 
for years within the company, it 
contains a series of architectural 
guides designed to assist users in 
integrating the Macintosh into 
client/server systems in a vari- 
ety of environments. 

An overview draft of Vital is 
expected in January, with a more 
detailed paper expected later in 
the year. Apple also plans to of- 
fer training courses related to 
the concepts in Vital later in 
1992, sources said. 

Users have long clamored to 
use Vital as an integral strategic 
planning tool. They said it would 
give them a better understand- 
ing of the hardware, software 
and associated support required 
in a client/server approach. The 
Chicago-based Management Ap- 
ple Computers in Information 
Systems user group led the ef- 
fort to pry the document loose 
from the tightfisted Apple. 

“Tt’s a quick way of letting us 


know what works and what 
doesn’t,” said Matt Rosen, assis- 
tant director for technical ser- 
vices at San Joaquin Delta Col- 
lege in Stockton, Calif. 

“Vital is something that could 
make all of our jobs easier,’’ add- 
ed Ted Toler, a senior applica- 
tions analyst at Union Carbide 
Corp. in Charleston, W. Va. 

Apple ignored these pleas for 
years, however. “Like any large 
company, Apple is neurotic 
about what it releases and what 
it doesn’t,” said Dennis Hunter, 
a systems engineer at Eastman 
Kodak Co. in Rochester, N.Y. 


Can you keep a secret? 
One reason behind Apple’s hesi- 
tancy is the fact that the docu- 
ment typically contains confiden- 
tial information about Apple and 
third parties’ products. Because 
of the confidential nature of 
some of the data contained in Vi- 
tal, Apple has said it will tightly 
control distribution of the docu- 
ment, sources said. 

Those wishing to examine the 
document must make a formal 
request for it and will be required 
to sign a nondisclosure agree- 
ment. 

However, Apple’s push to en- 
ter the corporate market, cou- 
pled with increased user pres- 
sure, is thought to have facilitat- 
ed Apple’s change of heart. 

The release of Vital will also 
further Apple’s drive to get its 
machines into the informational 
infrastructure of large firms. 


Flying high 

United’s client/server approach: 
e Two Silicon Graphics four-processor 
servers and two Silicon Graphics 
six-processor servers. 

¢ Seven IBM RISC System/6000s used as 
network servers and development servers. 


e Fiber-optic backbone network, connecting 
a total of 52 color X terminals on two floors 
and an underground computer room. 


¢ IBM 3172 controller for 3090 mainframe 
connectivity. 





in a direct $1 million to $1.5 mil- 
lion savings because of more effi- 
cient crew scheduling. 

Solutions to two of the largest 
scheduling problems — match- 


- 


ing pilots and flight attendants to 
planes and routes — are already 
up and running. By December, 
all of United’s domestic schedul- 
ing will be on the Unix platform, 
and sometime early next year, 


A 


the international operations will 
be added. 

United is already working on 
a second downsizing project, said 
Warner Schlais, director of Unit- 
ed’s planning and technology 
unit. The airline is looking to 
move the core database query 
programs from an IBM MVS 
mainframe to Unix. The Focus 
and SAS products are used by 
virtually all of United’s 
business departments. 

“Within the next six 
a? weeks we will know 
how much we can off- 
load from the 3090,” 
Schlais said, noting that 
he hopes to receive 
funding for the project 
by year’s end. A phased 
migration to Unix will 
take six to 12 months. 

As impressive as this 
downsizing example is, 
it is important to put it 
in context, said Omri 
Serlin, president of 
Itom International, Inc., a re- 
search and consulting firm in Los 
Altos, Calif. 

“The fact that an application 
exists on a 3090 doesn’t mean it 
is inherently meant to be on a 


3090,” Serlin said, noting that 
applications that do not require 
centralized databases can be rel- 
egated to personal computers, 
workstations and servers. 

Serlin added that the measure 
of ‘‘more MIPS for the buck”’ is 
not always a reason to offload a 
mainframe application. There 
are costs to such migrations, he 
noted, and “‘if it takes enough ap- 
plications off the mainframe, you 
end up with a machine that is not 
being utilized economically.” 

The impetus for offloading 
crew scheduling at United came 
early last year, when United’s 
technical support unit realized 
that Regulinski had to either off- 
load his application or buy more 
mainframe capacity. 

A request for proposals went 
out to 13 Unix vendors. Bench- 
marking on the Unix systems 
was conducted in early 1990, but 
funding approval was not ob- 
tained until December 1990. 

The group also explored the 
feasibility and advantages of par- 
allel processing configurations. 

Silicon Graphics pushed for 
the contract despite the appar- 
ent odds of selling into United’s 
IBM-heavy shop. 


Macintosh blueprint yields few juicy details 


BY JAMES DALY 
CW STAFF 


PHOENIX — Armed with a 
“Blueprint for the Decade,” Ap- 
ple Computer, Inc. executives 
moved last week to address 
technology direction issues ema- 
nating from the company’s re- 
cent, sweeping team-up with 
onetime rival IBM. 

However, while Apple’s out- 
line was big on ideas, it was short 
on details and delivery dates. 

Apple’s blueprint is embodied 
in a forthcoming white paper 
that reveals the wide-ranging 
technological path the company 
intends to follow through the 
rest of the decade. 

There are few surprises 
among the key goals outlined in 
“Blueprint for the Decade.” 
However, Apple did say it plans 
to equip its entire Macintosh 
computer line with a reduced in- 
struction set computing chip ar- 
chitecture by the middle of the 
decade. The firm also acknowl- 
edged that it is “experimenting” 
with pen-based systems. 

The document also outlines 
points that Apple has already 
raised, including a series of up- 
dates for the System 7.0 operat- 
ing system, the release of Sys- 
tem 7.1 early next year, the joint 


CORRECTIONS 


An International Briefs item 
[CW, Nov. 11] incorrectly char- 
acterized Computer Associates 
International, Inc.’s plans for 
distributing its products in Eu- 
rope. 
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venture with IBM and new direc- 
tions in consumer electronics. 

Despite the obviousness of 
some of the goals, users said 
they appreciate the checklist. 
“Tt’s nice to know that Apple has 
a clear market direction and that 
they’re just not bouncing from 
one industry crisis to another,” 
said Barry Eisenberg, a comput- 
er specialist at Hughes Aircraft 
Co.’s Ground Systems Group in 
Fullerton, Calif. 


Clever move 
Analysts, too, said the outline is a 
good way to bolster customer 
confidence at a time when many 
questions still linger about how 
Apple and IBM will pull off their 
technological joint ventures. 

“Apple wants to avoid having 
its customers feel uneasy be- 
cause if they are uneasy, they 
might stop buying machines,” 
said Pieter Hartsook, editor of 
“The Hartsook Letter,” an in- 
dustry newsletter in Alameda, 
Calif. 

Among the areas covered by 
the document are the following: 
e An ambitious update schedule 
planned for System 7.0. Addi- 
tions will include improved data 
exchange with DOS and Micro- 
soft Corp.’s Windows, integra- 
tion of speech-recognition capa- 


The company has no plans to 
suspend its practice of selling di- 
rectly to large customers. 

The news item was drawn 
from a report in Le Monde Infor- 
matique, a Computerworld af- 
filiate in France. 


The original French report 


bilities, multimedia enhance- 
ments and increased security. 

e System 7.1. The newest re- 
lease is likely to add extensions 
such as Adobe Systems, Inc.’s 
Type Manager, improved math- 
ematical routines and the Quick- 
time multimedia application. 

e Migration from Motorola, Inc. 
Apple plans to offer a migration 
path between Motorola’s 68000 
environment and the PowerPC 
platform. A “rock-solid” emula- 
tion environment will allow us- 
ers to run their existing applica- 
tions while taking advantage of 
the new hardware. 

e Apple executives also touched 
on the firm’s joint venture with 
IBM to develop an object-orient- 
ed operating that will be based 
on a 4-year-old Apple object-ori- 
ented system research and de- 
velopment project called Pink. 
The venture, called Taligent, is 
expected to produce a product 
by 1994. 

However, analysts said Apple 
still has a lot of explaining to do in 
this area. “I don’t think they ade- 
quately explained why users 
should wait three years for this 
when they can have [Next, 
Inc.’s] Nextstep today,” said Da- 
vid Card, an analyst at Interna- 
tional Data Corp. in Mountain 
View, Calif. 


referred to some changes in 
CA’s distribution of personal 
computer software in Europe. 
However, the PC reference was 
omitted from the Computer- 
world story, and the information 
was not checked with CA prior to 
publication. 
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NEWS 


‘NEWSSHORTS _| Netware 1000 takes direction 


Metaphor CEO takes IBM job 

David Liddle, who had been a candidate to head up Taligent — 
the IBM and Apple Computer, Inc. joint venture — was named 
vice president of new systems business development at IBM 
last week. Liddle is former chief executive officer of Metaphor 
Computer Systems, 2 company IBM first teamed up with in 
1988 and acquired last month. Liddle recently took himself out 
of the running for the Taligent job, although his new post will 
keep him involved in the start-up’s activities, an IBM spokes- 
man said. He also said the Taligent CEO slot is not yet filled, 
and a replacement for Liddle at Metaphor has not yet been 
named. 


CompUSA sells Compag to feds 

The Government Division of CompUSA signed an agreement 
with Compaq Computer Corp. by which the computer retailer 
will sell Compaq computers to federal, state and local govern- 
ments. Compaq will continue to sell products to federal agen- 
cies through its own General Services Administration schedule 
contract, but the agreement will beef up Compaq’s govern- 
ment presence outside Washington, D.C. CompUSA’s Gov- 
ernment Division, formed a year ago, had sales of more than 
$30 million in its first 12 months — 35% from state and local 
governments and 65% from federal agencies. 


Hacking strikers snarl French flights 
On Nov. 8, striking electronics engineers sabotaged an air traf- 
fic control computer that serves controllers at Charles de 
Gaulle and Orly Airports on the outskirts of Paris. Commercial 
flights in and out of the French capital were severely disrupted 
during the start of the Armistice Day holiday weekend, leaving 
domestic and international passengers stranded for several 
hours. One domestic airline advised travelers booked for eve- 
ning flights not to come to the airports. The French engineers 
went on strike without warning and demanded higher pay, a 
new bonus system and the hiring of 120 more engineers, ac- 
cording to reports. 


Unix boxes roll from Intergraph 
Intergraph Corp. last week rolled out two new Unix-based 
workstations for its Clipper C400 series and announced the 
availability of new software for mechanical design. The Inter- 
pro 6450 and 6480 are suited for compute-intensive mechani- 
cal applications such as computer-aided design and visualiza- 
tion. Slated to be available in March, the Interpro 6450 is 
priced at $24,900 and the 6480 model at $37,900. They offer 
nine times the floating-point performance of C300-based In- 
tergraph workstations, according to company officials. The 
mechanical design software includes Intergraph/Engineering 
Modeling System Version 2.0 and a scanned drawing revision 
package. It will be available in March for $20,000. 


IBM garners a silver goose 

Calling it ‘‘one of our most significant wins this year,”’ IBM re- 
cently bagged a one- to five-year contract to provide a panoply 
of systems design engineering, integration and maintenance 
services to the U.S. Air Force. The contract, which is valued at 
$38.3 million for its first year, brings together four separate 
technology projects with regard to the Command and Control 
Segment of the Sunnyvale, Calif.-based Air Force Satellite 
Control Network. 


JWP takes lock, stock and barrel 
JWP, Inc. last week completed its acquisition of Businessland, 
Inc.’s outstanding capital stock, and shareholders voted in fa- 
vor of the merger, making Businessland a wholly owned subsid- 
iary of Purchase, N.Y.-based JWP. Businessland common stock 
will no longer be traded on any stock exchange. The company 
now becomes part of JWP’s information systems business, 
known as JWP Businessland. JWP is a multinational technical 
services company with 24,000 employees worldwide and reve- 
nue of $3.2 billion. 

More news shorts on page 116 





BY JIM NASH 
CW STAFF 


Novell, Inc.’s Netware 1000 
software is finding a role as a 
stand-in for an enterprisewide 
directory service that the Provo, 
Utah-based company said it will 
deliver later next year. 

Netware 1000, a 
not yet officially 
available version of 
Novell’s Netware 
3.11 network oper- 
ating system sup- 
porting up to 1,000 
personal computers 
on a single server, 
has started to take 
shape. Limited to 
the most basic file- 
and-print functions, the software 
appears ideal to hold user infor- 
mation for large groups. 

The product is shipping to se- 
lected customers for between 
$25,000 and $35,000 per serv- 
er, according to Jim Bills, Novell 
executive vice president and 
general manager of the Netware 
Systems Group. He acknowl- 
edged the product’s existence at 
Networld ’91 last month. Bills 
said Netware 1000 will remain in 
controlled availability probably 
until April 1992. 

Atlantic Richfield Co. (Arco) 
has purchased at least one copy 
and plans to buy as many as three 
more by year’s end, said Mark 
Philpot, network administrator 
at the company’s Los Angeles 
refinery. ‘“We are using it to kind 
of create our own naming ser- 
vice,”’ Philpot said. 


Novell’s naming, or directo- 
ry, services are currently limited 
to covering domains of about 
eight servers at a time. The utili- 
ty has come under fire as being 
inadequate, especially for large 
organizations that want to let us- 
ers log on to the whole network. 
Prior to Netware 1000, users 

had the choice of 
waiting for Novell or 
migrating to Banyan 
Systems, Inc.’s high- 
ly praised Streettalk 
directory service. 
Novell resellers, 
who requested ano- 
nymity, said Net- 
ware 1000 can serve 
nicely as a central 
point to which users 
can log on without limiting their 
network access. Some suggest- 
ed that Netware 1000 could 
keep large firms wanting enter- 
prisewide directory services 
pacified until those services can 
be shipped with Netware 3.2, 
scheduled for the end of 1992. 


Too small for some 
However, Netware 1000 would 
not address the directory con- 
cerns of all large firms. Even 
support for 1,000 users is too 
paltry for some firms, said Sho- 
lom Bryski, senior vice president 
at Bankers Trust Co. in New 
York. ‘We have 7,000 PCs,” he 
said. Bankers Trust would still 
have to coordinate directory ser- 
vices for many machines. 

It even presents new prob- 
lems, one of which is overcen- 
tralization. “I don’t want [net- 


work] traffic from London going 
to New York just to access the 
server,” Bryski said. 

At the moment, Netware 
1000 is working just fine for Ar- 
co’s Los Angeles refinery, which 
has a 300-workstation network. 
Contrary to earlier reports that 
the software’s sheer size made it 
a bit unstable, Philpot said the 
only problems he has experi- 
enced have been with some 
third-party software that access- 
es Netware’s bindery, which 
lists all user access profiles. 

These packages were written 
to run on machines serving the 
traditional maximum of 256 us- 
ers; as a result, glitches have 
caused some PCs to lock up 
when more than 256 users log on 
to the server. Philpot character- 
ized the problem as “‘minor.”’ 

All employees log on to a 
Netware 1000-equipped IBM 
Personal System/2 Model 95 
server for file sharing and print- 
ing. Six departmental servers 
hold the majority of files for each 
of the plant’s 250 users. These 
servers are attached to the other 
two servers. “At this point, 
Netware 1000 is meeting every 
need we have,” Philpot said. 

Bob Guaraldi, president of 
Valinor, Inc., a Manchester, 
N.H., Novell reseller, said the 
typical company needing Net- 
ware 1000 would have a large 
campus with a well-developed 
data transmission system of in- 
telligent hubs and other devices. 
It would also want to consolidate 
its network onto a minimum 
number of machines. 





AT&T answers call for 
frame-relay service 


BY JOANIE M. WEXLER 
CW STAFF 


NEW YORK — Long mum 
about its intentions to deploy 
frame-relay service, AT&T will 
today announce mid-1992 ser- 
vice availability and erase the 
largest question mark surround- 
ing the ubiquity of frame relay in 
the public arena. 

AT&T’s entry will supply the 
industry with healthy competi- 
tion and spur user awareness 
about the neophyte technology, 
which is expected to grow to a 
$1 billion market by 1995, ana- 
lysts briefed on the announce- 
ment said. 

Frame relay is a fast form of 
packet switching aimed at such 
critical applications as local-area 
network interconnection. 

AT&T’s service will initially 
span about 100 cities nation- 
wide, with international exten- 
sions expected to follow. 

Berge Ayvazian, a vice presi- 
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dent in the telecommunications 
consulting group at The Yankee 
Group, a Boston-based consult- 
ing firm, said AT&T will support 
a range of access speeds and will 
integrate public and private ser- 
vices. “These things have not 
been emphasized in other frame- 


Relay race 


America, Inc. are providing ser- 
vice to a sparse number of users. 
Analysts said AT&T will bun- 
dle its frame-relay offering into a 
whole new data services package 
— separate from its Accunet 
product line — that includes oth- 
er services appropriate for appli- 
cations that do not fit the charac- 
teristics of frame relay. The new 
services will be administered by 
a subgroup of AT&T’s Business 
Communications Services unit 
called the AT&T Data Commu- 
nications Services Business 


AT&T joins frame-relay service fray 

®& Availability: Second-quarter ’92 in about 100 cities nationwide. 

@ Speed: To T1 initially, possibly higher by year’s end. 

@ Packaging: Bundled with other data services to address a mix 
of applications under new AT&T network service category. 

@ Pricing: Fiat rate, with some customization flexibility. 


relay services announced to 
date,” he said. 

Frame-relay announcements 
have already been made by di- 
rect competitors U.S. Sprint 
Communications Co. and MCI 
Communications Corp. Network 
service providers Wiltel, Com- 
puserve, Inc. and BT North 


Unit, officially formed today, an 
AT&T spokesman said. 

The initial offering is expect- 
ed to run at traditional 56K bit/ 
sec. to T1 (1.54M bit/sec.) 
speeds, although T3 (45M bit/ 
sec.) service is under develop- 
ment and could emerge by year’s 
end, analysts said. 
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On March 12, Oracle® recorded the highest TPC 
425 tpsB 
416 tps Benchmark” B rate ever: 425 tpsB on a VAXcluster. 
And the fastest TP1 score ever on January 21st: 416 
tps on an IBM-compatible mainframe. 
Both were industry-standard tests on 8 gigabyte 
databases, independently certified by Codd & Date. 
All these benchmarks are further proof that 
319 tpsB 
ORACLE not only runs virtually everywhere, it runs 
fastest everywhere. Fastest on PCs, workstations, 
minicomputers and mainframes. Fastest on stand- 
alone machines, or in a client/server configuration. 
So no matter what system you choose, you get 
the best performance and lowest cost per transaction. 


No small concern to managers trying to squeeze 


the most out of their MIS/DP budgets. 


_ 1-800-633-1071 Ext. 8116 


But don’t just take our word for it. Call, and ask 
for the benchmark reports audited by Codd & Date. 
They certify the test results and give a full account of 
the testing methodology and system configurations. 


Just the thing for a little speed reading. 


ORACLE 


Software that runs on all your computers. 


© 1991 Oracle Corporation. ORACLE is a registered trademark of Oracle Corporation. TPC Benchmark is a trademark of the Transaction Processing Performance Council. All other trade names referenced are the service mark, trademark, or registered trademark of 
the respective manufacturer. Call for hardware and software requirements. Outside the U.S.A., but within North America, call 1-800-668-8925 for product, service, and seminar information. 

















BY MARYFRAN JOHNSON 
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RESTON, Va. — “Hell ... is a place 
where nothing connects with nothing.” 

With that T. S. Eliot quote looming 
large on the screen behind him, the U.S. 
Department of Defense’s (DOD) top in- 
formation systems official underscored 
the hunger for interoperability in today’s 
corporate computing environment. 

An equal helping of honesty about the 
confusion surrounding open systems is 
also needed, said Paul Strassmann, direc- 
tor of defense information for the DOD, in 


NEWS 


Users hungry for interoperability 


his keynote speech last week to X/Open’s 
World Congress on Open Systems. 

“Tt is very important in the world of 
open systems that we don’t pretend to 
know all the answers,” Strassmann said. 
“Being explicit about the risks involved 
will increase your credibility with your se- 
nior managers.” 

The three-day X/Open World Con- 
gress attracted corporate users from a 
wide range of companies, including 
American Express Co., General Motors 
Corp., Barclays Bank PLC, the Canadian 
National Railway, McDonnell Douglas 
Corp., the UK’s Department of Trade and 


Industry and The Boeing Co. 

“Open systems is not a particular stan- 
dard or technology,” said Catherine How- 
ells, manager of external standards at 
Boeing Computer Services in Seattle. 
“It’s the ability to use technology appro- 
priately to get our jobs done.” 

Reuse of software code and compo- 
nents will be a “principal contributor’’ to 
the value of open systems, Strassmann 
said. “This is a set of benefits you can ex- 
plain to top management.” 

Strassmann also urged IS executives 
to develop long-range open systems strat- 
egies for their companies, emphasizing 


Announcing a Prime Location for 
Network Products and Services. 





Planning your next integrated network 
system? Let Data Preference put together 
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eripherals and software. The latest 
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Apple and Digit tal — all in one place. 
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handle installation; on 
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economic value rather than technical ca- 
pabilities. ‘The primary inhibitors to 
open systems will be managerial, after the 
technical problems are solved,’’ he said. 

The financial lure of reducing software 
maintenance costs and conversion and mi- 
gration expenses is the most powerful one 
open systems can offer to chief financial 
officers and senior managers outside the 
IS department, he added. 

The DOD projects that its software 
costs will rise from a current $15 billion a 
year to more than $45 billion during the 
next few years. With more than 1 million 
computers installed and 1.4 billion lines of 
application code in place, the defense 
agency is now building its own central re- 
pository of reusable software code. 

While most of the users at the X/Open 
meeting represented companies already 
investing in Unix applications and open 
systems, some came just to test the wind. 

“We need to look beyond today and to 
the future,’”’ said Wayne A. Brower, vice 
president of corporate business systems 
at Herman Miller, Inc., an office furniture 
manufacturer in Zeeland, Mich. The com- 
pany is anchored by an IBM Enterprise 
System/9000 Model 400 mainframe and 
minicomputers from Digital Equipment 
Corp., with a few Unix-based worksta- 
tions from Hewlett-Packard Co.’s Apollo 
Division for computer-aided design work. 

At Barclays Bank in England, the cor- 
porate strategy is heading toward open 
systems, and its branch network is now 
stocked with Unix-based IBM RISC Sys- 
tem/6000s. Yet security concerns are 
still tantamount, said Paul J. Faulkner, a 
senior security consultant at the bank. 

Worries about security and network 
management were also reflected in a user 
survey released at the conference (see 
story below). 


Open sesame 


Here are some highlights from the 
X/Open Xtra ’91 survey of 237 
open systems users at companies 
throughout North America, Eu- 
rope, Japan and Australia: 

e Most open systems products 
available today are considered inad- 
equate for corporate needs, yet 
more than 90% of those surveyed 
plan to use Unix more in the future. 
e The top business requirement is 
interoperability across heteroge- 
neous networks, with client/server 
applications and network security 
also key priorities. 

e Less than one-third of those sur- 
veyed said senior corporate man- 
agement mandates open systems or 
even understands the benefits. 

e “Openness” is broadly interpret- 
ed as vendor-independent specifica- 
tions, but confusion exists on indi- 
vidual technologies such as Mi- 
crosoft Corp.’s Windows 3.0 or the 
Open Software Foundation’s OSF/1 
operating system. 

e The biggest obstacles to open sys- 
tems are seen as proprietary ven- 
dors resisting the shift and ‘“‘open”’ 
vendors adding proprietary func- 
tions that lock in users. 

e Demand is building for object-ori- 
ented databases, with only 13% us- 
ing them today but 65% planning to 
rely on them in the future. 


Source: DMR Group, Inc. 





NOVEMBER 18, 1991 





SEMATECH, a 14-member consortium including IBM, Digital, Texas Instruments, 
Hewlett-Packard and AT&T, has cited Oracle for its commitment to Total Quality. 
Oracle is pleased to be the first and only software company to have won this prestigious award. 
But were even more pleased to offer quality products and services. 


ORACLE 


Software that runs on all your computers. 


© 1991 Oracle Corporation. ORACLE is a registered trademark of Oracle Corporation. IBM, Digital Equipment Corporation, Texas Instruments, Hewlett-Packard and ATCT are all trademarks of their respective companies. 
‘Call 1-800-633-1071 Ext. 8139 for more information on Oracle's commitment to Total Quality. In CANADA, please call 1-800-668-8925 for product and seminar information. 
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Ingres enhances database, 46L gear 


BY JEAN S. BOZMAN 
CW STAFF 


BURLINGAME, Calif. — The 
Ingres Product Division of Ask 
Computer Systems, Inc. last 
week unveiled its next-genera- 
tion relational database engine, 
which will support more than a 


dozen platforms not long after 
release. 

Ingres also extended its 
fourth-generation language 
(4GL) tool set to run under Mi- 
crosoft Corp.’s Windows 3.0. 

The new Ingres 6.4 relational 
database engine will support a 
database-event alerting system 


| can combire voice, data, fax and LAN 
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DNOVE IIneS and Save Morey. 


Time was, the old stat mux was the best way to save money. 
Those days are gone. Your data-only multiplexor is costing 
you lost savings every day you use it. 

For about the same price as a stat mux, you can now buy a 
data/voice network server able to combine remote voice, 
data, fax and LAN traffic over one low-cost leased line at 
speeds from 9.6K to 56/64 Kbps. It’s called Marathon 1K 
and it’s a breakthrough in technology and fast payback. 
Using the same private line for voice and fax as well as 
data and LAN traffic can save big bucks month after 


that could replace time-consum- 
ing polling of workstations in a 
network. It also has a new Inter- 
active Performance Monitor to 
give database administrators 
better feedback on how their ap- 
plications are affecting computer 
system resources. 

At the same time, Ingres ex- 


tended its Ingres/Star distribut- 
ed database server to Unix plat- 
forms. 


Timing is key 

Industry analysts said the near- 
simultaneous release of the data- 
base engine on more than a doz- 
en hardware platforms was even 
more important than Ingres 
6.4’s new features. Within 90 
days of the first shipments in De- 


month on phone company toll charges. So Marathon 1K 
can pay for itself in just a few months, and after that all 
the savings go to your company’s bottom line. 

Products that don’t save your company money are no 
more than profit robbers. Get Marathon instead. 

Call for a free compressed voice demonstration or attend 
a Data/Voice Integration Workshop. Call toll-free (800) 
MICOM US [642-6687] or (805) 583-8600. Fax (805) 583- 


1997. Canada: (800) 932-DVNS. 
Call today and stop wasting money. 


IVIL ETT 


COMPUTERWORLD 


cember, Ingres 6.4 will run on 
Digital Equipment Corp.’s 
VAX/VMS machines, Hewlett- 
Packard Co.’s HP-UX comput- 
ers, Amdahl Corp.’s mainframes, 
IBM’s RISC System/6000s, oth- 
er Unix workstations and IBM- 
compatible personal computers. 

“They’re able to get a quick 
rollout by having some of the 
hardware vendors do the porting 
for them,” said Donald Fein- 
berg, a program director at 
Gartner Group, Inc.’s Software 
Management Strategies Service 
in Santa Clara, Calif. 

“This simultaneous release is 
really a big deal,’ said Dennis 
McGinn, president of Ingres. 
“This is the first time a major 
{relational database manage- 
ment system] vendor has made 
the DOS, OS/2, Unix and VMS 
versions of the product available 
within 90 days of the ship date.” 

McGinn said the intent was to 
cover 90% of the available 
RDBMS market by focusing on 
the most popular software and 
hardware platforms. 

Previous Ingres 6.0 releases 
ran on more than 40 platforms, 
Ingres executives said, which 
prevented quick shipments of 
new products to Ingres users. 

Users also seemed pleased 
with the first major release of 
products since Ingres was ac- 
quired by Ask in October 1990. 
“The event-alerters, for exam- 
ple, will cut out a lot of code, im- 
prove performance and make 
things simpler than before,’’ said 
Eric Palmer, president of the 
North American Ingres Users 
Association. 

Ingres did not have to pro- 
duce the kind of distributed data- 
base features its competitors are 
introducing now, since those fea- 
tures were already in the Ingres 
networking products, according 
to Feinberg. 


Price range 

Prices for the Ingres 6.4 
RDBMS range from $4,000 to 
$460,000, depending on the 
type and size of computer used. 
The Ingres/Star distributed da- 
tabase product ranges from 
$1,200 to $138,000. 

Ingres/Windows 4GL, a 
graphical user interface-based 
package introduced in April 
1990 for Unix computers and 
DEC VMS machines, has been 
ported to PCs. The icon-based 
Ingres/Windows 4GL tool set 
had run under the Open Soft- 
ware Foundation’s Motif user in- 
terface and under the Decwin- 
dows user interface; now it will 
run on IBM-compatible PCs un- 
der Windows 3.0. It is slated to 
be available in December for 
$995 per PC. 

Ingres/Visionpro, a charac- 
ter-based development environ- 
ment that had run only on termi- 
nals to VAX machines, is now 
available for Unix workstations 
and PC-DOS machines. A char- 
acter-based Ingres Tools for 
DOS package, which includes In- 
gres/Visionpro, will cost $990. 
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Advanced RDBMS, 

rs Just Another 
erver. 


Client/server computing integrates the powerful, 
graphical capabilities of desktop workstations 
with the proven data storage and processing capa- 
bilities of mainframes. Client/server computing, 
in essence, turns mainframes into servers. 

But turning mainframes into servers 
creates two tough problems: Preserving MIS 
control over corporate data. And integrating 
existing applications with new ones. 

Only SYBASE? solves both problems. 

Unlike most RDBMS gateways, SYBASE 
gives MIS complete control over mainframe data, 
applications, and services by providing desktop 
access transparently through CICS— ensuring that 
all requests meet current transaction management, 
security, and monitoring requirements. In addition, 
SYBASE allows MIS to regulate network access to 
specific transactions, regions, and data sources. 
With SYBASE, MIS is always in control. 

SYBASE also leverages the investments 
made in existing mainframe applications. SYBASE 
integrates new, LAN-based applications with main- 
frame applications written in COBOL, PL1 or 
Assembler, as well as with all data sources and 
services accessible from CICS, such as DB2, 
IMS/DB and VSAM.With SYBASE, existing main- 
frame applications don’t have to be rewritten. 

SYBASE is the only product that lets you 
effectively turn your mainframes into servers as 
you deploy new LAN-based applications on 
VAxXes, UNIX, OS/2, and DOS-based platforms, 
Macintoshes, and others. 

What's more, our professional services 
division, SQL Solutions, can help you design, ee ee 

; ; a Free! “Integrating The Mainframe” It’s our latest, most compre- 
develop, and integrate complete multi-vendor 
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hensive information kit. For your copy, please mail this coupon to 


raies 1; eee enre ‘ Sybase, Inc., Dept. S, 6475 Christie Ave., Emeryville, CA 94608 
relational systems for your on-line, enterprise-wide aoe i pry 
computing environment. 
To find out more, call and register for a é a 
Sybase Educational Seminar near you. Because Bia Tie Connpan 








is NOW. 
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the time to turn your mainframes into servers ; 4 = 
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Just call 1-800-8-SYBASE. | 
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Just ask your HP Consultant. 
We'll come in and see if you’re 
really getting your money’s 
worth from your systems. 


! . It’s something our people do 
all the time. Because we know 
how important it is to squeeze 
the last dollar out of your 
computer investment. Before 
you spend another cent. 


| Our specialists from HP Pro- 

| fessional Services will take 

a close look at your comput- 

ing environment, then put 

together a program tailor- 
made for you. Whatever needs 
doing, we'll do it. 
So call HP at 1-800-752-0900, 
Ext. 2540 for more informa- 
tion. You may ask yourself 
that million dollar question: 
why didn't I do it sooner? 


©} eackano 
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Bull launches ‘vendor-neutral’ service 





BY KIM S. NASH 


CW STAFF 





BILLERICA, Mass. — Like other big- 
iron firms scrambling to supplement flag- 
ging hardware sales, Bull HN Information 
Systems, Inc. is establishing a “‘vendor- 
neutral’’ systems integration unit this 
week. 

Analysts said they doubted that Bull’s 
Integris subsidiary, which opens today, 
will become a major integrator, citing its 
questionable neutrality, financial con- 
straints and focus on technology rather 
than business consulting. “‘People don’t 


want technology. They want 
their business problems 
solved, and Bull may not be 
able to do that,” said Bonnie 
Digrius, program director at 
Gartner Group, Inc. in San 
Jose, Calif. 

Steve Gardner, president 
of Integris, which is based 
here, claimed Integris will not 
favor its parent company’s 
products over those from oth- 
er vendors. 

Integris’ initial integration 
deal suggests that the compa- 





Gardner: Integris 
will not favor Bull’s 
products over those 
of other vendors 


ny is not averse to using Bull’s 
product. In a “three-year, 
multimillion-dollar’”’ contract 
recently signed with a large 
telecommunications compa- 
ny, Integris is tying together 
several large Bull systems, 
Gardner said. He declined to 
name the client. 

“T have no doubt [Integris] 
has a Bull bias,” Digrius said. 

Integris is now bidding on 
10 contracts, with 70 more 
prospects “in the hunt,” 
Gardner said. First-year sales 


It pushes jets past 600 mph and will quickly change the way you lease computers. 


The GE engine that powers some of the most advanced planes in the world is a prime example of 


the forward thinking that has made GE a leader in the aviation industry. That same type of thinking 


has made GE Capital Computer Leasing (formerly Decimus) a leading lessor to Fortune 500 


companies, with flexible leasing arrangements that help you meet corporate, strategic, financial 


and tax objectives. In a recent independent survey, our customers rated our performance highest 


* We're vendor independent, leasing both new and used equipment to give you access to more 


hardware choices. © And we are GE, your assurance of our financial strength, stability and 


commitment to your satisfaction 


* Call 1-800-4LEASE4 to learn more about the benefits of 


leasing from GE Capital Computer Leasing. Your perfect partner in these changing times. 
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will top $20 million, doubling to $40 mil- 
lion within two years, he predicted. 

Customer targets include Bull’s 50 to 
100 largest North American sites as well 
as two regional areas in the Northeast and 
Southwest. 

Integris will specialize in five technical 
areas: migrating CICS/VSAM mainframe 
applications to reduced instruction set 
computing workstations; imaging; con- 
necting local-area networks; LAN securi- 
ty; and designing personal computer- and 
workstation-based sections of client/ 
server applications. 

Gardner claimed Integris is the first in- 
tegrator formally committed to the Open 
Software Foundation’s Distributed Com- 
puting Environment and Distributed 
Management Environment standards. 


MCC’s EINet 
to go on-line 


BY ELLIS BOOKER 


CW STAFF 


CHICAGO — A USS. information tech- 
nology research consortium last week dis- 
closed plans to build a national electronic 
network aimed at exploring new, faster 
ways for the industry to conduct business 
and develop products. 

Scheduled to go on-line next March, 
the network — dubbed EINet for enter- 
prise integration network — is being 
launched by Microelectronics and Com- 
puter Technology Corp. (MCC), a tech- 
nology consortium representing leading 
U.S. and Canadian users and developers. 

Initially, E[Net will connect a portion 
of MCC’s 22 shareholders and 49 asso- 
ciate members. 

MCC said it is currently negotiating 
with an unnamed carrier to be the prima- 
ry provider of the internet. The group 
said it hopes to have a central Network 
Operations Center up and running by July. 

Although many companies have al- 
ready set up electronic data interchange 
and electronic-mail links with their trad- 
ing partners, customers and industry 
peers, these ‘‘point-to-point’”’ arrange- 
ments are still far too complicated and 
take too long to build, MCC Executive 
Vice President and Chief Operating Offi- 
cer Alan Salisbury noted. 

Acknowledging that many govern- 
ment agencies and commercial users have 
deployed integrated networks already, 
Alexander Cavalli, chief architect for 
MCC’s recently formed Enterprise Inte- 
gration Division, said that as long as these 
projects pursue their own enterprise inte- 
gration agendas, “integration across 
company boundaries will be prohibited.”’ 

Initial services on the EINet will be fa- 
miliar fare: electronic bulletin boards, 
special interest group forums and E-mail 
services. Future advanced services will 
be added as they are requested. 

The EINet will cost about $750,000 to 
launch, MCC officials said, adding that the 
network should become a self-sustaining 
operation in three or four years. Tiered 
participation fees for EINet are as fol- 
lows: Firms with annual revenue of more 
than $500 million will pay $60,000 a year; 
firms with revenue between $50 million 
and $500 million will pay $30,000 a year; 
and firms with less than $50 million in an- 
nual revenue will pay $10,000 a year. 
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A Familiar Name, 
A Friendly Face 


The SAS System helps UNIX do 
what UNIX does best. It’s never 
been easier to exploit all the 
price/performance advantages 
of UNIX...or to connect UNIX 
with other systems throughout 
your organization. That’s 
because the SAS System’s pow- 
erful data access, management, 
analysis, and presentation tools 
work the same way on UNIX 
workstations as they do on host 
machines. 
A menu-driven user inter- 
face takes you directly to the 
SAS System’s most popular appli- 
cations. We’ve also taken full 
advantage of UNIX native win- 
dowing. Plus, we’ve added new 
interactive capabilities for visual 


The Most Comforting data analysis. 
Reason Yet to Choose UNIX. 


The world’s leading applications Research and Development 
system has arrived on leading- 7 

edge UNIX workstations.* Bring- aes ; 

ing with it the same integrated 

applications that have made SAS 

software such an indispensable 

part of the corporate mainstream 

And that’s a very comforting 

thought if you’re using or evalu- 

ating UNIX. 


Manufacturing 


Quality Control Analysis 


Dees 


ee 


And a Risk-Free Offer 


Let the SAS System be your 
e@ _ link to strategic computing 


resources throughout your orga- 

nization. Give us a call now at 

919-677-8200 or fax us at 
919-677-8123. We’ll rush you a free SAS System exec- 
utive summary, together with details about a no-risk 
software evaluation. In Canada, call 416-443-9811. 


The SAS’ Applications System. 
Simply Powerful. Powerfully Simple. 


SAS Institute Inc. 
Software Sales Department 
SAS Campus Drive LJ Cary, NC 27513 
® Phone 919-677-8200 L) Fax 919-677-8123 














*From IBM? DEC; Sun, HP? and others. 
The SAS System runs on mainframes, minicomputers, workstations, and personal computers. 
SAS is a registered trademark of SAS Institute Inc. UNIX is a registered trademark of AT&T. 
Copyright © 1991 by SAS Institute Inc. Printed in the USA 
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Alliant, Cray, Intel prep super systems 


BY J. A. SAVAGE 


CW STAFF 


ALBUQUERQUE, N.M. — Autumn may 
denote a winding down of the life cycle, 
but for the supercomputing community, 
this fall is turning out to be a real fire- 
storm of barn-burner product introduc- 
tions. 

Cray Research, Inc. and Intel Corp. 
each claim that the supercomputers they 
will roll out here today and tomorrow at 
Supercomputing ’91 will best Thinking 
Machines Corp.’s market-leading perfor- 
mance of 1 trillion floating-point opera- 


tions per second (FLOPS). 

In addition, Alliant Computer Systems 
Corp. is aiming at price/performance, of- 
fering a potentially more powerful com- 
puter for about half the cost of the new 
Cray and Intel computers. 

The three systems are not expected to 
be generally available until early next 
year, analysts said. 

The season began with two major su- 
percomputer announcements: last week’s 
unveiling of a downsized, massively paral- 
lel computer server from start-up Wave- 
tracer, Inc. [CW, Nov. 11] and Thinking 
Machines’ 16,000-processor, 1 trillion 


FLOPS CM-5 computer [CW, Nov. 4]. 

Massively parallel machines, compris- 
ing hundreds and sometimes tens of thou- 
sands of processors working together, 
will have a high profile at this week’s con- 
ference. Cray’s computer will represent 
supercomputing’s old guard, although the 
company has promised a massively paral- 
lel computer by 1993. 

Cray’s Y-MP C90 has a peak perfor- 
mance of 16 GFLOPS, which Charles 
Grassl, marketing analyst at the compa- 
ny, Claims is faster than Thinking Ma- 
chines on “‘industry-standard applications 
and nonlocalized data distribution.” 
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Your phone rings. One of your 
users has a problem. And his prob- 
lem is your problem. But before 
you can fix it, you’ve got to figure 
out which one of your vendors is 
responsible. 

Who do you call? How many 
calls do you have to make? 

And how many users are calling 
you? 

Plt oe 
MIS calls Bull, 
keeps users happy. 
(oe ED) 

With TotalCare™ MIS directors 
don’t have to piece together a solu- 
tion. You don’t have to find the 
missing piece. Because there isn’t 
one. 

With TotalCare you make just 
one call for your network and 
PC support needs. So you can get 
things up and running faster. 

Nationwide LAN service, 
24 hours a day. 
i ae 

TotalCare is one of the most 
comprehensive and flexible pro- 
grams anyone has ever come up 
with for Local Area Network plan- 
ning, start-up, operation and 
expansion support. 
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One source with over 200 loca- 
tions across the country. 

It can reduce the burden on your 
in-house tech staff. Lower costs. 
And maximize network availability. 

Unlike other service companies, 
Bull doesn’t limit support to exist- 
ing operations. 

We can help you manage new 
development efforts, implement 
new technology, analyze your cur- 
rent operations and plan for the 
future. 

New networks designed. Exist- 
ing configurations enhanced. And 
even multi-vendor products and 
networks united asa single resource. 

Making sure what you have will 
work with what you need. Whether 
that equipment comes from us or 
the next guy. 

Oe mi EE IB 
Call 1-800-233-BULL. 
+ @ a o-- 

So, what’s your problem? No 
matter what, we can help. Making 
your end users happier. And your 
job easier. Call 1-800-233-BULL, 
ext. 0178. 

Because with 
anything less than 
TotalCare, you'll have 
care that isn’t total. 
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The C90 will cost between $30 million 
and $35 million, according to John Jones, 
an analyst at Montgomery Securities in 
San Francisco. 

Intel’s machine will have up to 128 In- 
tel 1860 XP processors, each rated at 100 
MFLOPS. Analyst Gary Smaby, presi- 
dent of the Smaby Group in Minneapolis, 
estimated it will cost about $25,000 to 
$30,000 per CPU. 

Alliant’s new offering, the Campus 
800, comprises between 25 and 800 Intel 
1860 XR processors in clusters of 25. A 
100-processor cluster is priced at $2.5 
million, and an 800-processor configura- 
tion costs $16 million. The full-blown 
computer has a peak rating of 32 
GFLOPS. 

Craig Mundie, Alliant’s chief executive 
officer, said that although Alliant’s rating 
is higher than Cray’s, it is primarily tar- 
geted at distributed computing, unlike 
Cray’s centralized system. 

“People who have not yet written code 
to run on a [massively parallel] supercom- 
puter would have a financial incentive to 
buy Alliant,” Mundie said. 

He added that the computer does not 
have to reside in one room, as the clusters 
can be connected through fiber optics 
across a string of buildings. 


Cray goes on with 
Floating Point buy 


BY J. A. SAVAGE 
CW STAFF 


After issuing a terse announcement that it 
would not buy Floating Point Systems, 
Inc., Cray Research, Inc. late last week 
reversed itself and said the acquisition 
was back on. 

A Cray spokeswoman would say only 
that the company changed its mind about 
the $3.25 million deal, after initially de- 
ciding that Floating Point’s technology 
would not be a strategic fit. Floating Point 
filed for Chapter 11 bankruptcy protec- 
tion a few months ago, just before Cray 
disclosed interest in the company. 

Cray, based in Mendota Heights, 
Minn., is believed to covet Floating 
Point’s Sun Microsystems, Inc. Scalable 
Processor Architecture-based supercom- 
puter that is under development. Cray, 
moreover, would like to convert Floating 
Point’s array processor users into super- 
computer customers. 

Floating Point has pared back its staff 
to approximately 25, according to Eric 
Anderson, the Beaverton, Ore., compa- 
ny’s director of sales. The Cray spokes- 
man said it had not been decided whether 
Floating Point staff would be rehired once 
the acquisition is completed. 

Floating Point started life as an array 
processor maker. Until the late 1980s, its 
products acted as a back end for Digital 
Equipment Corp.’s VAXs. 

However, Floating Point was late get- 
ting into the stand-alone and open sys- 
tems business. It scrapped its expensive 
“T series” parallel supercomputer devel- 
opment in 1988. In 1989, it acquired the 
remains of Celerity Computing, Inc., 
which had a Unix-based supercomputer, 
to gain a better understanding of open 
systems. 

Since 1987, Floating Point has posted 
cumulative losses of at least $82.3 mil- 
lion. 
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DEFINE YOUR IDEAL 
COMPUTER SYSTEM. 






























































Chances are, you want all of the 
features you wrote on the blank 
lines without any of them com- 
ing at the expense of another. 
Then chances are, you're 
going to love our new Open 
VAX VMS™ systems, the 
first no compromise comput- 
ing solution. No compromise 
in that you get everything 
you want in a system with- 
out having to make any sacrifices. 





With the best prices 
Open VAX VMS beats even RISC. 
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Performance 


~ Our VAX VMS has always 
been known for its versatility, 


(8.0) 





dependability and rich func- 
tionality. But lately, what 
about its speed? Well, hang 
onto your keyboard because the 


INTRODUCING 


OPEN VAX VMS 


No Compromise Computing 


performance of our Open VAX 
VMS actually exceeds the fast- 
est RISC systems. And that’s 
based on tests representing 
real-life applications with 
audited results. 


Price 


Such high performance 
doesn’t come at such a high 
cost. In fact, Open VAX 
VMS delivers the best 
in price/performance. 
Again, that’s not our 
opinion ~ that’s based 
on the same real-life 
audited tests. 

And to reduce your software 


Open VAX VMS 
is the beat system in 
its clase. 


costs we are the industry's 
first major vendor to license 
software the way you use it ~ 
by the user. 
Functionality 
We give you the best 
speed and the best price. 
bd §6So you think we must 
have taken out all the 
functionality, night? 
Wrong. Since Open VAX 
VMS is VMS, it’s 
the most func- 
tional computer g 
available. With | 
the most com- 
plete networking 
capabilities. The 
easiest-to- 9 
use system 
software. 
The most productive 
development tools (which, 
by the way, have led to 
over 10,000 applica- 
tions). And the abso- 
lute best at protecting 


VAX VMS 
the strong 
functio 
you want. 


your data and ensuring that it 
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The and speed of Open VAX VMS put 
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of everything 
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will always 
be there for you. 
Open VAX VMS 
WwW also offers you the most 
flexible growth path - from 
$3,450 desktops to huge data- 
center systems. And with the 
recent introduction of our 
Multi-Datacenter clusters, a 
datacenter can be spread out 
over 25 miles and still run as 
one computer. If a power fail- 
ure (or worse) knocks out 
one site, the other 
computers in the 
distributed data- 
center will take 
over automatically. 


Openness 
Open VAX VMS 


is exactly what its name 
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Openness is built right in, 
do everyone can ft. 
advantage of the richness of 
Open VAX VHS. 
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it so is our Network Appli- 
cation Support software - 
the most comprehensive set 
of standard interfaces in 
the industry. With our 
new NAS products, you 
will be able to write 
an application once and 
play it on Open VAX 
VMS or any number of 

the different platforms 
that may exist within 
your company. 


Support — 


Since Open VA* VAX 
VMS is from Digital, 
it’s backed by a world- 

wide service organi- 
zation of 40,000 
people. And with our 


open services, we can support 


worl 


| RE 
implies ~ open. And what makes 


Our aa oe 


with your organization. 


more than 8,000 products from 
over 800 vendors as though they 
were our own products. 
So one service plan, 
tailored to your company’s 
specific needs and 
budget, is all you'll need. 
Performance, price, func- 
tionality, openness, and sup- 
port. If they don’t 
define your ideal 
computer sys- 
tem, let us know 
what does by 
faxing your list 
back to us at 
(508) 264- 
5472. Or if 
you would 
like some 
more informa- 
tion, you can 
give us a call at (800) 344- 
4825, extension 925. 
Because chances are, what's 
on your list is in Open VAX 
VMS, the no compromise 
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Operating in a vacuum 


w The U.S. Defense Ad- 
vanced Research Projects 
Agency has awarded the 
Center for Microelectronics 
in North Carolina an 18- 
month, $1.1 million grant to 
research vacuum transis- 
tors. The transistors are ar- 
rayed in vacuum chambers 
that are only microns — a 
millionth of a meter — deep 
and are 10 trillion times 
smaller than the traditional 
vacuum tubes that powered 
radios and televisions 20 
years ago. The tips of the 
cathodes, where the elec- 
trons are emitted, are only a 
few atoms in size. Unlike ex- 
isting solid-state transistors, 
the vacuum transistors turn 
on instantly, are insensitive to 
radiation — which disables 
solid-state devices — and are 
able to operate in tempera- 
ture extremes from near ab- 
solute zero to more than 
2,000 degrees Fahrenheit. 


Fuzzy fail-safe system 


= Two scientists at Los Ala- 
mos National Laboratory in 
Los Alamos, N.M., have de- 
veloped a computer program 
that uses fuzzy logic to as- 
sess the risk of theft or mis- 
use of nuclear materials. 

The program works with pa- 
rameters that are fuzzy — 
not completely specified — 
and was designed to pinpoint 
the best ways to safeguard 
plutonium and enriched ura- 
nium against theft or unau- 
thorized use from nuclear fa- 
cilities. A typical facility 
safeguard system combines 
accounting methods, controls 
such as tamperproof seals 
and doorway monitors and 
physical security such as 
armed guards and fences. The 
challenge was to design a 
system that combines the 
three elements, said Jack 
Markin, who developed the 
program with Arnie Hakkila. 
There are certain systems el- 
ements as well as budgetary 
and operational constraints, 
and the object is to apply 
them appropriately, Markin 
said. The fuzzy resources 
optimization program enables 
users to determine how to 
allocate resources to optimize 
the system’s probability of 
detecting irregularities, he 
said. 
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Quest for machines that think 


BY CHRISTOPHER LINDQUIST 
CW STAFF 


as it live or was it a micro- 
chip? That was the ques- 
tion asked of judges at 
the first Loebner Prize 
Competition at The Com- 
puter Museum in Boston recently. 

The $100,000 Loebner Prize Com- 
petition is the brainchild of Hugh 
Loebner, president of Crown Indus- 
tries, Inc. in New York. The competi- 
tion’s goal is to find a program capable 
of passing the Turing Test (see story 
below). Loebner established the prize 
to spur experimentation in computer 
intelligence. ‘People had been discuss- 
ing the Turing Test; people had been 
discussing AI, but nobody was doing 
anything about it,” Loebner said. ‘So 
let’s doit.” 

British mathematician Alan M. Tu- 
ring was one of the pioneers of comput- 
ing, having proposed a Universal Tu- 
ring Machine in 1937. A Turing 
Machine would have consisted of a pa- 
per tape divided into squares. Each 
square would contain either a one or a 


Loebner seeks to inspire experi- 
ments in computer intelligence 


zero. The tape was to have been 
threaded through a machine that could 
read from, write to and move the tape. 
Complex computations could then have 
been performed, much as modern digi- 
tal computers function today. 

In 1950, Turing prepared his Turing 
Test to determine the point at which 
such a machine could “think.” Turing 
died in 1954, but his ideas and his test 
have remained topics of debate ever 
since. One topic for discussion is 
whether a machine that passes his test 
is truly thinking. 

If a program ever does manage to 
pass the test, the questions may be- 
come more ethical than technical: Is it 
morally wrong to turn off a “thinking” 
machine? 

According to Daniel Dennet, a mem- 
ber of the prize committee and a pro- 
fessor at Tufts University, the answer 
is yes. “The program that would be 
able to win the contest would be able to 
converse with you on why it has civil 
rights,” he said. “I think a person who 
just had that conversation with a com- 
puter would have a hard time unplug- 
ging it,” he added. 


Judges take part in the Turing Test of machine intelligence, aimed at prov- 
ing whether a machine could ever think like the human mind 


It may be some time before the ques- 
tion becomes necessary, however. This 
first Loebner test was far from a true 
Turing Test, and the $1,500 award was 
equally distant from the grand prize. 

The smaller award was offered be- 
cause the committee determined that 
no programs are currently available 
that could replicate human interaction 
for even a few minutes without some re- 
strictions. The full $100,000 award 
will only be offered when a machine can 
pass the test with no restrictions. 

Those restrictions included limiting 
the topics of conversation that could be 
discussed by the computer and the hu- 
man control subjects (two examples 
were women’s clothing and dry marti- 
nis), and requiring judges and human 
“confederates’”’ to hold normal conver- 
sations instead of trying to deceive. 


Conversing with computers 

Ten judges sat in front of terminals, 
each of which was connected to either 
a computer or a human confederate. 
The judges were allowed 14 minutes to 
“converse’’ via keyboard with the enti- 
ty on the other end. At the end of the 
conversation, they rated whether the 
entity was human or machine. The ma- 


chine that fooled the most judges was 
the winner. 

Some contestants were quite quick- 
ly discerned to be computers. Tech- 
niques such as taking the judges’ com- 
ments and returning them as a question 
were obvious. The similarity of several 
conversations to those held with Eliza, 
an early “conversational” program, 
showed that some of the basic concepts 
behind computer conversation have not 
changed much over the years — Eliza 
was written in 1966. 

Joseph Weintraub, president of 
Thinking Software, Inc. in Woodside, 
N.Y., used a modified version of his 
commercial PC Therapist software, de- 
signed to have “whimsical’”’ conversa- 
tions, to win the prize. He said the fact 
that the judges were not chosen for 
computer literacy made them easier to 
fool and indicated that computer- 
knowledgeable judges would make for a 
more stringent test. 

Weintraub said programs will even- 
tually move beyond mimicking human 
conversation and into the realm of 
thought, but humans should always 
keep the upper hand. “I think it’s very 
important that we always stay close to 
the electric supply.” 


The imitation game 


athematician Alan M. 

Turing summed up his 

idea of what would con- 

stitute a ‘thinking ma- 

chine” in 1950, when 

he claimed that within as few as 50 

years, a computer would be possible 

that could “play the imitation game 

so well that an average interrogator 

will not have more than a 70% 

chance of making the right identifi- 

cation (whether machine or human) 
after five minutes of questioning.” 

While the Loebner Prize com- 
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mittee’s first test was not a true Tu- 
ring Test, it did demonstrate that 
people could be fooled by comput- 
ers. 

Whether a true Turing Test will 
determine if a machine is actually 
“thinking” or simply behaving as a 
complex parrot is another question. 
However, it is an issue that Turing 
discarded: ‘“The original question, 
‘Can machines think?’ I believe to be 
too meaningless to deserve discus- 
sion,” he said. 

CHRISTOPHER LINDQUIST 
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They know that the R/2 System System provides instant information 1,500 satisfied customers. 
from SAP is the only mainframe access — in the languages and Now you know what eight of 
software that gives them an inte- currencies they choose. They know _ the top ten Fortune 500 know. To 
grated information system. A system _ that’s a strategic weapon in today’s _ find out even more, call us today 
that brings together manufacturing, _ fast-moving global marketplace. at (800) USA-1SAP. 
financial, sales and distribution, And they know that SAP is one 
human resource planning, and of the world’s leading software 
other important business functions. developers, with a 19-year track a 
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EDITORIAL 


Changing values 


recent Business Week cover story noted 

that the key to business success in the 

’90s is offering high value for the dollar. 

That’s true in the PC hardware busi- 
ness, as Compaq’s fall from grace has shown. 
Now it’s software’s turn. 

The PC software upgrade wars have reached a 
fever pitch. The industry’s elite — Borland, Mi- 
crosoft and Lotus — are duking it out in the mud 
to steal each other’s customers with cut-rate 
promotions. If you use a leading spreadsheet now, 
you can basically upgrade to anyone else’s 
spreadsheet for less than 30% of the list price. 
And if you pay full price for some other products, 
you can now get a lot of free software thrown in. 

What fun. For users, the competition creates a 
windfall of good deals at just the time when many 
are reconsidering their corporate standards in 
light of the need to upgrade massive numbers of 
users to Windows. It also gives users much more 
leverage to cut deals on service and support for 
volume upgrades. 

For vendors, though, discounting creates a big 
potential problem. By offering the same products 
for less than a third of their original price, ven- 
dors risk raising questions about the real value of 
the software they make. Maybe it’s time those 
questions were asked. No magic formula made 
$495 the standard for a spreadsheet or a word 
processor. That’s what customers would pay 
when Lotus and Wordperfect hit the market, and 
everyone has simply followed along. It isn’t neces- 
sarily what users will pay today. 

When the discount war subsides, vendors will 
push to re-establish premium pricing. They'll ar- 
gue that high prices are needed to assure contin- 
ued investment in product quality. 

It ain’t necessarily so. 

The PC software industry already enjoys some 
of the highest profit margins and profit-per-em- 
ployee ratios in business. Despite the high up- 
front costs to develop software, the fact is that a 
successful product generates enormous margins 
after the investment is recovered. That’s how Lo- 
tus justified a $26 million compensation package 
for its chairman in 1987 and Microsoft manages 
to maintain a market value equal to DEC’s. 

If discounting creates dislocation, it’s up to 
vendors to adapt. Borland, for example, is always 
the first company to use price as a competitive le- 
ver. Yet today it enjoys some of the best revenue- 
per-employee ratios in the industry. Thinner 
margins create pressure to do more with less and 
to target market niches carefully. It’s bitter 
medicine, but nothing the country’s biggest in- 
dustries haven’t already swallowed in the name of 
remaining competitive. 

Pricing pressure in single-user software may 
also divert vendors’ attention away from adding a 
few more bells and whistles to shrink-wrapped 
packages and toward the high-value, high-ticket 
areas of network and multiuser computing. If so, 
that will be the best news yet. Development is 
sorely needed in those areas. 
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LETTERS TO THE EDITOR 


Photo faux pas 


I am writing to compliment you 
on ‘“‘The ethics gap” in your Ex- 
ecutive Report [CW, Oct. 14]. As 
a government contractor, we are 
already attuned to ethics issues 
and have ongoing training and 
company policies with tough en- 
forcement provisions. This is an 
important topic. 

On a less complimentary 
note, I found your use of the 
“‘semicheesecake” photo of 
Alana Shoars in poor taste. Just 
because she is a young, attrac- 
tive woman is no reason to run 
this kind of picture. It’s hard for 
me to imagine you using a similar 
pose of DuWayne Peterson or 
Ron Ponder. 

James E. Godfrey 

Director, Communications and 
Information Management 
Magnavox Electronic 

Systems Co. 

Fort Wayne, Ind. 


Delay tactics 


While reading your article “IBM 
insists OS/2 2.0 worth the wait” 
[CW, Oct. 28] regarding IBM’s 
“refusal last week to dwell on its 
decision to delay ... OS/2,” it 
struck me why it keeps pushing 
back the release date. 

The author quotes IBM exec- 
utives who swear OS/2 will be 
“the center of it all.” This is 
IBM’s way to generate pent-up 
demand, hopefully making con- 
sumers rush out and plunk down 
$195 for OS/2. 

As the economy continues to 
crawl around in the recession, 
IBM knows we’re perfectly will- 
ing to put up with Windows and 
our DOS programs. By postpon- 
ing the release to first-quarter 
1992, IBM can avoid soft sales 
caused by a sluggish economy. 
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Maybe it knows we’re not about 
to spend $200 on a luxury like 
OS/2, more RAM, more hard 
disk, adinfinitum. . . 

Instead, IBM holds off, hedg- 
ing its bets that by next March, 
the economy’s pulse will thump 
with a healthier heartbeat. And, 
if it doesn’t? Well, October al- 
ways looks good. 

Gregory R. Hopp 
Micro support specialist 
Columbus, Ohio 


Not final answer 


Regarding “Offshore software 
crews save labor costs” [CW, 
Oct. 28] , we have been using off- 
shore labor from the Philippines 
for the past five years. However, 
the article implies that doing the 
work offshore is a final solution. 

This is true in the case of soft- 
ware conversions. In the case of 
offshore development, it is possi- 
ble if detailed specs are provided. 
Unfortunately, very few shops 
take or have the time to produce 
detailed specs. Therefore, the 
software developed offshore is a 
reasonable prototype of the fin- 
ished product. 

There is no substitute for di- 
rect day-to-day contact with the 
people who are going to use the 
system. Even so, developing the 
system offshore to a prototype 
stage can represent a substantial 
savings. 

Just be aware of the limita- 
tions of developing sytems away 
from your home site, even if it is 
done outside your state. 

In my experience, the Philip- 
pines offers a wealth of inexpen- 
sive talent that is fully capable of 
doing complex projects. It is a 
highly literate country with laws 
patterned after the U.S., and the 
people have the Asian work eth- 
ic. The government is highly 
supportive of software exporting 


because having the work done 
there brings in investment funds 
without depleting the resources 
(i.e., contributing to a “brain 
drain”). 

Keep providing us with inter- 
esting articles showing various 
alternatives. Thank you. 

James Rotter 

President 

DBMS Software Services 
Dickinson, Texas 


Premature guilt 


As a software vendor, I applaud 
the Software Publishers Associ- 
ation’s (SPA) efforts to combat 
piracy. But I am absolutely ap- 
palled that you would cite in your 
Inside Lines section several 
companies as being “under in- 
vestigation” [CW, Nov. 4]. 

It is bad enough when law en- 
forcement agencies leak the 
names of criminal suspects. For 
a private organization to do so 
(with your help) is unconsciona- 
ble. I believe that piracy is wide- 
spread; the SPA will be able to 
establish the guilt of many. 

We do not need to impugn the 
reputations of anyone until their 
guilt has been established. 

Premature disclosures only 
lessen the impact of publicizing 
the names of certified offenders. 

Richard S. Hong 

Hawk Scientific Systems, Inc. 

Kinnelon, N.]J. 


Computerworld welcomes com- 
ments from its readers. Letters 
may be edited for brevity and 
clarity and should be addressed 
to Bill Laberis, Editor In Chief, 
Computerworld, P.O. Box 9171, 
375 Cochituate Road, Framing- 
ham, Mass. 01701. Fax number: 
(508) 875-8931; MCI Mail: 
COMPUTERWORLD. Please 
include a phone number for ver- 
ification. 
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VIEWPOINT 


You can’t manufacture market demand 


ANDREW BOUGHTON 


With the dual ef- 
fects of reces- 
sion and mature 
markets, it is 
hardly news that 
we have reached 
a critical phase in 
the information technology busi- 
ness. The worst thing we can do 
at a time like this is to allow the 
urgent need for new markets to 
Overcome commun sense. 

While most suppliers are re- 
sponding with strategies of real 
value to their customers, the 
search for new markets has also 
led some firms to develop prod- 
ucts that are not useful to cus- 
tomers. 

The value of information and 
information technology to a 
commercial organization is not 
esoteric. Information and knowl- 
edge do not necessarily translate 
into competitive power, nor does 
information technology. Effec- 
tive action in business depends 
on people, working within a sen- 
sible organizational framework 
and using the most appropriate 
information and technology. 

With this in mind, we can use 
two simple questions to define 
useful technology. The first is 
very straightforward. For busi- 
ness applications, the key ques- 
tion is simply, “‘Is it critical to the 


business mission and the opera- 
tions which support that mis- 
sion?” 

The second and more subtle 
question is, ‘‘Does it work in the 
way that people work?’ This 
does not just mean user-friendly. 
The best written software in the 
world can be useless if it does not 
allow people to work in the way 
that they prefer. 

Large-scale business systems 
processors using the power of 
parallel and massively parallel 
architectures, running relational 
databases in a client/server 
mode, genuinely meet both of 
the conditions for utili- 
ty. If we ask what cus- 
tomers can do with all 
that additional power, 
the answer is, “What 
they’ve always wanted 
their systems to do.” 
Moreover, these archi- 
tectures will serve oth- 
er useful purposes in 
the near future, 
such as meeting 
the enormous de- 
mands for pro- 
cessing and trans- 
mission power 
associated with image and multi- 
media applications. 

By contrast, the interactive 
video equipment released in re- 
cent years represents a failure of 
vendors to effectively assess 


utility. 

Interactive video machines 
were seen as a logical extension 
of self-service banking ma- 
chines, mainly the very success- 
ful ATMs. These machines, 
however, would dispense infor- 
mation, rather than process rou- 


tine transactions. From the out- 
set, the equipment became a 
product in search of a market. 
Banks said they would not buy in- 
teractive video. They explained 
why in very precise terms, and 


Maybe we like inky fingers 


Paperless news delivery 1s old news, but it may never make it out of print 


CHARLES P. LECHT 


For as long as I 


journalists have 

appeared to sud- 

denly discover 

the possibility that a computer- 

controlled video-like device may 

one day be used to receive and 

display what today’s newspapers 
deliver. 

Each time this realization 
hits, we are offered visions of the 
services future subscribers may 
expect and forecasts of the natu- 
ral consequence of their arrival 
— the death of printed media. 

These journalists betray their 
ignorance of high technology by 
trying to thrill us with descrip- 
tions that read like the kind of 
marketing literature we see 
from every computer manufac- 
turer outlining current and fu- 
ture product lines. Add a de- 
scription of all the interactive 
database services found in cur- 
rent computer network offer- 
ings, and there you have it: the 
future electronic newspaper. 

The more adventurous ones 
take the big leap forward that 
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suggests future news services 
and the media they’ll use will be 
endowed with artificial intelli- 
gence. In those projections we 
are given to understand that we 
won’t have to work to receive 
what we want; instead it will 
somehow be magically delivered 
straight into our brains. 


What’s in a word? 

New words are coined to de- 
scribe the electronic newspaper 
device. A recent Los Angeles 
Times article on the subject of- 
fered both ‘‘multimedia home in- 
formation appliance” and 
“knowbot.” Phrases such as 
these serve to suggest that their 
originators know something 
about the future of news dissem- 
ination that we, mere mortal 
readers, can only surmise. 

We cannot help but suspect, 
though, that the writers don’t 
have any more of a clue than we 
do of what the meaning of news- 
paper will be in an era devoid of 
the paper kind. There are many 
implications that are never ad- 
dressed — what the word 
“news” will mean in that con- 
text; how it will be delivered; 
what we’ll be wanting; and what 
kinds of “readers” will exist. In 


trying to describe a paperless fu- 
ture, we seem to be caught in 
Bertrand Russell’s famous para- 
dox — trapped in the envelope 
we wish to assay. 

Stripped of their romance, 
the articles are always disap- 
pointing. The newspa- 
per of tomorrow is nev- 
er anything more than a 
PC with video capabili- 
ty (or a video with PC 
capability) linked into a 
network and endowed 
with little more than 
the capabilities now 
commonly found in PCs 
and videos — touch 
screen, fax, telephone 
and interactive communications. 
However streamlined these may 
become, nothing radically new 
seems to be in the offing. 


Nothing’s done it 

As long as I have been in the 
computer field, which is longer 
than I care to remember, people 
have been predicting the demise 
of newspapers, magazines and 
books, saying that electronic 
media will replace them. But this 
hasn’t happened. Television 
news reporting didn’t do it. 
Time-shared news services, 
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despite the efforts of computer 
vendors to make them change 
their minds, they kept their 
word. 

The reasons were twofold. 
First, the equipment may be log- 
ical from a product standpoint, 
but it does not follow the logic of 
human behavior. While people 
have a positive inclination to use 
an ATM, whether because of the 
mildly personal nature of bank- 
ing transactions or the genuine 
convenience of getting cash at 

odd times, few customers 

have a natural inclination to 

review banking advertise- 

ments dispensed by a ma- 
chine. 

The second reason is 
very closely related to 
the first. Banks know 
that their customers re- 
quire answers to ser- 
vice needs through per- 
sonal interaction, which 
allows both parties flex- 

ibility and the 
simple _ satisfac- 
tion of personal 
contact. They 
want to encour- 
age customers to 
talk to their staff members, not 
waylay them with computer 
equipment. 

What happened to interactive 
video for banking typifies one of 
the dangers inherent in decen- 


James Torok 


tralized planning processes. 
Even with a sound global strate- 
gy, specific product lines can 
take on a life of their own be- 
cause there is a natural tendency 
to extend existing product lines 
beyond their useful life. When 
this happens, good concepts and 
successful product lines are fre- 
quently extended into commer- 
cially unsuccessful ones. 

Further evidence of the need 
for more market sensitivity in 
product planning can be found in 
the field of intelligent software. 
We keep discovering new appli- 
cations for this technology, and 
some of them are devastatingly 
effective. 

Others, however, are woeful- 
ly inappropriate for their intend- 
ed purposes. Developments in 
robotics, computer diagnostics, 
the physical sciences and a range 
of business applications are pay- 
ing off. Yet approaches to cre- 
ative decision-making have 
proved to be more complex, and 
inappropriate developments 
abound. 

As a supplier, why market 
products that run counter to 
your market? Even if you blud- 
geon some commercial success 
in the end, it will not have been 
worth the time and expense nor 
the dent to your credibility in the 
customer’s eyes. Planning with 
genuine utility in mind simply 
makes better business sense. 


Boughton is a consultant at Deloitte & 
Touche in New York. 








once the privileged province of 
but a few entities (publishing or- 
ganizations, financial institutions 
and government agencies), are 
now available to anyone with the 
inclination, but even these 
haven’t lessened our thirst for 
traditional media. 

Even if all the news you read 
in whatever media were readily 
available on your boob-tube- 
cum-computer-display, would 
you opt to replace your newspa- 


N TRYING TO describe 

a paperless future, we 

seem to be caught in Ber- 
trand Russell’s famous para- 
dox — trapped in the enve- 
lope we wish to assay. 


per? Not on your life. You can’t 
wrap a fish in electronic media. 
And portability consider- 
ations alone cannot explain this 
phenomenon. More seems to in- 
fluence our desire for printed pa- 
per matter than we may under- 
stand. I suspect that it may be as 
important to our receiving the 
news as a glass is to our drinking 
water. It may even be possible 
that the word “paper” in news- 
paper has a special irreplaceable 
meaning like “‘air’’ in airplane or 
“snow” in snowmobile or that 
paper media may somehow be a 


key ingredient of the ecological 
system of which we are a part. 

The biggest farce is the fore- 
cast that we will be able to obtain 
personalized news _ services, 
electronically delivered informa- 
tion that is preconfigured to our 
needs and ostensibly to our capa- 
bilities to comprehend. Doubt- 
less some of this would be desir- 
able, but I think that a little 
would goa very long way. 


We need it 

We’ll never be free of the need 
for nonpersonalized methods of 
news creation. How could we 
browse or enjoy serendipity if 
the news were tailor-made? 

Furthermore, given the 
heavy control over the content 
of our news exercised by govern- 
ments and other powerful insti- 
tutions, I shudder at the pros- 
pect of having news tailor-made 
especially for me (shades of 
George Orwell). There are safe- 
guards in the way today’s news is 
obtained. Inefficiencies in the 
mechanisms of delivery as well 
as the sheer multiplicity of 
sources and outlets work 
against the easy seizure of ulti- 
mate control by anyone. 

You may get the idea that I 
am against an electronic newspa- 
per in the future. I am not. I just 
don’t know what it is. 


Lecht is an IDG News Service foreign 
correspondent based in Tokyo. 
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@ Application Access (CL/CONFERENGE, CL/SUPERSESSION ‘) 
Call 1-800-262-8968 to listen to the development announcement /analysis 
and to receive information. 
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OMEGAMON II brings 
the power of SystemView to MVS 
performance monitoring, 





(MEGAMON...the standard in performance monitoring 
in over 7000 data centers worldwide. 


| NN AR PERLE ORLA for everyone on the 
data center team through a CUA interface — the SystemView standard 
| AURAL CLL ACMA BRU) OLE) LLL 
analysis and resolution to safeguard availability and response time 
Integrated with OMEGACENTER’ for total systems management 
Call 1-800-843-3970 today and ask for Department 148 for more information 
on OMEGAMON II for MVS and SystemView. 
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Making your ins perform 


THE WORST TIME to discover that you can’t complete a 

O i i pD O I critical application is when you're in the middle of it. 

YET IT HAPPENS. Why? Because professional developers 

b d have never had a comprehensive, high-level system 

get on O ar any designed to build even the most complex applications. 


Never, that is, until PRoGREss. 


THE PROGRESS APPLICATION Development Envi- 
SYSTEM THAT 


ronment is built by developers, for developers. It 
provides everything for the fast, easy creation of 
strategic applications-— 


only takes you from prototype all the 


way through to delivery. 


How? PROGRESS PROVIDES 

80% O F T H E WAY ? you with the most flexible 
fourth generation lan- 

guage and relational data- 


base system available in- — The Procress Application Development 


cludin g ANSI standard Environment maintains productivity during 
> ane complex applications while others cannot. 
SQL. It’s specifically de-  °”"” 
signed to do 100% of the job, enabling you to build in- 
8 J 8 Y 
dustrial-strength applications with a single, high-level 


language. Without resorting to unproductive third- 


generation languages. 


THE SEAMLESS PROGRESS environment gives your 
application the flexibility to run on almost every 
major platform. And to connect to most network 
protocols and other databases. This ensures portability 
and interoperability in an ever-changing hetero- 


geneous environment. 


THAT’S WHY, IN the last three Datapro Surveys and the 
latest VAR Business Report Card, developers rated 
PROGRESS #1 in virtually every category, ranging from 
ease of use and data management to customer support 


and documentation. 


Ca.t 1-800-4-ProcGress for survey results or how you can 


get a fully functional test drive. Because when you’re 


dealing with serious 
applications, getting PROGRESS 
less than 100% from 
your system won't fly. SOFTWARE 


ProGress applications are fully portable across the broadest spectrum of hardware platforms, operating systems, networking protocols and user interfaces. So 
many, in fact, that we had to list them here in small type: arx™, A/Ux™, BTOS®, OS/2®, UNIX®, ULTRIX™, VMS™, XENIX®, DECNET™, LAN MANAGER™, NETBIOS™, NOVEL® 
NETWORKS, TCP/IP, MICROSOFT® WINDOWS™, and the x WINDOW sYSTEM™. Also, PRoGREss lets you process information in other databases, including ORACLE, Rdb and rs. 


Procress isa registered trademark of ProGress Sortwart Corporation. All other trademarks and registered trademarks are the property of their respective manufacturers. CPWADV 1118 
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HARDWARE SHORTS 


HDS gives 
CPU boost 


Hitachi Data Systems 
Corp. said recently that it 
boosted the performance 
of its four high-end main- 
frame computers by 

15%. The move was made 
to counter IBM’s sum- 
mer announcement that 
its high-end Enterprise 
System/9000 processors 
were rated 11% to 17% 
faster than originally an- 
nounced. 


Wang Laboratories, 
Inc. picked a digital-audio 
tape (DAT) drive from 
Archive Corp. for Wang’s 
VS line and its first Ex- 
tended Industry Standard 
Architecture-compatible 
personal computer, the EC 
480/33C. The Archive 
Python Digital Data Stor- 
age DAT drive is priced 

at $4,995 and is available 
immediately to Wang us- 
ers in 342-in. and 5%-in. 
versions. The drive can 
provide up to 2G bytes of 
storage. 


Stratus Computer, 
Inc. has announced that 
the X/Open International 
open systems organization 
will judge the Stratus 
fault-tolerant systems to 
fully comply with the 
X/Open Portability Guide 
Issue 3 (XPG3). The 
XPG3 brand, as it is 
known, indicates that ap- 
plications developed on 
the Stratus FTX Release 
2 operating system will be 
interoperable with any 
other vendor platforms 
that have received the 
XPG3 brand. 
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VAXs earn praise, 
but few buyers 


BY SALLY CUSACK 
CW STAFF 


Digital Equipment Corp.’s 
VAX/VMS users applauded the 
enhanced price/performance of 
the VAX 6000 and 4000 lines 
announced last month, but that 
has not translated into buying 
plans except for users with im- 
mediate power needs. Other us- 
ers, who can wait a year or more, 
are eyeing the shadow of DEC’s 
Alpha project, which is expected 
to lead to the next generation of 
VAXs. 

Industry watchers and ana- 
lysts had expressed concern that 
the new systems might not catch 
on because of the promise of Al- 
pha — DEC’s entry into the 
world of open architecture, re- 
duced instruction set computing 
(RISC) systems. 

“Our overall philosophy is 
that there will always be new 


equipment on the horizon, but if 
we need computing power to- 
day, we need it today, regardless 
of what is coming,” said Jim 
Swartout, manager of technical 
support at Associated Insurance 
Companies in Indianapolis. 

Associated Insurance has 
been using VAX equipment for 
more than two years. The com- 
pany is considering adding sev- 
eral 4000-class machines in fo- 
cused marketing units. 

The first Alpha systems, 
based on specially configured 
CMOS chip sets manufactured 
by DEC, are due out in 1993. 
The boxes will accommodate 
both VMS and OSF1 operating 
systems, according to the ven- 
dor. 

“We look at our requirements 
and then determine what we 
need,” Swartout said. 

Another DEC customer, 

Continued on page 37 


Signing on-line yields 
productivity benefits 


BY KIM S. NASH 
CW STAFF 


Anew cliche may soon have to be 
invented: “Sign on the dotted 
line”’ may be replaced by “Sign 
on-line.” 

Installing relatively small im- 
aging systems such as signature 
capture or signature recognition 
setups is a simple way for compa- 
nies to get their toes wet in im- 
aging while stepping up produc- 
tivity, users and analysts said. 

“Tt can be a finite project, as 
big or small at you want it to be,” 


612-933-2885 
Dri Fax 612-933-7764 
MN 55436 Member independent Computer Consultants Assn 


said Walt Novinger, head of Walt 
Novinger Consulting, a firm in 
Pacifica, Calif., specializing in im- 
aging. 

Installation of signature sys- 
tems is difficult, in part because 
the technology has two faces: 
signature capture and signature 
recognition, said Jane Stanhope, 
an analyst at BIS Strategic Deci- 
sions in Norwood, Mass. 

Capture requires a stylus that 
signers use to “write” their 
names on _pressure-sensitive 
pads. As the stylus moves, it 
leaves behind no ink, but writing 


Loyal users take RISC 


ya 


EC is known for its strong presence in the scientific 
community, but a couple of longtime users in that 
sector are abandoning the minicomputer company in 
favor of RISC-based workstations. 
Aerojet Propulsion Division in Sacramento, 
Calif., is looking at various RISC/Unix workstations currently 
on the market, according to Chris Arndt-Kohlway, a computer 
scientist there. These include systems from Mips Computer 
Systems, Inc., Hewlett-Packard Co. and IBM. 

Aerojet, a DEC customer for 10 years, currently uses the 
VAX/VMS architecture for both Oracle Corp.’s Oracle data- 
base programs and several scientific applications. 

“‘We’re not holding our breath for anything DEC delivers,” 





Arndt-Kohlway said, referring to the Alpha project. 

Aerojet is committed to a future away from VMS and toward 
OSF/1, Arndt-Kohlway said: ‘We don’t care about the VMS 
portion of Alpha, so we might as well shop around for what is 
available now.” 

A system manager at a large aerospace research firm on the 
East Coast said his company is also “slowly getting out of the 
VAX business.” 

While he described the new 6000 600 as a “‘nice machine,” 
he added that it has all the “‘pricing philosophy of a midrange. 

“T don’t need the fast I/O. I need CPU horsepower because 
we run a lot of floating-point-intensive applications,” he said. 
“Right now, I can get four or five Unix-based workstations for 
the price of one 6000.” 


SALLY CUSACK 


UPS customers sign for deliveries with styluses and handheld 
computers, and the signature is forwarded toa mainframe 


is displayed on a screen. 

United Parcel Service, Inc. 
became one of the biggest users 
of signature capture systems 


when it rolled out its $350 mil- 
lion Delivery Information Acqui- 
sition Device (DIAD) project 

Continued on page 37 


VSAM processing can be a breeze! 
BIM-BUFF is a product which is designed to significantly increase the per- 
formance of VSAM in every DOS/VSE installation. It does this by dynamically 
ae VSAM buffers transparent to all programs, does not alter any 


VSAI 


files, and does not make any modifications to VSAM itself. While each 


installation is different, experience with some DOS/VSE installations has 
shown potential savings to be astounding. Using BIM-BUFF will result in 
reduction in VSAM jobs of physical I/O by up to 50%, CPU time up to 20% 
and elapsed time up to 60%. 


Call for full documentation or free 30-day trial. 


COMPUTERWORLD 


Price: $3400, $1700/yr, or $170/mo. 


BIM has over 20 system software products for improving productivity and use of DOS/VSE, OS, and CICS, and also performs 
systems programming consulting. Marketing agents in most countries. 





It you want to lead in new technology 


By any standard, one company is the premier supplier of CASE (Computer-Aided Software Engineering) tools for business applica- 
tions development. Knowledge Ware was the first to use a Graphical User Interface. First to deliver an integrated, PC-based COBOL 
code generator. First to offer OS/2-based full life-cycle solutions. And first to incorporate Rapid Application Development techniques. 
Know ledge Wares comprehe nsive CASE tools are already serving more than 64,000 users in 3,300 companies. And our partnership 
in IBMs” AD/Cycle™ vision protects the value of your investment. Today, KnowledgeWare is moving vigorously to meet customers 
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Be KnowledeeWare 
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you dont follow trails. You create them. 


needs for application development tools that address re-engineering of existing applications, and 
tools that support building new applications for the client/server, AS/400 and cooperative proces- ® 
sing environments. As application development tools evolve to address a broader range of requirements, S KnowledgeWare 
KnowledgeWare is working to be there first. Call 1-800-338-4130 for our free color brochure. With 

4g ; : THE BEST CASE For YOUR BUSINESS 


a partner like KnowledgeWare, youre always one jump ahead of the competition. 


AD/Cycle is a trademark and IBM and OS/2 are registered trademarks of the International Business Machines Corporation 


THE LAST REVOLUTION WAS FOR PEOPLE 
WHO USE SOFTWARE. 
THIS ONE IS FOR THE PEOPLE WHO WRITE IT. 


Thanks to the graphical revolution, computers have 
never been easier to use. Or more difficult to program. 

That's why the industry is so feverishly working on 
object-oriented systems, where powerful applications can 
be developed in a fraction of the time they ae mony 

But, while most companies won't 
unveil their first efforts for at least three } 
years, only NeXT has a refined and 
proven system that works today. 

The NeXTstep™ environment is a 
true object-oriented world, right down 
to the system level. It simplifies the 
task of writing sophisticated, intuitive 
applications by giving you tools you've never had before. 

NeXTstep’'s Application Kit™ provides the interface and 
system objects common to most programs, ready to use 
without any modification. That includes windows, scrolling 
regions and buttons, as well as objects for printing, faxing, 
opening/saving files, storing data, choosing fonts/colors, 
sound processing, even interapplication communication — 
complete with standard dialogs. 

The Interface Builder™ makes it much easier to design 
programs that work exactly as you envision them. You use 


the mouse not only to place 
and resize your interface 
objects, but to change their 
attributes and show how 
objects interact — all without 
writing even a trace of code. 
Interface Builder also helps 
you manage every aspect of 
your application and all of 
your code (both C++ and 
Objective-C are supported). 

However, this is only a 
small part of the power you 
wield, because NeXTstep’s 
object library is completely 
open. That is, you're free to 
customize the behavior of 
any object via sub-classing, 
and you can also create 
new objects that instantly 
become as easy to work 
with as the ones we supply. 

Once an object exists, it 
can be used again in new 
applications, so you won't 
have to reinvent the wheel 
with each new project. And 
when you want to change 
specific functionality in a 
program, you know exactly 
where to look. Updating is just a simple matter of modifying 
one of your objects. 

Of course, in the world of NeXT workstations, custom 
applications continue to offer unique benefits even after 
om ve been deployed. They're easy to use and consistent, 

So training time 
is minimized. 
They offer stun- 
ning graphics 
and full access 
to all system 


The NeXT step development environment delivers all the benefits of a true olject-oriented system. Sophisticated services. In 
application objects are all provided, along with the power to sub-class and create exactly the objects you need. 


addition, they 
integrate seamlessly with each other, multimedia electronic 
mail and the “best-of-breed” off-the-shelf solutions. 

To better appreciate the power of the industry's only 
true object-oriented system, you don’t even need a NeXT 
computer. Just a VCR. 

Call us at 1-800-TRY-NeXT and we'll send 
you our developers’ video, NeXT vs. Sun®: A 
World of Difference. It’s convincing proof that 
the next revolution in computers isn’t years 
away after all. On one platform, it’s already here. 


991 NeXT Computer, Inc. All rights reserved. NeXT, the NeXT logo, NeXT step, Interface Builder and Application Kit are trademarks of NeXT Computer, Inc. Sun is a registered trademark of Sun Microsystems, Inc. 
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Coffee exchange gets TIPS from 
Tandem to brew up business 


ON SITE 


BY JOHANNA AMBROSIO 
CW STAFF 


Age may be an asset for coffee 
beans, but it does not do much 
for computers. The New York- 
based Coffee, Sugar & Cocoa Ex- 
change, Inc. has taken that phi- 
losophy to heart and during the 
past three years has completely 
revamped or written from 
scratch most of its major applica- 
tions. 

The most recent 
rewrite was of its 
trade-processing 
system, a paper-in- 
tensive system origi- 
nally designed in 
1980 when trade 
volume was less than 
half of current vol- 
ume. During 1990, 
the exchange imple- 
mented its compli- 
ance and coffee- 
tracking applications, moved 
into a new data center, reconfi- 
gured its trading floor and in- 
stalled a new Tandem Comput- 
ers, Inc. computer. 


Into the light 

“‘We’ve come out of the cave and 
into the light — and we’ve done 
it in a short period of time,”’ said 
Patrick L. Gambaro, senior vice 
president of floor operations and 
systems. The overall goal has 
been to become “‘a state-of-the- 
art exchange which will afford 


Gambaro: 
come out of the cave’ 


members the best service possi- 
ble,” he said. 

Founded in 1882 as the Cof- 
fee Exchange, the existing orga- 
nization was created by a merger 
of two exchanges in 1979; dur- 
ing the 1980s, it added options. 
Sugar futures and sugar options 
are currently the two most ac- 
tive markets. 

The exchange has been aver- 
aging one major rewrite every 
year, said William H. Brown, as- 
sistant vice president of informa- 
tion systems. All the 
work has been done 
with its in-house IS 
staff, which has 
grown from three in 
1988 to approxi- 
mately 25 today. 

“Before 1988, 
we used a lot of con- 
sultants,” said Gam- 
baro, who joined the 
exchange in early 
1989 to head up the 
trade-processing 
project. “You get a better quali- 
ty product if you do it yourself.” 
Although he would not disclose 
specific numbers, he said that in 
the past three years, approxi- 
mately 30% of the exchange’s 
spending has been on technol- 


‘We've 


ogy. 

A multimillion-dollar portion 
of that outlay was for the Trade 
Input Processing System 
(TIPS), which was implemented 
in stages from January through 
May. TIPS runs on a Tandem 
VLX processor, installed in April 


Users urged to examine 
CASE prior to purchase 


BY KIM S. NASH 
CW STAFF 


Users have been too easy on 
computer-aided software engi- 
neering (CASE) vendors, not 
asking tough enough questions, 
according to observers. 

The only way for a com- 
pany to be satisfied with 
CASE tools is to put both 
potential vendors and its 
own information systems 
staff through the ringer 
before making buying de- 
cisions, said Bob Bush, 
principal at Robert L. Bush 
& Associates, Inc., a con- 
sulting firm in Morris- 
town, N.J., that specializes 
in CASE issues. 

“Otherwise, the payoff sim- 
ply doesn’t justify the heavy in- 
vestment of time and money,” 
Bush said. 

Many users leap into CASE 
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without determining the state of 
their unautomated software de- 
velopment operation — and 
they therefore have unrealistic 
ideas about what CASE can do 
for them, according to Martin 
Herbert, senior technical asso- 
ciate at the Center for the 
Study of Data Processing 
in St. Louis. 

In fact, about 80% of 
the 600 IS executives sur- 
veyed recently by Wash- 
ington University in St. 
Louis said they did not 
cost-justify CASE  pur- 
chases through a tradition- 
al, formal analysis. In- 
stead, they bought pro- 
ducts on “perceived 
value,”’ Herbert said. 

Meanwhile, people who la- 
beled CASE projects ‘“success- 
ful” were those who most care- 
fully evaluated their internal 
development processes before 


1990 to replace a Tandem TXP 
now used for development work. 

With TIPS, floor sellers and 
buyers fill out cards; every 30 
minutes those cards go into the 
“write up” room on the floor. 

There, the information is in- 
put into the Tandem by 155 
data-entry clerks; from that 
point, everything is on-line. 

The system automatically 
flags faulty information with 
some 90 error messages. As cor- 
rect data is entered, TIPS seeks 
the other side of the transaction 
and then matches buys and sells. 

The matched trade is then 
sent to the appropriate exchange 
members for review. If a trade is 
challenged by buyer or seller, it 
is brought to a clerk’s immediate 
attention to be resolved 
throughout the day. Unchal- 
lenged trades are stored for the 
clearing process. 


All-purpose system 

“TIPS has done everything we 
thought it would do,” Gambaro 
said. “It’s cut the graveyard shift 
at the exchange and cut about 35 
data-entry people from the 
clearing corporation.” The lat- 
ter has saved the clearing com- 
pany at least $500,000, he said. 

With the old paper-based sys- 
tem, clearing could take until 2 
or 3 a.m.; now it is finished by 10 
p.m., Gambaro said. 

Customers seem satisfied. 
“The system is marvelous,” said 
Paul Dapolito III, a floor broker 
with Dapco Brokerage Ltd. in 


buying any products, he said. 

Herbert randomly surveyed 
600 U.S. companies about their 
use, impact and evaluation of 
CASE tools. He found that no 
matter what size the company, 
successful users “had specific 
business objectives and knew 
what kind of applications they 
wanted to develop long before 
they thought about CASE.” 

Before buying a product that 
promises to speed and improve 
the quality of application cre- 
ation, users should figure out just 
how slow and imperfect current 
development practices are. 

A firm can begin to evaluate 
whether it is ready for CASE by 
considering the following issues: 
e Sky-high expectations. The 
misconception of CASE as a 
cure-all is beginning to damage 
the technology’s reputation, ac- 
cording to Bush, who said sales 
have slacked off this year from 
previous predictions, in part be- 
cause word has spread that users 
are unhappy. 

e Status quo advocates. Ap- 
plications development tools can 
require extensive training, and a 
team not amenable to learning 
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New York. “I can get my posi- 
tion very quickly, and my cus- 
tomers get to see their trades 
during the day. With the manual 
system, we were unable to do 
that.” 

In addition, he said, the floor 
traders get to leave work by 
3:30 most afternoons, compared 
to 6 or 7 at night under the old 
system. 

TIPS was developed with a 
35-member steering committee; 
specifications were finished in 
November 1990. ‘‘As they said 
yes, we were building it,’”’ Gam- 
baro said. “By September, we 
hada system.” 

At this point, no more major 
hardware upgrades are planned. 


can sandbag a project. In addi- 
tion to having a management ad- 
vocate, CASE should be wel- 
comed by a company’s de- 
velopers — the actual users of 
the technology. 
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“In these times, with the reces- 
sion and markets off by 20%, 
we’re not looking to spend any 
major bucks,” Gambaro said. 
“We will spend appropriately.” 

Plans for next year include 
enhancing TIPS with more fields 
for new kinds of data, adding co- 
coa to the coffee-tracking appli- 
cation and rewriting the Audit 
Trail System to interface better 
with the TIPS system. The ex- 
change is also looking into wire- 
less handheld terminals for the 
floor traders. 

“At some point, you have to 
say, “This product has outlived 
its useful life,’’”’ Brown said. 
“You can’t continue to patch and 
tweak forever.” 


e Affordability. CASE is not a 
onetime expenditure. Once a 
project gets rolling, companies 
often add developers, which re- 
quires buying more licenses and 
sometimes more hardware. 


Putting vendors 
to the test 


0 you're ready to buy a CASE tool. Here’s what to ask 


potential vendors. 


e Is this product an integrated tool set or a module-by- 
module approach? In other words, do I need anything 
besides this product to do all development steps from 


design and coding to testing? 


e If yes, do I have to buy the missing modules from you, or can I 


use tools from other companies? 


e What kind of training will you give me for this price? Do I have 
to hire a third party for instruction? 

e Can! test the product for at least six months before I make a fi- 
nal decision? Can you provide user references for me to check? 

e What are your plans for the next release of this product? When 


will I see these enhancements? 


e What kind of financial shape are you in? Are you partners with 


any other computer companies? 


KIM S. NASH 
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Without fresh informati 


Some say “the network is the system,” but we 
say your network is your business. In fact, without a 
good network you could be out of business. 

Unfortunately, for too many companies, 
networking is not working. Or, not well enough. 

Often it’s because computer systems once 
chosen to solve problems are now causing them, 
because they can't communicate. 

To pull things together takes a broad perspec- 
tive, plus real knowledge of enterprise systems. 
Which makes IBM an ideal networking partner, 
especially since we're not just committed to open, 
multivendor environments, were delivering. 


For example, we're now helping UCLA build 





on flowing freely, c 
a campus-wide network that will connect 15,000 
people using Apple,” DEC* and IBM systems, tied 
together by TCP/IP and SNA protocols. 

Were also a leader in OSI, with OSI offerings 
across all [BM platforms. And our SNA networks 
are open to a wide variety of non-IBM systems. 

What's more, IBM's network management 
systems are the industry's most robust, which is 
why Santa Fe Railway is using IBM NetView’ for 
automating operations and to control not just their 
LANs but costs as well. 

You can also tie into the IBM Information 
Network for worldwide communications with 
customers and suppliers. And you can use voice- 


© 1991 'B™ Corporation. IBM and NetView are registered trademarks and CallPa’ 
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ompanies wither and die. 


enhanced solutions like IBM CallPath” to greatly 
improve customer service. 

But technology aside, the point is to get 
information flowing more freely around your 
company. And its no longer just a good idea, it’s an 
absolute business imperative. 

Networking shouldn't be done piecemeal; you 
have to consider all the pieces at once—no matter 
who made them—and IBM has the resources for 
helping you do that. 

‘To learn more about IBM networking, talk with 
your IBM marketing rep. 

Or to have one call you, callus = 
at 1 800 IBM-6676, ext.880.. == 
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Unify update may ease application ports 


BY JEAN S. BOZMAN 
CW STAFF 


SACRAMENTO, Calif. — Unify 
Corp.’s updated release of its 3- 
year-old Accell/SQL tool set for 
Unix relational database man- 
agement systems should simplify 
the porting of applications from 
one database to another, Unify 
users and industry analysts said 
last week. 

“We use our financial applica- 
tions software with the Unify da- 
tabase, but the same source code 
can now be made to run against 
the Sybase, Inc. database,”’ said 
Ken Scott, president of SHA 
Computers, Inc. in Saratoga 
Springs, N.Y. 

Scott has used the new Ac- 
cell/SQL Release 2 for several 
months. Scott, whose company 
sells applications for Unify and 
Sybase environments, said sepa- 
rate tools would be needed to 
help applications run against the 
different vendors’ databases. 

Accell/SQL Release 2, an en- 
hanced version of the Ac- 
cell/SQL tool set, has been at 
beta-test and early support sites 
for several months, users re- 
ported. Its official announce- 
ment came on Oct. 30. 


NATIVE AS400 


The elusive quality sought for CICS conversions 


The enhanced Unify tool set 
supports Oracle Corp.’s PL/SQL 
development language, Sybase’s 
Transact/SQL language and new 
ANSI specifications for the in- 
dustry-standard SQL language. 

Other new features include 
support for text and binary data 
types — to support multimedia 
images — and support for fixed- 
length and variable-length ar- 
rays. Accell/SQL supports both 
character- and graphical-based 
user interfaces, including the 
Open Software Foundation’s 
Motif and Sun Microsystems, 
Inc.’s Open Look. It supports 
16-bit kanji characters used in 
Japan, which the company said is 
important because Unify sells 
15% of its software in Asia. 

Some of the Accell/SQL users 
are value-added resellers (VAR), 
who must port their Unix appli- 
cations to various RDBMSs as 
part of their product engineering 
program. Some VARs in the 
U.S., including Aurum Software, 
Inc. in Santa Clara, Calif., and 
SHA Computers, received the 
Accell/SQL Release 2 code 
months ago. 

But many Unify user organi- 
zations are still waiting for an up- 
grade to the Release 2 code. The 
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Royal Mint in _ Llantrisant, 
Wales, near Cardiff, has been us- 
ing Accell/SQL since February 
to write code for an Oracle data- 
base and an Informix Software, 
Inc. database — both running on 
the same ICL Ltd. Unix ma- 
chine. 

“We didn’t want our develop- 


CCELL/SQL 

RELEASE 2, an 

enhanced ver- 
sion of Accell/SQL, 
has been at beta-test 
and early support sites 
for several months, 
users reported. 


ment staff to have to learn two 
different programming _lan- 
guages for the two databases,” 
said David Allen, assistant direc- 
tor of information technology at 
the Royal Mint. ‘Depending on 
how we compile [Accell/SQL] 
code, it will run on either data- 
base.” 

Allen said support for vari- 
able-length arrays is something 


the Royal Mint could use right 
away, but Allen was told that Re- 
lease 2 would not be available in 
the UK until mid-1992. The ar- 
rays would allow programmers 
to more easily specify numeric 
values in a string of numbers, Al- 
len said. “The lack of arrays is 
the biggest omission in the [Uni- 
fy] system as it is delivered to- 
day,” he said. “Right now, we’ve 
got to program around that, and 
it takes more time to do so.” 

Rob Norris, a senior analyst 
at State Fund Mutual Insurance 
Co., said he would like to get his 
hands on Release 2, but he does 
not know when it will become 
available. The insurance compa- 
ny’s claim applications run 
against a Unify 2000 database on 
a Sequent Computer Systems, 
Inc. S 81 Unix machine. Norris 
said the firm had to write special 
C code to handle the variable- 
length array requirement, but he 
added that the custom code 
could be dropped once Release 2 
arrives. 

The new features in Unify’s 
code are intended to provide 
“seamless integration” for appli- 
cations written to run against 
various Unix databases, said 
Nico Nierenberg, Unify’s presi- 
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dent and founder. Even though 
Unify continues to sell RDBMS 
software, the company ‘“‘leads 
with its tools” as it approaches 
end users, Nierenberg said. 

Accell/SQL Release 2 ranges 
in price from $4,250 to 
$395,000, depending on a site’s 
system configuration; it is sched- 
uled for volume shipments in 
early 1992. 

Industry analysts said Unify 
appears to be continuing its em- 
phasis on development tools 
rather than on its two RDBMSs, 
Unify 5.0 and Unify 2000. One 
reason for this, they said, is that 
it has been difficult for Unify, 
with less than $40 million in 
sales, to pack its database with 
all the ‘“‘bells and whistles” that 
have begun to show up in other 
RDBMS engines made by larger 
vendors. 

In contrast, competition in 
the database-independent tools 
market for Unix systems is limit- 
ed to a handful of independent 
competitors, including Uniface 
Corp. in Alameda, Calif., and 
Progress Software, Inc. in Bed- 
ford, Mass. Still, the Unix tools 
market could heat up, since Sy- 
base plans to announce a new set 
of Unix tools in January, and In- 
formix plans to unveil a graphical 
version of its Informix fourth- 
generation language in early 
1992. 
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Marines put war savvy on-line 


ON SITE 


BY GARY H. ANTHES 
CW STAFF 


QUANTICO, Va. — In January, 
U.S. Marine Corps strategists 
around the world will be able to 
tap into a network and find out 
what the Corps learned during 
the Persian Gulf war. 

Initially, they will have access 
to the Corps’ Lessons Learned 
library; later, they will be able to 
listen to battlefield interviews 
and view war film footage as 
well. Users say the system will 
be fast and flexible enough that 
commanders will be able to shift 
through terabytes of information 
to get data to support tactical de- 
cisions on the battlefield. 

The Marine Corps University 
here is putting its library and ar- 
chives on-line — on a main- 
frame-attached optical disc serv- 
er reachable by some 25,000 
personal computers worldwide. 

The library now has some 


80,000 items and expects to 
have 300,000 by the year 2000. 
Via the Marine Corps Data Net- 
work, Marines will be able to re- 
trieve information from 6T 
bytes of text, still images, audio 
and video, then print it or mail it 
electronically to any mailbox on 
the network. The library will 
also be able, in a few hours, to ex- 
tract data and produce custom, 
multimedia compact disc/read- 
only memory (CD-ROM) discs to 
support specific Marine Corps 
missions. 


Extensive system 
Col. William Pedersen, recently 
retired director of the Marine 
Corps Central Design and Pro- 
gramming Activity, called the 
system ‘‘the mothership for ev- 
erything that defines war fight- 
ing — books, papers, maps, oral 
histories, speeches and live film 
footage.” 

Frequently accessed and 
high-speed buffered data will re- 
side on magnetic disks in a File- 


tek, Inc. Storage Machine at- 
tached to an Amdahl Corp. 
mainframe here. Most of the li- 
brary’s electronic holdings will 
be stored on write-once read- 
many (WORM) optical platters 
also in the Storage Machine, a 
network archive server control- 
ling one or more optical disc ro- 
botic devices, or jukeboxes. 

According to Pedersen, on- 
line storage on optical disc will 
cost 10 cents per megabyte, or 
about 1% of the cost of magnetic 
disk storage. 

The Marine Corps and Rock- 
ville, Md.-based Filetek devel- 
oped a software interface be- 
tween the Storage Machine and 
an electronic card catalog ob- 
tained from the University of 
Texas at Austin. 

Users can search subject, au- 
thor and title, retrieving ab- 
stracts and tables of contents 
with pointers to individual files, 
pages and even paragraphs in 
the Storage Machine. Items re- 
trieved can be mailed across the 


Signing on-line yields productivity benefits 


CONTINUED FROM PAGE 29 


during the summer of 1990. 

“When we started looking for 
signature stuff back in 1987, it 
just wasn’t there,” said Chris 
Smith, manager of research and 
development at UPS. 

Since then, 50,000 of the 
Stamford, Conn.-based delivery 
company’s 60,000 drivers have 
been outfitted with DIAD units, 
which are clipboard-size, Japa- 
nese-made computers loaded 
with image capture software co- 
developed by UPS and Toppan- 
moore, Inc. in Japan. The re- 
maining 10,000 drivers will get 
DIADs by the end of 1991, 
Smith said. 

Instead of documenting deliv- 
ery in ink on rumpled papers fas- 


tened to a clipboard, package re- 
cipients sign for goods with pen- 
like rods and handheld compu- 
ters. 

After daily routes are done, 
drivers plug DIADs into racks at 
regional offices, where the deliv- 
ery data is transmitted via 
an X.25 network to an Enter- 
prise System/9000 mainframe in 
UPS’ Mahwah, N_J., data center. 

When someone calls custom- 
er service for package informa- 
tion, an automated retrieval sys- 
tem searches the ES/9000 
database for proof of delivery, 
then prints it out to send to the 
client. 

Among the benefits of the 
system are shorter evening 


checkout time for drivers and 
faster, more accurate tracing, 
Smith said. 

DIAD is the first step in a 
larger imaging system for UPS 
that Smith said will nearly elimi- 
nate delivery-related paper. De- 
livery Information Automated 
Lookup System (DIALS) will ul- 
timately let UPS clients dial in 
and search for package informa- 
tion, he said. Some regions in the 
U.S. are currently testing 
DIALS, which UPS plans to de- 
ploy fully by the end of next year. 

Signature recognition, on the 
other hand, takes capture a step 
further. Users can store hand- 
writing in such systems by either 
scanning it off paper or entering 


New VAXs earn praise, but few buyers 


CONTINUED FROM PAGE 29 


Larry Stiefvater, research prin- 
cipal at Kraft General Foods Re- 
search Technology Center in 
Glenview, Ill., said the company 
would not be purchasing any- 
thing soon. 

“We’re ahead of our users 
right now in computing capaci- 
ty,” Stiefvater said. The re- 
search center currently has 
three VAX 6520s in a cluster 
and several 6510s for develop- 
ment. 

Robert Forster, supervisor of 
DEC systems at Sikorsky Air- 
craft, indicated that Sikorsky 
would most likely look to buy 
into the new 6000 600 line in 
conjunction with a vendor-out- 
lined upgrade path to Alpha. 

There will be no actual board- 
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level upgrades from the 6000 
600 to the Alpha boxes, accord- 
ing to DEC executives, because 
the I/O structure in existing 
VAX boxes would not be suffi- 
cient to support Alpha’s com- 
pute-intensive architecture. 

William Sines, director of 
midrange systems and server re- 
search at Technology Invest- 
ment Strategies Corp. in Fram- 
ingham, Mass., speculated that 
DEC may introduce a “‘transito- 
ty” box — perhaps a 6000 700 
— to bridge the gap to Alpha ma- 
chines. 

The 700 would incorporate 
increased bus performance 
based on CMOS technology, 
Sines said. 

For the present, however, 


Sines said both the 6000 600 and 
4000 500 offer “excellent price 
performance,” and if VAX/VMS 
users need to increase perfor- 
mance, the new announcements 
are “‘a good deal.” 

Dave Austin, software ser- 
vices manager at Arkwright Mu- 
tual Insurance Co. in Waltham, 
Mass., concurred that the new 
products are indeed a good deal. 

Characterizing the newly an- 
nounced 4000 500s as having 
the necessary growth potential 
to meet Arkwright’s environ- 
mental needs, Austin said the 
company is in the process of ana- 
lyzing the new systems. 

The insurance firm is current- 
ly using eight 4000-class ma- 
chines in its sales offices. 
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network using IBM’s Distribut- 
ed Office Support System. 

The network consists of six 

IBM 3090 mainframes and 
25,000 desktop computers in 
Banyan Systems, Inc. Vines lo- 
cal-area networks 
spanning 19 time 
zones. The LANs 
are connected to 
Quantico by leased 
telephone lines and 
military __ satellites. 
The data is unclassi- 
fied, but access to it 
is limited by Com- 
puter Associates In- 
ternational, Inc.’s 
Top Secret  soft- 
ware. 
The storage and retrieval sys- 
tem, which costs $950,000, will 
support the Marine Corps Uni- 
versity’s new $14 million re- 
search center. According to H. 
William Greenup, director of the 
center, the system will make re- 
search materials available to all 
180,000 Marines, not just those 
few able to travel to Quantico. 

Greenup said the system will 
also support the research cen- 
ter’s publishing and symposium 


it directly via the capture meth- 
od, for example. Once collected 
and stored in a host computer, 
the signatures can be called from 
personal computers or terminals 
to be compared with other sam- 
ples. 

San Diego-based Union Bank 
is implementing Vector 12, a 
host-based recognition system 
from Sterling Software, Inc., at 
its 176 California branches. By 
mid-1992, tellers using local In- 
tel Corp. 80286-based PCs will 
be able to access 1.4 million cus- 
tomer signature cards stored on 
an IBM 3090 at the bank’s data 
processing center in Monterey 
Park, Calif., according to Mark 
Schmidt, vice president of cus- 
tomer service. 

“They'll be able to call up 
people’s signatures and match 
them to checks being presented 
for cashing or other transac- 
tions,” he explained. 

Union Bank has been testing 
the system at three branches in 
San Diego since May, with what 
Schmidt called “significant suc- 


activities, providing a way to re- 
trieve and publish on paper or 
CD-ROM subsets the universi- 
ty’s war-fighting collection on 
topical issues to support specific 
Marine Corps missions. 

All the hardware 
and software for the 
on-line library are in 
place, but the sys- 


Pedersen: System 
is the mothership for 
war-related data 


the Copyright Clear- 
ance Center. 

Pedersen hailed 
the ability of WORM 
technology to precisely capture 
and reproduce multimedia infor- 
mation while preserving it unal- 
tered. ‘We want the speeches of 
Chesty Puller to be exactly as he 
uttered them. We want Gen. 
Schwarzkopf’s journals to be 
read exactly as he penned them. 
We want the warriors of the 21st 
century to view our collection of 
how we beat Saddam Hussein in 
the desert exactly as it happened 
and no differently.” 


cess.” So far, 1991 losses relat- 
ed to check forgeries are down 
about 50% from last year, he 
said. 

These branches can verify 
signatures more accurately and 
quickly, he explained. Custom- 
ers with accounts at other 
branches can now cash checks at 
the San Diego test centers in a 
few minutes. Previously, the 
same process could have taken 
up to a week while the check was 
matched to a signature stored on 
microfiche at the customer’s 
home branch, Schmidt said. 

Although the technology for 
image verification has existed 
for about four years, it has been 
too expensive for many users to 
take advantage of, according to 
Stanhope. 

Potential users previously 
had to contract customized set- 
ups from vendors, including spe- 
cial hardware. However, during 
the past 18 months, costs have 
dropped, making way for more 
accessible, prepackaged signa- 
ture gear, she said. 
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Cross Access rollout offers EDA/SQL features 


BY ROSEMARY HAMILTON 
CW STAFF 


Cross Access Corp. in Santa Clara, Calif., 
last week introduced a data access prod- 
uct set that it said offers capabilities simi- 
lar to Information Builders, Inc.’s Enter- 
prise Data Access/SQL (EDA/SQL). 

For the short term, Cross Access will 
likely have its work cut out for it, one ana- 
lyst said. Information Builders’ EDA/SQL 
was showcased in September as a key 
component of IBM’s Information Ware- 
house strategy. The companies have a 
marketing and development agreement, 
and Information Builders is a member of 


NEW DEALS 


Scottish bank 
adds HDS gear 


The Royal Bank of Scotland 
PLC recently installed a Hitachi 
Data Systems Corp. HDS EX 420 
“‘Summit-class”’ processor at its 
data center in London. The EX 
420 replaces two IBM 3090 pro- 
cessors and will handle the London 
work load as well as additional work 
from the bank’s Edinburgh facility. 


Four Taiwanese commercial 

banks have placed orders totaling 
$12.7 million for Unisys Corp. A 
series mainframe computer sys- 
tems. The formation of private 
banks in Taiwan follows the recent 
deregulation by the Taiwanese 
Ministry of Finance. The four banks 
are the Grand Commercial Bank in 
Taipei, Pan Asia Commercial Bank 
in Taichung, Far East Internation- 
al Commercial Bank in Taipei and 
Bank Sinopac, also based in Taipei. 


Dun & Bradstreet Software 
has signed two health care industry 








contracts totaling more than 
$650,000 in products and profes- 
sional services. The contracts 
were signed with California-based 
Nichols Institute and Michigan- 
based Garden City Hospital. Both 
hospitals will run the D&B Soft- 
ware financial packages on Digital 
Equipment Corp. VAX systems. 


Aeronautical Radio, Inc. has 
awarded DEC a $15 million con- 
tract to provide systems integra- 
tion and support services for Aeron- 
autical’s ARINC Data Network 

_ Services packet-switching net- 
work. 


A fault-tolerant Unix system from 
Tandem Computers, Inc. has 
been selected as the core of a new 
command and control system to be 
implemented for the West York- 
shire County Police in Leeds, Eng- 
land. Tandem’s Integrity S2 sys- 
tems will serve as the platform for 
the computerized Incident Based 
Information System software. The 
contract is valued at approximate- 
ly $4.5 million. 





IBM’s Information Warehouse Interna- 
tional Alliance. 

Cross Access does not have such a tie 
to IBM, nor has it signed up any custom- 
ers for its product set, which also goes by 
the Cross Access name. However, an 
IBM spokesman said that based on his un- 
derstanding of the product, it could give 
customers a choice of data access and de- 
livery tools, which is what the concept of 
the Information Warehouse is about. 

“The idea is to have open systems and 
have [customers’] products fit in,” the 
spokesman said. 

“Let’s face it, Information Builders has 
the momentum,” said Shaku Atre, presi- 


dent of Atre/Intec, Inc. in Rye, N.Y. “But 
there is always room for a better mouse- 
trap. The next six months to a year will be 
their test period.” 

Cross Access officials acknowledged 
they have a big job ahead. “Our biggest 
challenge is that Information Builders is 
much larger than us,” said Bronson 
Purdy, vice president of marketing and 
sales at Cross Access. 

Cross Access, which was founded as 
DB Access, Inc., said the product set was 
designed to support a client/server archi- 
tecture. Like EDA/SQL, it comprises sev- 
eral components that address data access 
issues. 


The product will initially provide ac- 
cess to 14 relational and nonrelational da- 
tabase management systems through an 
IBM SQL-compliant format. These in- 
clude the following: IBM’s DB2 and IMS; 
Oracle Corp.’s Oracle/(VM and Ora- 
cle/VMS; Computer Associates Interna- 
tional, Inc.’s CA-IDMS; and Digital 
Equipment Corp.’s RMS and RDB. 

The Cross Access product set will ini- 
tially support DEC and IBM host plat- 
forms. Purdy said the company will an- 
nounce additional database support next 
year. 

License fees are based on system con- 
figuration. For example, a single-system 
license supporting DB2, IMS and VSAM 
on an IBM 3090 Model 400-class proces- 
sor would have a license fee of $192,500. 


In the 70’s, everyone wanted an easy-to-use relational database. They settled on Oracle. But it was slow. 
In the 80’s, everyone wanted speed. Sybase promised speed. But only for short updates. 

Now the 90's demand both — and a lot more. An RDBMS where high performance measurements go 
beyond the repetitive, short write benchmarks of OLTP. An RDBMS that is truly easy to use, and 
designed to meet today’s increasing challenges. In the 90’s, businesses need OLCP (On-Line Complex 
Processing) — a database concept that allows you to build more complex applications, perform more 
complex analyses, and use more complex data in heterogeneous environments. 


Which brings us to the small print. 


Before you 


settie on 
Oracle or 


Sybase 
for OLCP, 


read the small 


print. 
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Multi-Generational 

Database Architecture 

No other database architecture 
gives you the performance you 
need in demanding multi-user 
OLCP environments. Multi- 
Generational Architecture results 
in the industry's fastest response 
in mixed read/write situations. 


INTERBASE YES 
ORACLE NO 
SYBASE NO 


Real-Time Event Alerters 
Instantly notify any application on 
your network when critical data 
changes — without the overhead 
of a polling loop, or the risk of 
acting on an uncommitted 
change. 


INTERBASE YES 
ORACLE NO 
SYBASE NO 
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NEW PRODUCTS —SOFTWARE 


Development tools 


Software Eclectics, Inc. has released 
SE/One Version 2.1. 

SE/One is a software tool that helps 
prepare Cobol programs for upgrade or 
conversion. It works with mainframe 
batch and CICS programs. SE/One now 
includes a reporting phase that flags non- 
standard code sequences and unrefer- 
enced data and procedures. It also in- 
cludes an interactive phase that allows 
multiple abstract views of the Cobol pro- 


gram. 
SE/One 2.1 is priced from $2,600 to 
$35,000 for a site license, depending on 


the number of users. It runs on DOS- 
based personal computers. 

Software Eclectics 

730 Starcrest Lane 

Marietta, Ga. 30066 

(408) 926-3331 


Foundation Software, Inc. has released 
4G-Cobol, a mainframe Cobol tool for de- 
veloping batch programs. 

4G-Cobol integrates high-level com- 
mands with Cobol source code. Its fea- 
tures include advanced report generation, 
Cobol resource definition, automated 
sorts and a Cobol macro language. 

Pricing is $30,000 for MVS systems 
and $20,000 for VM/VSE systems. 


Foundation Software 
422 Courtyard Drive 
Somerville, N.J. 08876 
(908) '704-0022 


Utilities 


BMC Software, Inc. has announced Ver- 
sion 1, Release 2 of Loadplus for IBM 
DB2 databases. 

Loadplus loads DB2 tables up to four 
times faster than the DB2 Load Utility it 
replaces, according to the company. The 
new version, available immediately, in- 
corporates a new Ignore option that by- 
passes writing-specified discard types, 
thus improving performance. The up- 
grade also loads nonpartitioned table 
spaces that occupy multiple data sets. 


Rae te 


Since 80% of the decisions you make are based on dynamically changing complex events — not 
short data updates — only the OLCP database will do. Only InterBase delivers the technology you 


need to handle OLCP applications. 


Before you buy an RDBMS, make sure it meets the performance 
requirements for the 90’s. (You'll find them in the small print below.) 
Then call us for our information kit and details on the next InterBase 


seminar in your area. 


We guarantee it will open your eyes. Call today: 1-800-245-RDMS. 


Multi-Dimensional Arrays 


Handle multi-dimensional data 10 
to 40 times faster than traditional 
row-and-column format. Arrays 
present the data the way your ap- 
plications and users need it, for 
maximum productivity. 


INTERBASE 
ORACLE 
SYBASE 
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Blob Filters 

An absolute necessity for dealing 
with multimedia (blob) data in a 
heterogeneous environment. 
Store the data once, and let blob 
filters translate it among plat- 
forms and applications. 


INTERBASE YES 
ORACLE NO 
SYBASE NO 


nterBase 


InterBase Software Corporation 


Automatically Activated 
Two-Phase Commit 

Eliminate data loss or duplication 
in distributed networks. Only an 
automatic two-phase commit 
ensures that all remote changes 
are synchronized, without pages 
of polling and verification code. 


INTERBASE 
ORACLE 
SYBASE 


BORLAND 


Software Craftsmanship 


Copyright © 1991 Borland international, inc. All rights reserved. All Borland products are trademarks of Boriand Internatonal, Inc. 


209 Burlington Road, Bedford, MA 01730 
Fax: (617) 271-0221 


Modular, Sequenceable 
Triggers 

Only triggers in the data 
dictionary ensure that business 
rules (integrity) are consistently 
enforced, regardless of the 
application. Modular triggers 
maximize programming produc- 
tivity and reliability. 


INTERBASE YES 
ORACLE NO 
SYBASE NO 
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Tiered pricing for a perpetual license 
begins at $14,500. 
BMC Software 
Box 2002 
1 Sugar Creek Center Blvd. 
Sugar Land, Texas 77487 
(713) 240-8800 


Brickhouse Associates, in conjuction with 
Masc AG, has announced the availability 
of Masc-Cao, a VTAM application that 
enables a mainframe batch job to emulate 
aterminal. 

Masc-Cao automates repetitive on-line 
functions and transfers data from existing 
sources, such as electronic data inter- 
change, to on-line applications. 

The product is available for VSE and 
MVS systems. Pricing ranges from 
$15,000 to $22,000. 

Brickhouse Associates 
151 Brickhouse Road 
Patterson, N.Y. 12563 
(914) 878-7721 


The Adesse Corp. has announced Release 
1.0 of VM/ESAid: 370/ESA Compatibility 
Modifications. 

The product allows an XA/XC mode 
virtual machine to execute programs that 
run correctly in 370 mode but fail in XA or 
XC mode. The product’s S370 mode can 
be enabled for all users or for specific us- 
ers and programs. 

Pricing starts at $13,000. 

The Adesse Corp. 
Suite 307 

36 Mill Plain Road 
Danbury, Conn. 06811 
(203) 790-9473 


HARDWARE 


Processors 


Digital Equipment Corp. has reduced the 
prices of its memory options for VAX and 
Decstation systems. 

The price cuts range as high as 47%. 
The cost of a 64M-byte option for the 
VAX 4000 Model 300 is now $30,400; 
for the VAX 6000, $54,000; and for the 
Decsystem 5500, $20,160. 

DEC has also reduced the price of its 
ESE20 solid-state disk drive by 27%. The 
120M-byte drive now costs $80,000. 
DEC 
146 Main St. 

Maynard, Mass. 01752 
(508) 493-4479 


Tricord Systems, Inc. has added a server 
maintenance processor and a disk drive 
expansion cabinet to its Powerframe line 
of superservers. 

The Powersentry ($2,995) features an 
Intel Corp. 80386SX processor with up to 
16M bytes of random-access memory. It 
is placed on the Powerframe server’s bus 
and provides server and network moni- 
toring. The Powerfile expansion cabinet 
($6,750) offers 12 full-height bays for 
19.2G bytes of storage capacity and a 
500W redundant power supply. 

The firm also announced an entry-level 
Powerframe server based on the Intel 
1486 processor. It includes 8M bytes of 
memory, a 415M-byte hard drive and a 
small computer systems interface con- 
troller. The Model 30L is priced under 
$15,000. 

Tricord Systems 

3750 Annapolis Lane 
Plymouth, Minn. 55447 
(612) 557-9005 
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COMMENTARY 
James Daly 


This duo may 
beat the odds 


The computer 
industry is lit- 
tered with the 
wreckage of 
technological 
alliances gone 
F sour: IBM and 
Microsoft; IBM and Next; IBM 
and, well, you get the idea. 
However, there’s one bud- 
ding liaison that may not only re- 
verse the industry’s rotten rep- 
utation for teamwork but has 
already begun pumping out 
what promises to be a steady 
stream of exciting business and 
consumer products: Apple and 


y. 

Sony, a leader in the field of 
electronic miniaturization, 
helped Apple create the Power- 
book 100, a trim, entry-level 
model in the sizzling field of 
notebook computers. Until re- 
cently, portable computers 
were often considered unhappy 
compromises. If they were 
small enough, they were often 
underpowered, and if they 
were powerful, they were often 
big and clunky. The 5-pound 
Powerbook 100 puts that dichot- 
omy to rest. 

With the newest technology 
alliance off to a high-flying start, 
industry observers are already 
speculating about what the dy- 
namic duo will try next. Apple 
Chairman John Sculley has said 
the pair will continue to collabo- 

Continued on page 50 


Users weigh pros, cons of color portables 


BY MICHAEL FITZGERALD 
CW STAFF 


As notebook computer vendors 
proclaim they have seen the 
Holy Grail — battery-powered 
color products — and promise 
they will reach it and start ship- 
ping product in 1992, users are 
already sorting out issues sur- 
rounding the new technology 
and making decisions on what, 
and whether, to buy. © 

“The opportunity to use color 
with, say, a multimedia preser- 
tation is there,” said William 
Smith, technical manager at The 
Travelers Corp., an insurance 
firm based in Hartford, Conn. 
Some Travelers field represen- 
tatives have begun to use 386SX 


notebooks for pre- 
sentations. “Generally, 
though, we go into a 
presentation room that 
is so large, we have to 
hook up [the notebook] 
to a 20-in. display be- 
cause there’s eight or 
10 people in the room. 
We’re not convinced 
that there’s a need for a 
small-screen machine” 
with color. 

However, users con- 
tacted would generally 
like to have color in 
their portable environ- 
ment, just as they do on 
the desktop. The main concern 
for users such as Stephen Ander- 
son, information systems archi- 


Sharp has promised active-matrix screens 


tect at the Department of Health 
and Social Services for the state 
of Washington, is cost. Anderson 


Finance firm makes distributed move 


BY KIM S. NASH 
CW STAFF 


WEEHAWKEN, N.J. — Paine 
Webber, Inc. has put in motion a 
plan to migrate its information 
systems architecture from a 
hierarchical to a distributed 
scheme, starting with all busi- 
ness applications the company 
creates from here on. 

Paine Webber, whose data 
center is located here, said it ex- 
pects to build all future applica- 
tions to run on a variety of plat- 
forms — including workstations, 
mainframe and client/server set- 
ups — using an integrated com- 
puter-aided software engineer- 
ing (CASE) tool set from Seer 
Technologies, Inc. 

During the next five years, 


Paine Webber will phase out de- 
velopment of traditional main- 
frame applications in favor of dis- 
tributed systems, according to 
Robert Benmosche, executive 
vice president for IS at the finan- 
cial services firm. 

“Our systems were designed 
around old [IBM] System/370 
architecture, going back 20 
years. It’s time to change that,” 
Benmosche said. 

Paine Webber bought Seer’s 
High Productivity Systems 
(HPS), a set of CASE tools, as 
well as Industry Data Model, 
a repository that reportedly 
stores, maps and correlates data 
names. HPS includes analysis, 
design, code generation, testing 
and maintenance modules that 
can build software for DOS- and 


OS/2-based computers, as well 
as host machines. 

Benmosche would not reveal 
how much he paid for HPS, but a 
Seer spokesman said the price 
starts at $300,000, then goes up 
depending on the number of de- 
velopment workstations involv- 
ed. “Paine Webber’s package 
was not at the minimum,” the 
spokesman added. The base 
price for Industry Data Model is 
$65,000. 


The integrated option 
Paine Webber evaluated tools 
from Knowledgeware, Inc. and 
Bachman Information Systems, 
Inc. before choosing Seer, which 
Benmosche called ‘‘the most in- 
tegrated tool set.” 

Seer is a year-old joint ven- 


said that in good times, 
his department might 
be willing to pay per- 
haps $1,000 more for 
the ability to have a col- 
or screen, but in tight 
economic times, any in- 
crease in cost makes 
color a luxury. 

Users who can af- 
ford color — and that 
small number who have 
to have it — run into 
some other concerns, 
including the following: 
eChoice. Both pas- 
sive-matrix and active- 
matrix screens will ap- 
pear on notebook computers in 
1992. AST Research, Inc. and 

Continued on page 51 


ture between IBM and First Bos- 
ton Corp., a financial services 
company in New York. 

Although Paine Webber may 
rewrite a few existing applica- 
tions using HPS, the emphasis 
will be on retraining staff mem- 
bers to program for a distributed 
environment, said Andy Foko- 
lov, director of systems develop- 
ment. Within 112 to two years, 
all new programs will be created 
with HPS, he said. 

Recently, the company re- 
placed its IBM 3090 mainframe 
with a new Enterprise Sys- 
tem/9000 Model 620 main- 
frame, which will host HPS. 
Paine Webber is an IBM “‘strate- 
gic partner” and was one of the 
first users of the ES/9000 family 
of machines. 

Benmosche said the company 
will integrate HPS with IBM’s 
AD/Cycle in the future. 


Put IMS Application Development in its Place 
with the IMS Option from Micro Focus. 


Lu 
oO 
4 
b 


International Business Machines Corporation 
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Over 10,000 IMS™ developers have moved 
their COBOL application development off the 
mainframe to a PC workstation with the Micro 
Focus IMS Option and Micro Focus COBOL/2 


Workbench”. The results? 


AD/Cycle 


The IMS Option provides true mainframe 
compatibility in an industrial-strength develop- 
ment environment. After all, that’s what you 
would expect from the only PC-based IMS solution 


Micro Focus is a registered trademark of Micro Focus, Inc. Micro Focus COBOL/2 Workbench and ‘A Better Way of Programming’ are trademarks of Micro Focus, Inc. IBM is a registered trademark o 


@@® Consistently fast response 


times. 


costs. 
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i Rapid system generation. 
<@® Lower mainframe CPU 


that is endorsed by IBM as part of AD/Cycle. 
Micro Focus combines that degree of 

mainframe experience with the unique program- 

ming facilities of COBOL/2 Workbench, bringing 


new levels of efficiency to the development 


and maintenance of IMS COBOL applications. 


Thousands of IMS sites throughout the 


world have put IMS application development in 
its place with the IMS Option. Call 800-872-6265 


for more information on Micro Focus IMS Option 


Micro Focus Inc 


and discover ‘A Better Way of Programming”™’. 


MICRO FOCUS 


. 2465 East Bayshore Road, Palo Alto, CA 94303. Tel. (415) 856 4161 
f the International Business Machines Corporation 


IMS and AD/Cycle are trademarks of the 
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GETTING YOUR APPLICATIONS 


UP AND RUNNING FASTER 
IS JUST ONE GREAT REASON 


se ea CF FOCUS 6.0 











oe J 


Cee 


PS 


For tough application development 
projects that you need to get up and 
running fast, PC/FOCUS 6.0 is the 
solution you've been looking for. 

PC/FOCUS is a powerful 4th- 
generation application development 
system. With PC/FOCUS, you'll never 
have to resort to cumbersome 
programming languages. And you'll 
never run out of power, no matter 
how complex the task. 

PC/FOCUS 6.0 has a full suite of 
menu-driven, point-and-click tools that 
make application development easier 
than ever including 3D graphics, 


Sem Ds 13313 No 28 MORE. 


statistical analyses, and database design 
and maintenance. 

PC/FOCUS 6.0 lets you access and 
join more than 45 different types of 
data files. And all your applications can 
be ported, intact, to virtually every 
hardware platform. No other DBMS in 
the world offers such a powerful 
combination of speed, flexibility, and 
Chew eae 

If you'd like to learn more about all 
the other reasons why PC/FOCUS is the 
development tool to get you up and 
utlelelel sername ete tel sO coupon or 


call us‘now at 800-969-INFO. 


@PC/FOCUS 


Information Builders, Inc. 


1250 Broadway, New York, NY 10001. 212-736-4433, In Canada 416-364-2760 


} 10001. 800-969:INFO, 212-736-4433. In Canada 416-364-2760. 
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Expert systems put Fedex in flight 


ON SITE 


BY MARYFRAN JOHNSON 
CW STAFF 


MEMPHIS — With thousands of 
letters and packages streaming 
into Federal Express Corp.’s ma- 
jor airport hub here every day, 
the critical task of tracking and 
launching aircraft belongs to a 
handful of Unix-based worksta- 
tions equipped with expert sys- 
tems software. 

Fedex’s five ramp tower con- 
trollers, responsible for tracking 
and scheduling more than 85 in- 
bound and outbound flights daily, 
began using Sun Microsystems, 
Inc. Sparcstation 1s last year to 
handle tasks once done manually 
with grease pencils, blueprints 
and slabs of Plexiglas. 

“This seemed like a good 
launching point into expert sys- 
tem technology,” said Pat Crow, 
who manages the in-house de- 
velopment team that created the 
Ramp Management Advisory 
System (RMAS) running on the 
Sparcstations. 

Now in its fifth release, C lan- 
guage-based RMAS is serving as 
a small-scale model for the couri- 
er giant’s plan to eventually ex- 
pand the use of networked ex- 
pert systems. 


The RMAS design will be- 
come part of the Global Opera- 
tions Command Center, which is 
Fedex’s long-range plan to en- 
compass all pertinent transpor- 
tation and scheduling data in a 
networked, distributed system 
based on IBM and Tandem Com- 
puters, Inc. mainframes and 
Unix-based workstations. 

At this point, the five Sparc- 
stations are linked via Ethernet 
backbone and Sun’s Network 
File System to IBM and Tandem 
mainframes at headquarters 
here. The current command and 
control system — known simply 
as the Super System — resides 
on 13 Tandem VLX machines, 
which download and upload in- 
formation as needed with the 
RMAS. 


Get there on time 

RMAS is used to synchronize 
flight processing time, ensuring 
the aircraft get there on time to 
deliver their packages on sched- 
ule. Multiple pieces of informa- 
tion are logged into the expert 
system through Sun’s Open 
Look graphical user interface — 
everything from data on in- 
bound/outbound flight arrivals 
and departures to the status of 
aircraft on the ground in Mem- 
phis or messages between air op- 


Fedex schedules flights with its Ramp Management Advisory 
System running on Sun Sparcstations 


erations and pilots. Information 
is received from both the pilot 
and the ramp controller’s own vi- 
sual check of the landing area. 

“‘We have 400-some acres to 
manage, and our people basically 
have to see that aircraft don’t 
bump into each other,” said 
Crow, manager of systems oper- 
ations and expert systems. 
“Ramp controllers are there to 
ensure an efficient launch, and 
RMAS helps them do that.” 

Each aircraft has its own icon 
on the workstation screen, and 
its changing status is tracked 
through color-coded changes 


made automatically by the sys- 
tem. The database for the sys- 
tem is also homegrown, written 
by Fedex programmers after 
several commercial databases 
were rejected for lack of speed 
and functionality. 

“With all five controllers 
working on the Suns, we can 
choreograph flight data and mes- 
sages more efficiently and with 
less chance for error,”’ said Cath- 
erine Addy, manager of systems 
control and ramp tower opera- 
tions. 

Daily reports of flight activi- 
ty, which used to take two hours 


or more to write out manually, 
are now completed within min- 
utes and logged into the Super 
System on the Tandem main- 
frames, which are connected to 
the Sparcstations via an X.25 
communications line. 

An IBM mainframe maintains 
systemwide schedules as well as 
information on all flights and 
package deliveries. Scheduling 
information is fed from the Super 
System to RMAS, which in turn 
updates the mainframes with 
launch data. 

Information from the Sparc- 
stations automatically updates 
the Super System, giving Fed- 
ex’s ground crew and mainte- 
nance employees terminal-based 
access to that scheduling data. 
Crews in the maintenance han- 
gar, for example, can review the 
Super System data for scheduled 
departures. 

The Memphis hub is Fedex’s 
largest in the country, followed 
by regional operations centers in 
Newark, N.J., Indianapolis and 
Oakland, Calif. Crow said the In- 
dianapolis center is lobbying now 
to set up its own RMAS. 

While the Sparcstation 1s 
have served the ramp control- 
lers well so far, the group would 
like to upgrade the machines to 
Sparcstation 2s for greater 
speed and disk-mirroring capa- 
bility, said Tim Gafford, a senior 
programmer analyst who helped 
design the expert system. 
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Microsoft to back MIT Media Lab 


Microsoft Corp. and MIT have 
signed an agreement whereby Micro- 
soft will become one of 26 sponsors of 
the MIT Media Technology Group. The 
MIT Media Laboratory research facili- 
ty is dedicated to inventing and creative- 
ly exploiting new media for human 
well-being and satisfaction. As a spon- 
sor, Microsoft is providing a grant to 
the Media Technology Fund. The Media 
Lab, located in Cambridge, Mass., was 
founded six years ago. 


Hewlett-Packard Co. has reduced 
prices on seven Vectra personal com- 
puters by up to $900. Four models of 
the Vectra 486S/20 were affected as 


well as three 386/25 models. Addition- 
ally, the 486S/20 models now have IBM 
Video Graphics Array boards as stan- 
dard equipment. Also unwrapped was 
free, one-year, on-site limited warran- 
ty service for all Intel Corp. 1486-based 
Vectras. 


HP also announced a joint develop- 
ment agreement with Verity, Inc., un- 
der which Verity will develop its Topic 
document management products to be 
part of HP New Wave Office on Unix- 
based HP 9000 machines. 


Oakley Publishing Co. in Eugene, 
Ore., which publishes Programmer's 


Journal and C Gazette, has announced 
the creation of Windows Tech Journal. 
The monthly is scheduled to begin 
shipping in January 1992. It will concen- 
trate on development tools and advice 
for programmers writing applications 
for the: Microsoft Windows environ- 
ment. 


Mass Microsystems, Inc. last week 
expanded its family of storage products 
for the Apple Computer, Inc. Macin- 
tosh with the introduction of a rewrita- 
ble 342-in., 128M-byte magneto-opti- 
cal disc drive. The drive, which uses 
removable cartridges, costs $1,795 in 
an external configuration and $1,495 in 
an internal configuration. Cartridges 
cost $129. The company also an- 
nounced its Diamond Drive series of in- 
ternal hard disk drives for the Macintosh 


TI and Quadra families of Macintoshes. 
Those drives range in capacity from 
120M bytes to 510M bytes, and they 
range in price from $849 to $2,899. 


The U.S. House of Representa- 
tives has passed a bill called The Ex- 
port Administration Reauthorization 
Act (H.R. 3489) that included a provi- 
sion that would facilitate the export of 
PC software with encryption capabili- 
ties. Currently, PC software with en- 
cryption capabilities is classified as “‘mu- 
nitions,” and its export is reviewed by 
the U.S. Department of State and De- 
partment of Defense. It also requires 
export licenses. The Senate passed a 
similar bill (S. 320) last spring. The two 
bills will now proceed to conference in 
order to reconcile differences between 
the two. 


XDB: DB2 Development on your PC. 


It's Proven. 


It Saves. 


Why use expensive mainframe CPU cycles 

for development that could be done faster 
and-easier on the PC? XDB-Workbench lets 
you develop and test COBOL programs with 


embedded SOL on your PC 
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The cost-benefit ratio is 
tremendous. PC develop- } 
ment platforms—as opposed to the main- 
frame—offer consistent and rapid response | 


Jim Graves, Ford Motor Company 


eno) ace 


tions on a PC 


If your application runs on XDB-Workbench 
it will run on DB2. No compromise. No 
expensive application recoding needed, The 
XDB-Workbench provides complete DB2 
functionality on your PC. 
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error codes, data types, and semantics, XDB is 
an excellent DBMS for developing DB2 applica- 


Richard Finkelstein, Performance Computing 


Because it sup- 
ports DB2's syntax 


So get off your mainframe 
and put XDB on your PC 


. Over 10,000 XDB-Workbench installations 
are offloading DB2 development to the PC. 
It works perfectly with both Micro Focus 
COBOL/2 Workbench and Realia COBOL for 
complete DB2 application development. 


DBMS 


“It runs on the mainframe 
just like it did in the PC 
environment." 


Earl Hoskins, AT&T 
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Call 301-317-6800 


xb XDB Systems, Inc. 





COMMENTARY 
Jesse Berst 


GUI 
advantages 


Before Windows 3.0, 
there were fewer than 
two dozen Windows de- 
velopment tools. Today, 
there are nearly 200. 
Many of these products 
also support OS/2 and 
Presentation Manager. If your graphical 
user interface (GUI) programmers 
aren’t taking advantage of these tools, 
they’re working too hard. 

I expect even more products in the 
next 12 months, thanks to Microsoft’s 
Open Tools strategy. Microsoft has re- 
vealed Windows’ inner workings so third- 
party tools vendors can create better 
products. Likewise, IBM has a program to 
encourage OS/2 development tools. 

“There are many wonderful products 
for Windows development and more on 
the way,” says Joel Diamond, co-founder 
of the Windows Users Group Network, a 
national resource based in Media, Pa. 
“The hard thing is sorting through them 
all and deciding which ones to use.” 

Let’s organize things so you can fig- 
ure out how they fit together — and avoid 
the expense of sending your program- 
mers down the wrong road. Warning: 
It’s not easy to classify these products. 
Microsoft’s Visual Basic, for instance, is 
part language and part applications gen- 
erator. Likewise, Microsoft’s Quick C and 
Borland’s C+ + are complete tool sets, 
not just languages. 

But analysts get paid to express opin- 
ions, so I’m going to fearlessly set out the 
system I use. The GUI development en- 
vironment breaks down into six key ar- 
eas. For each category, I’ll mention a 
few of the best-known products. 

e Programming languages. A tradi- 
tional programming language lets you 
manually code all or part of an applica- 
tion. Most commercial programs were 
written in C, Windows’ native language, 
and built with Microsoft’s Software De- 
velopment Kit (SDK), a collection of 
tools that work with a C compiler. 

But you no longer have to write in C, 
and you no longer have to use the SDK to 
create stand-alone Windows applica- 
tions. Today, you can write in other lan- 
guages: C+ + (Borland C+ +, Zortech 
C+ +), Basic (Visual Basic, Realizer), 
Smalltalk (Digitalk, Smalltalk V), Actor 
(Whitewater Group’s object-oriented lan- 
guage) and Cobol (Micro Focus Co- 
bol/2). 

Programming languages offer the 
most control and the best performance, 
but they have a steep learning curve. 

e Code generators. A code generator 
gives programmers a jump start. It auto- 
matically creates chunks of code — usu- 
ally for the critical user interface — as 
you point and click. You still have to roll 
up your sleeves and add your own pro- 
gram code. Caseworks, Inc. Case:W 
Corporate Edition and Bluesky Soft- 
ware’s Windowsmaker Professional 
both generate C code. 

e Applications generators. These 
are the most exciting products. They 
have so much point-and-click power you 
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never have to see the user interface code. 
You generate your front end in point- 
and-click, drag-and-drop interaction and 
you're done — no code to look at. Then 
you add functionality to the interface. 
You can use an applications generator 
to create complete applications, but many 
people find they are most valuable for 
rapid prototyping. 
e Resource builders. Resource build- 
ers create and manage the dialog boxes, 
icons, menus and other resources of a 
GUI application (Whitewater Resource 
Toolkit, The Software Organization, 
Inc. Dialogcoder). 
e Add-on functions. One of the great 
things about Windows is that you can plug 
in preprogrammed capabilities such as 
database links or multimedia capabilities 


from third-party vendors. 

These add-ons come in several forms. 
Virtually every Windows programming 
product lets you work with preprog- 
rammed Dynamic Link Libraries. As a re- 
sult, we are seeing collections of pre- 
packaged functions (Protoview, 
Intersolv’s Control Pak/W). Visual Basic 
users can also choose from a growing ar- 
ray of third-party controls and add-ons. 
You can also get C+ + class libraries that 
can be called and linked into your code. 

e Analysis, editing and testing 
tools. This category contains such tools 
as debuggers and program editors. To- 
day, most of these tools are moving away 
from their character-oriented origins 

and are becoming graphical. Windows has 
also inspired the creation of stand-alone 
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testing and analysis tools. For instance, 
Microsoft’s SDK for Windows 3.1 has a 
stress tester that simulates low memory 
conditions and a utility called Dr. Watson 
that keeps a log for tracing errors. 

Which tools should you investigate? If 
you're starting fresh, don’t make a deci- 
sion until you’ve investigated the appli- 
cations generators. They’re quite good. 
But if your programmers have years of 
experience, choose tools that leverage 
that skill base. In either case, check out 
the growing collection of add-ons and 
class libraries that can save you the ex- 
pense of reinventing the wheel. 


Berst is the publisher of ‘Windows Watcher” 


newsletter, a monthly briefing service for software 
executives and corporate technology managers. 
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Voice recognition may add ZIP to postal service 


BY CHRISTOPHER LINDQUIST 
CW STAFF 


Voice recognition is slowly making its 
way into commercial applications. And 
while we may still be a few years away 
from Star Trek-style computing, several 
U.S. Postal Service branches are testing 
and using voice recognition systems to 
make mail delivery a more efficient and in- 
expensive process. 

Verbex Voice Systems, Inc. an- 
nounced that it recently signed contracts 
with some 24 post office distribution cen- 
ters, including those in Albany, N.Y., 
Providence, R.I., and Oklahoma City. 
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Verbex supplies a variety of 
continuous-speech recognition 
systems including a Small Parcel 
Bundle Sorter and a Flat Sorter. 
Continuous-speech systems al- 
low a user to speak conversa- 
tionally to the computer. 

John Fushino, senior industri- 
al engineer at the post office in 
Albany, said he began looking at 
voice recognition, such as that 
supplied by Verbex, about a year 
ago. ‘The key for us would be 
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Postal Service becomes more automated 
in the future, there will be less mail re- 
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longer be economically feasible to have 
people trained for small sections of a dis- 


mee: 
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tribution area; instead, a relatively small 
number of sorters will need to cover a 
much larger area. Voice recognition 
would facilitate that because a 
user trained on the voice system 
would be able to sort mail for any 
location without memorizing 
street addresses or ZIP codes. 
Fushino is currently using a 
Small Parcel Bundle Sorter but is 
looking to upgrade to a Flat Sort- 
er. Verbex’s Small Parcel Bun- 
dle Sorter prevents users from 
having to key in a ZIP code, 
thereby freeing both hands to 
manipulate the package. A Ver- 
bex ‘“Voicestation,” which contains 
voice-recognition boards and a 386SX- 
based computer, recognizes the ZIP code 
and returns the information needed. 

The Flat Sorter goes further, allowing 
users to say an address and have the com- 
puter flash a number on a screen corre- 
sponding to its distribution area. Previ- 
ously, users had to memorize all the 
addresses in a specific geographic area, a 
task that sometimes required weeks of 
training. Union rules also limited the 
number of areas an employee could be ex- 
pected to memorize. Voice recognition 
eliminates that barrier. 

Fushino said he currently has about 20 
employees trained on the system, with 
about half using it regularly. He added, 
however, that switching experienced em- 
ployees will be far less important than be- 
ing able to train new ones quickly. 

Wayne Nelson, a manager at the Postal 
Service technical support unit in Oklaho- 
ma City, said his group has been using 
continuous-speech, voice-recognition 
technology for about three years. He add- 
ed that he uses the equipment for such 
functions as mail sorting, though he de- 
clined to comment on which companies’ 
products he is currently using. However, 
Verbex has won bids to supply voice-rec- 
ognition equipment to the Oklahoma City 
postal branch. 











QA optimizes 
PC systems 


Diagsoft, Inc. in Scotts Valley, Calif., an- 
nounced a product last month intended to 
help users get maximum performance 
from their personal computer systems 
and Microsoft Corp. Windows environ- 
ments. 

QAPlus/Win performs an analysis of a 
PC system to identify hardware, software 
contention and Windows configuration 
problems. It checks such system compo- 
nents as the motherboard, multimedia 
peripherals, communications ports, disk 
drives and the keyboard and reports any 
problems or failures to the user. 

The product also evaluates Windows- 
related configuration issues such as sys- 
tem performance and use of Windows re- 
sources. After evaluation, it lets the user 
edit configuration files to optimize Win- 
dows performance based on the QAPlus 
report. 

System configuration and problem re- 
ports can be printed either on-screen or 
via a printer. 

QAPlus/Win is scheduled for availabil- 
ity this month. It has a retail price of 
$159.95. 

CHRISTOPHER LINDQUIST 
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TECHNOLOGY ANALYSIS: MODULAR 386 PCs 
PCs & WORKSTATIONS 


Compaq Deskpro/M easily upgradable 


Technology Analysis — A roundup | 

of expert opinions about new prod- | Compaq’ S Deskpro/M 
ucts. Summaries written by Compu- 

terworld Intern Lisa Davidson. 





ompaq Computer Corp.’s Bye | Modest perform- | Good board trade-| Smaller, simpler | | Aggressive | Affordable, up 
modular Deskpro/M 25- , 10/91 | ance forCompaq  inallowance | add-inboards | | pricing | gradable quality | 
MHz 386, an Extended In- PC Computing | Fast | Many ae | Flexible, modu- 
dustry Standard Architec- | '/*! +. a paecemenets | Bxeae 
ture (EISA)-based desktop + -_ Ruccient | _Agoodhedge | a —— — 
model, is well designed, easily upgra- i — 
dable and fast, reviewers said. 
Performance: It is as fast as or | Rick Upton, Longer life 
faster than anything else in its class, | "*°s" Children's Hospital {SRR Se | 
according to benchmark tests. Kaden Fechody & Ca. a | 
Ease of upgrade: Upgrading the Fladicy <a ~ as ‘caine 
CPU of the 25-MHz 386 toa 16-MHz = Molecular Dynamics cadens 
486SX is easy, taking less than five | jy. nent, 7" ~ | Finally got ser- 
minutes, according to reviewers at | Christian Broadcasting ' , | _icuscon price 
PC Computing. Each component is §J 
ona replaceable pop-out adapter card. | 
Expandability: The Deskpro/M | pawn 
features seven expansion slots, hous- | jerry Caron, 
ing five slots for 16- to 32-bit EISA | Faulkner Technical Reports 
a a saben Key: = Very good Bg Good 5 Fair © Poor oe ne en articles. Refer to actual reviews for details. User and analyst ratings are based on 


when upgrading. The company pro- | 
eT Vendor financial ratings Compaq responds 

Service and support: Parts and E John Sweney, program manager, media relations: 
labor are covered by a 90-day warran- | 

ty. Upgradable boards have a one- Kevin McCarthy, 

year warranty. Mabon Securities 

Value: Without the hard disk or | William Gorman, 

monitor, the 25-MHz 386 version | Provident National Bank 

costs $3,099. The 386 and other Compaq Computer Corp. reported a net loss of $70 million for the third quarter, end- 

Deskpro/M models cost about 12% isin September, as the result of a restructuring charge, derived from a workforce quire high performance and increased functionality. 


z 2 reduction and consolidation of operations. Sales were $709 million for the quarter. 
more than rival machines. 

















Dell System 333P grows strong with cache 


D r S i. 3399p ell Computer Corp.’s Dell 
System 333P, a modular 
en's oystem 33-MHz 386DX Industry 
Standard Architecture 
system, offers an average 
PC Week | : : : ? base product but allows users to add 
9/2/91 i optional cache features that make it a 
PC Magazine | Notforthe | Restricted up- ; strong competitor, reviewers said. 
10/29/91 power-hungry | grade options i i Performance: Reviewers said that 
Sa ee without the optional 32K-byte cache 
card, the base system gives mediocre 
performance. But for $149, the pro- 
cessor cache can be attached. 
Ease of upgrade: According to 
PC Week reviewers, upgrading from a 
386 to an 1486 is time-consuming. 
Upgrading requires taking off the 
seorge pson, — i case, expansion riser and boards and 
Datapro Information Services _ 1 I | 7 : throwing away the cache card, which 
Andrew Seybold, | | | is replaced with an 1486 module. Us- 
Lette tn. | ] — ! ers also cannot upgrade without in- 
Staslartieiean tee. stalling a set of BIOS chips from Dell. 
Seacadieee _— : | Expandability: The motherboard 
Saar batarentia Givdiecn | = | on Dell System 333P has three full- 
Key: BB very good BaaGood BB rair Poor tatoos ences are excerps from articles. Refer to actual reviews for details. User and analyst ratings are based Settee tiaamiests Along with 
bee ee Bie ; ; a toll-free hot line for technical sup- 
F : . port and a one-year warranty, there 
Vendor financial ratings Dell responds are enough upgrade manuals to fill a 
seat . Don McCord, product marketing manager: small bookshelf. 
es ame xe. tone Ease of upgrade: The extra minutes required Value: Dell System 333P costs 
John C. Maxwell, to remove components is a trade-off to get one of | $3,519, including an IBM Video 
Soundview Financial Group | the smallest profile upgradable systems on the mar- Graphics Array monitor and 4M 
Eric Zimits, | | ket. Customer acceptance has proven us right. bytes of memory. Adding the recom- 
Rauscher Pierce Refsnes Performance: For some of our more price-sensi- mended processor cache boosts the 
Dell Computer Com reported $12.4 million i in net income on on sales of $200 million tive customers, the added performance afforded by price to $3,668. The price is reason- 
for the second quarter of fiscal year 1992, which ended in August 1991. The rise in the cache is not worth $149 extra. able, but the complexity of upgrading 


net income represents a 94% increase over the same quarter in fiscal 1991. . 
makes the system less desirable. 
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My company uses the following environments: geo 
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The Information Warehouse Solution for 
SOL based Access to Relational and Non-relational Data. 


The exciting breakthrough is here... 
Enterprise Data Access/SQL (EDA/SQL), 
the key component of IBM's Information 
Warehouse framéwork. EDA/SQL is a family 
of client/server products that works 
together to extend the reach of SQL based 
tools and programs for accessing both new 
data and legacy data stored in IMS, VSAM, 
and other non-relational DBMSs and files. 
EDA/SQL is the only product that gives you 
a uniform, relational view of data, regardless 
of how and where its stored 

From spreadsheet applications to 
complex business systems, EDA/SQL 
provides the power and flexibility to support 


virtually any SQL based application. Popular 
tools like Lotus 1-2-3 and QMF - even 3GL 
applications - can use native commands and 
syntax to access over 45 local or remote 
proprietary databases and files. 

Now, you can have a true open network 
architecture. Integrate new and existing 
hardware and network configurations with 
EDA/SQL's interlocking communications 
components that support most major 
network architectures. You ¢an design the 
most cost-effective environment of inter- 
connecting PCs, workstations, midrange and 
mainframe platforms. And have complete 
control over the data access environment 


with centralized security management, 
on local and remote 
servers. You don't 
have to wait fora 
miracle. Now your data 
access problems can be solved. 
Call Information Builders today. 





1) 


Informnation Builders. Inc. 
1250 Broadway, New York, NY 10001 


800-969-INFO 
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rate, and sources indicate that Sony will 
work on at least one of the ultralight 
Powerbooks scheduled for a mid-1992 
arrival. 

Another likely scenario: Sony could 
team up with Apple and IBM in their joint 
multimedia organization, Kaleida. That 
venture will be charged with building 
desktop multimedia software and will 
eventually employ 300 people in the San 
Francisco Bay area, according to Apple 
officials. 

Sony would make a natural extension 
to the Kaleida infrastructure. While Ka- 
leida engineers are chasing the dream of 
multimedia computing, Sony is cranking 
out the high-resolution displays, optical 
discs and high-fidelity audio components 
used in those systems. 

Sony also owns CBS Records and Co- 
lumbia Pictures Entertainment — two 
gold mines likely to be tapped as the 
boundaries between computers, televi- 
sions and stereos continue to blur. 

The Apple/Sony collaboration is also 
expected to target an emerging area that 
blends consumer electronics and PCs. 
Such a partnership is expected to yield a 
miniature PC that could be connected to 
a television set and use a compact laser 
disc to play games, movies and music. 

“Tt’s undoubtedly one of the most ex- 
citing areas to be in today, both in terms 
of potential sales and its ability to signifi- 
cantly influence society,” said Pieter 
Hartsook, editor of “The Hartsook Let- 
ter,” an industry newsletter in Alameda, 
Calif. 

Apple engineers are reportedly work- 
ing on a consumer electronics product 
that uses their Quicktime multimedia ap- 
plication as the core of a home computer 
and entertainment center. That prod- 
uct, however, is probably at least a year 
off because Apple isn’t expected to finish 
Quicktime before the end of the year. 

The Apple/Sony alliance promises 
success where others deliver failure be- 
cause it is built around complementary 
needs. 

Sculley has widely indicated that Ap- 
ple will get into the consumer electronics 
market. Although Apple has no experi- 
ence in that market, Sony has consider- 
able manufacturing, marketing and sales 
expertise there. 

Sony, meanwhile, has long desired to 
be a major computer supplier in the U.S. 
and Japan. Although it has been a long- 
time supplier of Apple disk drives and 
monitors, it has an unenviable losing 
streak with the larger components. In 
1980, Sony launched a line of word pro- 
cessors in the U.S. just as PCs began mak- 
ing such machines obsolete. Sony’s first 
PCs appeared in 1982, but it used a micro- 
processor that handled only 8 bits of data 
at once and was incompatible with the 16- 
bit IBM PC, which was then fast becom- 
ing the industry standard. 

Apple and Sony are already quickly 
out of the gate, and the safe bet is that 
they will enjoy a symbiotic relationship 
like few have seen in this industry. Final- 
ly, it is a technological collaboration that 
doesn’t seem likely to crash and burn at 
the boardroom table long before the 
dreams have a chance to become a very 
exciting reality. 


Daly is a Computerworld West Coast senior corre- 
spondent. 
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RISC-based OCR family, 
stand-alone scanner offered 


BY CAROL HILDEBRAND 
CW STAFF 


A number of products embracing optical 
character recognition (OCR) technology 
hit the market recently. 

Umax Technologies, Inc. introduced 
the Readstation, a stand-alone OCR ma- 
chine for office use. 

Readstation compresses a scanner, 
automatic document feed, dedicated com- 
puter and OCR software — Omnipage 


page recognition software from Caere 
Corp. — into a single package. The com- 
pany said the product writes files of con- 
verted documents to a 3¥%-in. floppy disk 
drive, which supports DOS, Apple Com- 
puter, Inc. Macintosh and Unix formats. 
Specific word processing and spreadsheet 
formats can be chosen by means of a but- 
ton on the control panel. 

Calera Recognition Systems, Inc. un- 
veiled the M/Series, a reduced-instruc- 
tion set computing-based family of OCR 


systems. Steve Hayden, president and 
chief executive officer of the Sunnyvale, 
Calif.-based company, said the new prod- 
ucts function at speeds up to 1,000% fast- 
er than competitors’ products. 

Two of the machines, the MX2400 and 
MX600, are equipped with scanners and 
reach speeds of 28,000 word/min. and 
7,000 word/min., respectively. The scan- 
nerless versions support such third-party 
scanners as those from Fujitsu Ltd. and 
Hewlett-Packard Co. Pricing ranges from 
$24,495 to $44,995. 

In addition, Delrina Technology, Inc. 
has signed a letter of intent to acquire 
OCR Systems, Inc. The company will pro- 
duce extended character recognition 
technology, which recognizes handwrit- 
ing as well as machine-based print. 
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BY MICHAEL FITZGERALD 
CW STAFF 


CHATSWORTH, Calif. — Packard Bell 
Electronics, Inc., a dominant vendor in 
the mass merchandise channel that con- 
sistently sells enough personal computers 
to land on the Top 5 list of PC vendors, re- 
cently announced that it will sell turnkey 
local-area networks through its tradition- 
al channel. 

Packard Bell will also step up its efforts 
to attract value-added resellers in an at- 
tempt to branch into the corporate mar- 
ket. 


NOVEMBER 18, 1991 


PCs & WORKSTATIONS 


Packard Bell moves to bundle LANs 


Packard Bell will sell networks with 
from three to 25 workstations, according 
to Dennis Cox, director of marketing. The 
typical file server is based on Intel Corp.’s 
33-MHz 1486DxX chip and has dual floppy 
drives, a tape backup drive and a 426M- 
byte hard drive. 


Dual-speed support 

Cox said the Packard Bell machine will 
support Intel’s P24 dual-speed chips 
when they become available. Base config- 
uration for the machine will cost $14,499, 
and the price tag for a 25-node network is 
$61,000. 


The turnkey networks will include Mi- 
crosoft Corp.’s OS/2 LAN Manager, a 
Packard Bell 8 page/min. print server and 
a computer-controlled unlimited power 
supply. 

Cox conceded that offering such high- 
price items through the mass merchan- 
dise channel is a relatively bold move, 
however, he explained, “We think the 
time is right. We’re trying to bring to 
market . . .ano-tears implementation of a 
network for small businesses and work 


” 


groups. 
Packard Bell also announced two 
stand-alone computers, one based on In- 


lead the way 


Leaders become leaders by standing out 
from the crowd. Setting the example. 
And doing things better. 


We're the vendor of the only integrated 
set of tools for DB2° identified by IBM° 
as strategic to SystemView”: As a full 
member of the SystemVieweDesign 
Council, we’re working in concert with 
IBM development laboratories. 


The new IBM International Alliance for 
System View is making it easier than ever 
for organizations to work with IBM, 
PLATINUM technology, and other 
members of the alliance to streamline 
their systems and the way they perform. 


The proven PLATINUM Catalog Facility, 
trusted PLATINUM Analyzers, and high- 
performance PLATINUM Utilities (includ- 
ing our Data Compressor, Rapid Reorg, 
Quick Copy, Fast Load, and Fast Unload) 
have more value now than ever before. 


Which, when you're in the business of 
building or using tools and utilities for 
DB2, is also a very important leadership 


trait to possess. 


PLATINUM | 
technology 
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tel’s 20-MHz 1486SX/20, the other on its 
33-MHz 1486. These will come standard 
with extended Video Graphics Array res- 
olution of 1,024 by 768 dot/in., 4M bytes 
of random-access memory, a 107M-byte 
hard drive and a software bundle. 


Bundle up 

The following software packages are in- 
cluded in the software bundle: Micro- 
soft’s DOS 5.0 and Windows 3.0; Lotus 
Development Corp.’s Write, Smarttix and 
a specialized version of 1-2-3 for Win- 
dows; and the Prodigy service. 

Cox said Packard Bell will not give a list 
price, but he said he expects the 
1486SX/20 to sell for less than $2,400 
and the 1486/33 to sell for less than 
$2,800. 


Users weigh 
pros, cons 


CONTINUED FROM PAGE 43 


Dell Computer Corp. have announced 
notebooks with passive-matrix screens, 
while Sharp Electronics Corp. and Epson 
America, Inc. have promised active-ma- 
trix screens. 

e Clarity. How much color is good color? 
Active matrix achieves better screen clar- 
ity because each pixel has a transistor as- 
signed to it. Passive matrix uses more tra- 
ditional methods of filtering, and some 
users complain that it looks ‘washed 
out.” Also, both types of color screens 
tend to measure less than 9 in. diagonally. 
e Cost. Active-matrix screens cost signif- 
icantly more than passive-matrix screens. 
Dell and AST both have priced their base 
model passive-matrix notebooks at less 
than $5,000, while Epson has said it 
hopes to come to market with its active- 
matrix system at under $8,000. Sharp has 
not quoted a target price. 

e Availability. Passive-matrix machines 
will be on the market first, while active 
matrix, inherently a more difficult pro- 
cess, will not appear in any volume earlier 
than the late second quarter of 1992. 

“T’m being told that average [produc- 
tion] yields in active color are in the 15% 
to 30% range, but that some companies 
are getting yields [of] 70%, where some 
are at 5%,” said Andrew M. Seybold, di- 
rector of computer technologies for Data- 
quest, Inc. in San Jose, Calif. Seybold said 
he believes active-matrix screen produc- 
tion will be sufficiently high to make pas- 
sive matrix “‘a flash in the pan.” 

Tim Bajarin, an analyst at Creative Re- 
search Strategies International, Inc. in 
Santa Clara, Calif., also thinks users will 
wait for active matrix to become reality. 

“The real technology everybody 
wants is active matrix,” he said. Bajarin 
added that he does not see active matrix 
becoming a mainstream technology until 
1993, and it will not reach what he consid- 
ers the magic price point of $1,000 more 
than monochrome until 1995. 

“The bigger question for now is, can 
passive matrix fill the demand?” he said. 
Bajarin said he thinks users who do not 
have an immediate need for color will 
wait. 

While Smith said business customers 
at Travelers ‘“aren’t sophisticated 
enough to distinguish between active and 
passive,” other managers said they do 
notice the difference. 
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NEW PRODUCTS 


Software applications 
packages 


Ventura Software, Inc. has reduced the 
price of Ventura Database Publisher by 
more than 50%. 

The product allows easy database for- 
matting, sorting and searching, according 
to the company. It is now priced at $295, 
down from $695. 

Registered Ventura users are offered a 
price of $199 through Jan. 31, 1992. 
Ventura Software 
9745 Business Park Ave. 

San Diego, Calif. 92131 
(619) 695-7891 


With Mitron’s 
magnetic tape data com- 
munications terminals, 
you can transfer data off- 
line quickly and easily. 
Because Mitron terminals 
are completely indepen- 
dent of your mainframe, 
there’s never a problem 
with incompatible soft- 
ware or disruptions to 
data transfer when the 
computer is down. Best 
of all, Mitron terminals 
are simple to install and 


operate. In 15 minutes 
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Systems 


Arche Technologies, Inc. recently an- 
nounced the Arche Legacy 486SX-25 
desktop personal computer. 

The Arche Legacy 486SX-25 features 
4M bytes of system memory, 128K bytes 
of cache memory and an upgradable pro- 
cessor architecture, according to the 
company. 

Pricing starts at $2,698 without a hard 
drive. 

Arche Technologies 
48502 Kato Road 
Fremont, Calif. 94538 
(415) 623-8100 


Fora, Inc. has introduced the NBX- 
386S/25, a 6-pound notebook computer 
based on the 25-MHz Advanced Micro 
Devices, Inc. AMD386SXL chip. 

The system includes 4M bytes of ran- 
dom-access memory, a 60M-byte hard 
drive and a paper-white LCD with 640- by 
480-pixel resolution. 

The standard configuration is priced at 
$3,495. 

The company also offers an optional 
two-slot expansion chassis for $395. Oth- 
er options include an internal fax/modem 
device and a 10-in. external Super VGA 
monitor. 

Fora 

3096 Orchard Drive 
San Jose, Calif. 95134 
(408) 944-0393 


High-Speed — 


Data Transfer. | 


ROTI LI eliet ate) 


AO erin 
In 15 Minutes! 


you can be communicating with other Mitron terminals, bisynchronous terminals, 


or computers. 


And Mitron terminals are real workhorses. They'll transfer data depend- 


ably day after day, for as long as you need them and at a 


price you can afford. Mitron’s lease plans start as low as 


$311 a month — with no upfront cost. 

Did we mention that Mitron terminals are fast? The 
STD 1600 can transfer data at 256KB; the STD 6250 at 
384KB. 

If you are still mailing your tapes... stop. Let a Mitron 


terminal transfer your data faster and more reliably. 


Try a Mitron for 60 days. 


Our special no-strings offer makes it easy to put Mitron’s claims to the test. 


Try one of our terminals for 60 days. If you’re not com- 


pletely satisfied, we'll terminate your lease. 


To find out how you can simplify your company’s 
data transfer, call 800 638-9965. In Maryland, call 
301 992-7700, or fax to 301 596-5119. 


MITRON 


Systems Corporation 
2000 Century Plaza 
Columbia, MD 21044. 


Macintosh products 


Forval’s SA14400 modem for the 
Macintosh has a 14.4K bit/sec. base speed 


Forval America, Inc. has announced the 
SA14400 high-speed V.32 bis modem for 
Apple Computer, Inc. Macintoshes. 

The SA14400 offers 14.4K bit/sec. 
base speed and up to 57.6K bit/sec. trans- 
mission with data compression. The mod- 
em can be upgraded in the future via soft- 
ware downloads. 

The product is priced at $1,245. The 
price includes a coupon for reduced prices 
on cabling and Software Ventures Corp.’s 
Microphone II communications software. 
Forval America 
Suite F-440 
28241 Crown Valley Pkwy. 

Laguna Niguel, Calif. 92677 


| (714) 347-0100 


Microstrategy, Inc. has released the EIS- 
Toolkit for the Apple Computer, Inc. 
Macintosh. 

The spreadsheet-based tool allows us- 
ers to create executive information sys- 
tem (EIS) applications without program- 
ming. A version for Microsoft Corp.’s 
Windows environment will be available 
soon. Applications built with the tools will 
run on either platform, the company re- 
ported. Database front-end applications 
can also be constructed. 

The designer version costs $995, 
while runtime versions cost $2,995. 
Microstrategy 
1 Commerce Center 
Wilmington, Del. 19801 
(302) 427-8800 : 


Peripherals 


Output Technology’s Lasermatrix 
1000 selects the correct emulation 


Output Technology Corp. has introduced 
a continuous-form laser printer, the La- 
sermatrix 1000 Model 6. 

The printer offers both Adobe Sys- 
tems, Inc. Postscript emulation and Hew- 
lett-Packard Co. Laserjet III compatibil- 
ity. It automatically selects the appropri- 
ate emulation. 

The Lasermatrix incorporates the In- 
tel Corp. 1960 processor and provides 16 
page/min. output. 

Pricing is set at $5,495. 

Output Technology 
2310 N. Fancher Road 
Spokane, Wash. 99212 
(509) 536-0468 
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Never 
underestimate 
the power 


of a great 


microprocessor: 





ust look at the difference 


Fifty million strong and counting. 
That's how many high-performance sys- 
tems are powered by Motorolas 68000 
family of microprocessors. 

The 68040 is the 68000 family’s new- 
est member. As such, it inherits over 
$8 billion worth of 32-bit software. 

And its off to a fast start. Capable 
of delivering 22 MIPS at clock speeds 


of 25 MHz and 29 MIPS at 33 MHz, it 
outperforms any microprocessor at 
similar speeds. 

Surprised? You shouldn't be. The 040 
is a 32-bit, RISC-class performance micro- 
processor, with instruction execution 
approaching one instruction per clock. 

The 040 was designed from the 
start with price/performance in mind. 





this one’s made. 


Featuring on-chip cache and floating 68040-based computers deliver the 
point units, it provides an unprecedented —_ superior performance youre looking for. 
degree of integration and parallelism. To see how the 040 stacks up in real- 
Which means costly external memory life applications, just turn the page. 
accesses and wait states are nearly elim- 
inated. The result is high sustained 
performance at a remarkably low cost. 

So whether you're interested in desk- 
top, workstation or commercial systems, 





Next to NeXT, 486 PCs 7 


No doubt about it, the NeXTstation” _ the 486 based PCs (see chart). 

computer is a knock- This should come as no surprise 

out. Butappearance —_ when you consider the 68040 micro- 

is only a small part processor inside the NeXTstation. Its 

of the package. independently operating caching system 

In fact, price/ provides better sustained performance 

performance is where _ levels than the 1486: And its powerful 

it really stands out. multi-bit manipulation instructions allow 
Especially against for easy GUI design. Not to mention 


© 1991 NeXT Computer, Inc. All rights reserved. NeXT, the NeXT logo, NeXTstep, NeXTstation, NeXTmail.and MegaPixel Display are trademarks of NeXT, Inc. i486 is a trademark of Intel Corporation. Ail other brand and product names are trademarks or registered trademarks 





- 


the NeXTstation’s superb graphics. like built-in Ethernet, the innovative 
With its NeXTstep” object-oriented NeXTmail" messaging capabilities, and 

software, the NeXTstation has revolution- — the power of UNIX, it represents a 

ized eapnenting, And with features breakthrough in “interpersonal com- 
Te sega —SPS puting’ Yet it costs less than half the 

| Microprocessor ~—s ~ System Perf/MIPS System Price/Perf. | price of comparable systems. 

| Wotorola 080 NeKTetation 18 $4905 $03 In other words, you have every 

[Intel486 ss CompaqDeskpro 147 ~=—- $12,999 $884_—i| reason to consider the NeX Tstation as 


The NeXTstation tested has a 17" MegaPixel Display™ with 8 MB memory and a 105 MB sre a source is NeXT Computer, 


Inc. The DeskPro has a 12° Color VGA Di: ith 8 MB nd a 330 MB fixed disk; s Workstation Labs. Prices 
unite sc eaeabelinond rs’ list prices ani aoe ject to ea ar" i 7 your next system. 











of their respective companies. 





Against HewlettPackar 


Fast window- 
ing performance 
and low cost 
aren't mutually 
exclusive terms. 
Even in a work- 
station. The HP 

Apollo 425e 


ts a registered trademark and SPARCstation is a trademark of Si 


is an excellent case in point. 

Quite simply, the 425e can run more 
simultaneous applications, more effi- 
ciently than the Sun’ SPARCstation™ ELC. 
Just check out the Windowing XII per- 
formance. The 425e clearly outperforms 
the SPARCstation (see chart). And at 
a price/performance point that blows 
it away. 


un Microsystems, Inc. All other brand and product names are trademarks or registered trademar' t 





pparcs 

Then again, the 425e is a 68040-based 
machine. And the 040 incorporates RISC- 
like features such as integer and floating 


~The Workstation Market —$/Windowing X11 Performance __ 
040 vs. SPARC 





- Windowing System Price/Perf 
X11 Perf Price 

(ops/sec)* 
11,000 
6,500 


| Microprocessor “System 
| Motorola 040 HP Apollo 4258 
[SPARC _—_—SSPARCstation ELC 


$5,490 $0.50 
$4,995 $0.77 
“Based upon X11 perfe inal emulation and 10x10 window management (publicly available benchmark). HP Apollo 


425e configuration B RAM, diskless, 19" grayscale monitor. SPARCstation ELC configuration is 33 MHz, 
8 MB RAM, diskless, 17” monochrome monitor. Prices quoted are manufacturers’ list prices and are subject to change. 


! 


windows shatter. 


point pipelines, single-cycle execution, 
and load and store optimizations. 

So now people who need high- 
performance windowing, local processing 
power, fast data analysis, crisp graphics 
and versatile networking capabilities can 
have it all with an HP Apollo workstation. 
Without having to pay the price. 





The Bull DPX/2 Model processor or an all-purpose system for 
250 is a multi-user UNIX’ small and medium sized companies. 
system that gives you a wide Its powerful, thanks to a Motorola 
range of choices. It's versatile, 68040 microprocessor at its core. 
operatingas  Withaburst interface on its bus con- 
aworkgroup __ troller, the 040 rapidly shuttles massive 
server, a amounts of data on and off the chip. 
departmental That translates to sustained peak per- 
or aa formance in a demanding multi-user, 


DEC is @ registered trademark of Digital Equipment Corp. UNIX is a registered trademark of AT&T. AIM is a registered trademark of AIM Technology, Inc. All other brand and product names are trademarks or registered trademarks of their respective companies. 





e competition. 


multi-functional environment. 

So when it's put through its paces 
against MIPS RISC-based machines like 
the DECsystem 5100, the Bull DPX/2 is 





The Commercial Market—$/AIM 
040 vs.MIPS s 
Microprocessor System AIM System __ Price/Perf 
Price ($ per AIM) 
Bull DPX/2 Model 250 19.5 $26,290 $1,348 


___DECsystem 5100 175 $39,940 ‘$2,282 


Motorola 040 
MIPS R3000 





The Bull DPX/2 250 was configure 


CPU and 64 MB RAM. As published in the AIM® Performance Report II. Pric 


es quoted are manufactw 
subject to change. 





red with 25 MHz CPU and 20 MB RAM. The DECsystem 5100 was con; setae see ee ae 


awesome. Weighing in with 19.5 AIMS 
versus the DECsystem’s 175. And costing 
nearly $900 less per AIM (see chart). 

With that level of price/performance, 
its no wonder Bull's Motorola-based 
server family has already sold over 25,000 
multi-user systems. And more and more 
computer professionals are sold on Bull 
computers every day. 





And as for Macintosh, the 


When the first Apple® Macintosh’ high end of the PC market with the Mac- 
wee on the scene, it radically intosh Quadra“700 and 900 computers. 
changed the face of Supporting up to 20 megabytes of 
_ thepersonal § RAM,the Macintosh Quadra 700 may be 
computer the most powerful personal computer 
marketplace. ever tosit atop a desk. And with support 
And now for up to 64 megabytes of RAM, the 
Apple is re- Macintosh Quadra 900 is the most 
defining the expandable Macintosh yet. 


shee lished in October 1991 supports the conclusi ee the Macintosh Quadra 900 performed 63% faster than the Dell 433P, 55% faster than the Compaq Deskpro 486/33L, and 20% faster than 
Nn ral ecionah 's of their respect: fpeecsinse 





eS simply no comparison. 


Both come with built-in networking 
support. And both support all Apple 
displays and up to 32-bits of color. 

But speed is their real distinguishing 
feature. The graphics architecture is faster 
than ever. They have enhanced SCSI and 
NuBus™capabilities. And each contains a 
Motorola 68040. Asa result, they run most 
applications almost twice as fast as the 


powerful Macintosh IIfx. In fact, ina recent 
independent study, the Macintosh Quadra 
900 outperformed 33 MHz and 50 MHz 
486-based systems by as much as 63%: 

The speed, graphics and flexibility of 
the Macintosh Quadra computers set 
them apart from any other personal com- 
puter. In other words, Macintosh is, once 
again, ina class by itself. 


Macintosh and Windows 3.0 applications (such as Excel and PowerPoint). Apple and Macintosh are registered trademarks of Apple Computer, Inc. Macintosh Quadra is a trademark of Apple Computer, Inc. NuBus is « trademark of Texas Instruments. All other brand and 





50 when youre 
looking for réal power 
ma computer, 
consider the source. 


No matter which cri- detailed understanding of 
teria you use. Whether the 68040. They stand ready 
youre evaluating by MIPS, to aid in the most intricate 
Xi Performance, AIMS, system design, or answer 
or simply the time it takes the most basic questions. 
to run an application. 3 Finally, consider the 
The systems that come : fact that Motorola was a 
out ahead in price/perfor- winner of the first Malcolm 
mance are powered by the Baldrige National Award 
68040. The microprocessor for quality. 
that has pushed on-chip integration to All in all, you know what you're 
anew level. getting when you go with an 040-based 

Add to that Motorola’ reputation system. And all we can say is, more 
for technical support at every level. power to you. 

Hundreds of Field Application Engineers For additional information on the 
and Systems Engineers worldwide havea Motorola 68040, call 1-800-845-MOTO. 


) MOTOROLA 


rola, Inc. All other brand and product names are trademarks or registered trademarks of their respective companies. ©1991 Motorola Inc. all rights reserved 
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COMMENTARY 
Elisabeth Horwitt 


Management 
indigestion 


agement is high 

on, if not top- 

ping, IS manag- 
ers’ to-do lists. Vendors are fall- 
ing all over themselves re- 
sponding to corporations’ 
increasingly vocal demands for 
network management products. 
The result has been a network 
management smorgasbord that 
is giving a lot of IS managers in- 
digestion. 

There are three general 
types of network management 
products. First are proprietary 
products that were designed to 
manage a specific type of LAN, 
multiplexer, host network or 
other communications system. 
This type of product has been 
around long enough to become 
mature, dependable and highly 
functional. The problem is that 
these offerings only work for one 
vendor’s system, providing no 
way to troubleshoot problems or 
measure traffic levels across a 
multivendor network. 

The second type of product, 
now several years old, is the in- 
tegrated network management 
platform. Examples are IBM’s 
Netview, DEC’s Enterprise 
Management Architecture and 
Hewlett-Packard’s Openview. 
These platforms take the top- 

Continued on page 62 
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Push is on to connect 
the X.500 network 


E-mail’s potential may be missed without links 


BY ELLIS BOOKER 
CW STAFF 


Electronic mail networks are 
getting hitched together faster 
than couples in a Las Vegas wed- 
ding chapel. 

Unfortunately, this long- 
awaited activity, made feasible 
by the wide-scale adoption of the 
CCITT X.400 interconnection 
standard, has not been without 
problems. 

In particular, users are grum- 
bling about the complex address- 
ing needed to send an X.400 
message to its destination out- 
side the corporation. 


Today, a sender needs to 
know a recipient’s exact X.400 
address, containing up to eight 
segments including an organiza- 
tional identifier that can have up 
to 64 characters. 

Some heavy E-mail users are 
even getting new business cards 
embossed with their X.400 ad- 
dresses. 


X.500 crucial 

Meanwhile, the push is on to de- 
ploy X.500, a 1988 companion 
standard to X.400 that specifies 
directory services across public 
and private E-mail systems. 
Many observers say X.500 will 


be crucial to realize the 
full potential of current 
and planned X.400 in- 
terconnections. 

“Directory technol- 
ogies and interconnect- 
ed directories will facili- 
tate the next genera- 
tion of electronic 
messaging,” said Gary 
Rowe, core services di- 
rector at AT&T Easy- 
link Services. 

A so-called X.500 
global Directory Infor- 
mation Tree would en- 
able a user to interro- 
gate attached X.500 
directories both 
those of public informa- 
tion networks and pri- 
vate E-mail systems — 
anywhere in the world, 
subject to security con- 
trols. 

Easylink was one of the 
founding members of the North 
American Directory Forum 


Inverse multiplexers filling WAN gap 


ANALYSIS 


BY JOANIE M. WEXLER 
CW STAFF 


The use of devices called “‘in- 
verse multiplexers” to better 
control companies’ consumption 
of wide-area bandwidth is being 
spurred in part because of a re- 
luctance to pay for dedicated 
lines or switched services that 
may not get the use needed to 
cost-justify them. 

Inverse multiplexers are de- 
vices that sit on a customer’s 
premises, collect data from a 
fairly bandwidth-intensive appli- 
cation and separate it into 56K 


Multiprotocol V.32 


* SDLC/BSC/ASYNC adapter 
with 9600 bps V.32 modem 

+ V.42/V.42bis, throughput to 38,400 
bps, also MNP®5 


Modem Adapter 


* Runs IBM®SNA/SDLC software under 
® 


DOS, OS/2 


* Runs popular async communications software 
* Runs MicroGate 3780/3270/BSC/SNA/ API software 


bit/sec. or 64K bit/sec. channels 
in the local loop. 

They then synchronize the 
data and send it through the 


In step 


switched public network to a 
twin device at the receiving end, 
where it is remultiplexed. This 
switched virtual circuit is creat- 


Growth in the worldwide inverse multiplexer market is tied to the 
maturation of applications such as videoconferencing, imaging 


and internetworking 


Worldwide value of shipments 
$250 dn millions of U.S. dollars, projected) —__— 





1994 


CW Chart: Michael Siggins 


V32 
SDLC V.32 Modem 


* SDLC adapter with 
9600/ 12000 bps 
V.32/turbo modem 

* Runs IBM SNA/SDLC software 
under DOS, OS: 2 

* $895 (9600 bps model, includes 
SDLC autodial software) 


Adapter 


Directory user agents 


Management domain 


Source: NADF 


Tying the knot 

Closer links among electronic mail 
networks will be tested under a North 
American Directory Forum pilot program 


Public directory 


X.500 
Public directory 
Phase 2 
Public directory 


Private directory Phase 3 


Private directory 


CW Chart: Janell Genovese 


(NADF). Established early last 
year and representing 15 public 
Continued on page 54 


ed when data is sent and then 
torn down. 

The equipment fills a gap in 
switched offerings in the local 
loop. Today, users can dedicate 
lines from 9.6K bit/sec. to 56K 
bit/sec. and from 56K bit/sec. to 
T1 (1.54M bit/sec.) services. 
Unlike in the long-distance net- 
work, there are no fractional T1 
services yet offered from the 
56K bit/sec.-to-T1 speeds, and 
such offerings are not expected 
for several years. 

Most companies must dedi- 
cate a T1 line to their local-ex- 
change carrier’s office. Inverse 
multiplexing equipment, which 
is offered by companies such as 
Ascend Communications, Inc. in 
Alameda, Calif.; Digital Access 

Continued on page 55 


Unified Serial 
Adapter 


* SDLC/ASYNC adapter 


with SDLC autodial port 


* Connects to external V.32/V.32 bis 
modem or DSU/CSU via RS232 


* Speeds to 57,600 bps 


* Runs IBM SNA/SDLC software under DOS, OS/2 
* Runs popular async communications software 
* $329 (includes SDLC autodial software) 


“eee Meh ATE 


Products shown available in ISA and MCA versions. ¢ 1991 MicroGate Corporation, 9501 Capital of Texas Highway. Suite 105, Austin, Texas 78759. (512) 345-7791. MiczoGate is a registered trademark of MicroGate Corp.. IBM and OS 2 are trademarks of IBM Corp _ MNP is a trademark of Microcom. inc. 


* $999 (includes SDLC autodial software) 
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Push is on to connect the X.500 network 


CONTINUED FROM PAGE 53 


messaging providers and the U.S. Postal 
Service, NADF members are expected 
early next year to begin an experimental 
pilot aimed at proving NADF approaches 
to directory interconnection. 

Phase 1 will include basic interconnec- 
tion of public direction. 

Phase 2 will test the use of directory 
user agents (DUA) software with the in- 
terconnected public X.500 directories. 


OWE AND HIS 

counterparts in the 

NADF are drafting a 
so-called Bill of Rights for 
E-mail users. 


DUA, the search mechanism in X.500, is 
resident on the user’s local computer and 
acts as the client in X.500’s client/server 
architecture. 

The DUA interacts with the public di- 
rectory’s Directory Systems Agent, the 
mechanism that handles transactions be- 
tween public directories. 

Phase 3 will bring forth commercial 
X.500 public directories and begin work 
on adding directories from private E-mail 
systems — called Private Directory Man- 
agement Domains — into the mix. 

Dates for the Phase 2 and Phase 3 
tests have not yet been set because they 
hinge on the success of the Phase 1 ex- 
periment, Rowe said. 

Rowe was quick to acknowledge that 
the NADF still has challenges ahead. For 
instance, the NADF must also devise set- 


At your 
server 


ewlett-Packard Co. re- 

cently announced a joint 

development agreement 

with Touch Communica- 

tions in Campbell, Calif., 
to bring out a scalable, Unix-based 
X.400 messaging server. The serv- 
er, an HP 9000 Series 800, will run 
a ported version of Touch’s World- 
talk PC E-mail Gateway. 

Microsoft Corp.’s Mail for the 
Macintosh and Lotus Development 
Corp.’s CC:Mail will be the first two 
local-area network E-mail products 
to get a gateway into HP’s X.400 
backbone. The server will also pro- 
vide connectivity to Unix-based 
Simple Mail Transfer Protocol and 
pure X.400-based E-mail environ- 
ments. 

Available in January, the World- 
port software for the HP 9000 will 
be priced from $8,000 to $24,000. 

HP also announced last month an 
X.500 product integrated with its 
own Openmail software. 

The HP X.500 Distributed Di- 
rectory, which will also be deployed 
on the HP 9000 Series 800, will 
cost from $5,000 to $40,000. 

ELLIS BOOKER 


tlement and accounting procedures for 
X.500 searches. 

Another pressing issue is the settle- 
ment of security rules. 

“‘We’re working up front to deal with 
security issues,”’ said Rowe, the current 
chairman of the NADF security and priva- 
cy group. He added that the NADF “has 
no intention of listing users who don’t 
want to be listed.” 

Indeed, Rowe and his counterparts in 
the NADF are drafting a so-called Bill of 
Rights for E-mail users. 

At the same time, the NADF has taken 
a serious look at the global nature of mes- 


saging and has liaison relationships with 
the European Workshop on Open Sys- 
tems and the European Telecommunica- 
tions Standards Institute. 


Not totally successful 
Meanwhile, the experience of the first 
production quality field test of X.500, 
while useful for learning, “‘hasn’t been to- 
tally successful as a service,”’ said Mar- 
shal T. Rose at Dover Beach Consulting, 
Inc. in Mountain View, Calif. 

Begun in July 1989, the Internet pilot 
project had an objective of an electronic 
white pages. But, according to Rose, the 
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technology is complicated, training for it 
is difficult and existing implementations 
and end-user interfaces are not totally 
satisfying. 

In addition, Rose said, X.500 by its na- 
ture seeks to “‘export’’ a uniform informa- 
tion infrastructure, but ‘“‘no such struc- 
ture exists today for organizations.”’ 

Finally, there is the political dimension 
of X.500. As Rose explained it, the incen- 
tive for companies to allow their directo- 
ries to be interfaced with an X.500 ser- 
vice is “inverted.” 

Put another way, companies find value 
in having the rest of the world added to a 
common directory but may not want to 
add their directory, both because of se- 
curity/privacy concerns and because of in- 
stitutional inertia. 





For the first time, combining Open Systems with OLTP makes : 
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ore) 


powerful sense. 


NETWORKING 


Inverse multiplexers filling 
wide-area networking gap 


CONTINUED FROM PAGE 53 


Corp. in Reston, Va.; and Teleos Commu- 
nications, Inc. in Eatontown, N.J., simu- 
lates fractional T1 services with the add- 
ed benefit that users pay for the long- 
distance portion of the data trip only when 
they are actually transmitting. 

The influx of cost-saving applications 
such as videoconferencing, which con- 
sumes large amounts of bandwidth for fi- 
nite periods of time, is driving this pay-as- 
you-go market, according to a recent 
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study by The Yankee Group, a Boston 
consultancy and research firm. Applica- 
tions such as backup, image and intercon- 
necting local-area networks should push 
the market to $250 million by 1994, the 
firm predicted (see chart). 


Affordable alternative 

Willis Corroon Corp., an international in- 
surance brokerage, said it could not have 
afforded a T1 videoconferencing link from 


Now you can get the full power of OLTP without 
sacrificing the flexibility of open systems. Because 
Unisys is the first to market OLTP for UNIX based 
systems with enhancements that make it possible to 
get high-level performance, efficiency, control and 
data integrity. In other words, this isn’t “OLTP lite.” 
In addition to powerful performance, Unisys 
Open/OLTP gives you unmatched growth on a 
client/server architecture that complies with the 
X/Open model. The breadth of our UNIX based prod- 
uct line gives Unisys Open/OLTP the flexibility to 
adapt to most transaction-intensive or distributed 
environments. And our integration tools let you use 


Open/OLTP with your current applications and sys- 
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capability to combine OLTP with open systems for 
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We make it happen 
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its U.S. headquarters in New York to its 
Nashville site, despite plummeting video 
equipment costs. 

When the firm looked at it, the cost of 
T1 lines between Nashville and New York 
was about $20,000 a month — “‘so far out 
of reach we couldn’t even consider it,” 
said Tom Farley, the firm’s vice president 
of telecommunications. 

Farley has been using a pair of Ascend 
devices (about $18,000 each) and a Har- 
ris Corp. videoconferencing system 
(about $44,000 at each end) since March. 
He will amortize the cost of the equip- 
ment over five years, and he pays monthly 
access charges for his local T1 line, which 
doubles as a voice transport. He said net- 
work use charges for each videoconfer- 
ence average about $60 an hour. 


Another user, an operations manager 
at the telecommunications arm of a large 
food and drug chain, said that for his large- 
bandwidth video applications, “There 
aren’t many alternatives. I only require 
six 56K lines, and I don’t know anywhere 
in the country where there is fractional 
T1 in the local loop.” His firm has been us- 
ing Digital Access’ equipment for six 
months to gain access to MCI Communi- 
cations Corp.’s switched network. 

A Minneapolis-based organization in- 
stalled the Digital Access equipment for 
LAN-based medical imaging applications 
when it opened an Indianapolis office in 
April. 
“A dedicated T1 line would have been 
$7,900 a month, and we don’t need the 
full-time, real-time connections,” said 
Scott Lucas, a consultant at the Center 
for Diagnostic Imaging. 

Lucas said that by the time he would 
have added T1 multiplexer equipment 
and installation charges to the recurring, 
hefty dedicated-line fee, “If you put the 
spreadsheet to it, it doesn’t take long to 
see that you'll save some money.” 

According to Lucas, the center is using 
the equipment to transport ad hoc images 
to the proper specialist’s location for diag- 
nosis so that “the patient doesn’t have to 
know where the doctor is.” 


























New actin town 
The traditional T1 multiplexer vendors 
are also getting into the act. 

Last week, Timeplex, Inc. said it will 
bundle inverse multiplexing capabilities 
into its equipment in January, allowing us- 
ers to mix and match private and public 
networking schemes within one box. 

In addition, competitor Newbridge 
Networks, Inc. has announced stand- 
alone products slated to ship in the same 
time frame that, like Timeplex’s, support 
multiple applications on the user side. 
Yankee Group expects Ascend and Digital 
Access to also have multiple data-port 
models by mid-1992. 


Inverse 
standards 


s with any customer prem- 

ises equipment, the issue 

of multivendor interop- 

erability has reared its 

head in the inverse multi- 
plexer market. 

Compatibility standards are be- 
ing addressed by two groups. One is 
an implementors’ forum known as 
the Bandwidth On Demand Intero- 
perability Group (Bonding), which 
60% market leader Ascend joined 
this month. 

Bonding was formed this fall, 
when Newbridge Networks, Inc. an- 
nounced its intention to enter the in- 
verse multiplexing market. 

The Switched Digital Services 
Application Forum (SDSAF) — 
comprising carriers, application 
suppliers and equipment vendors — 


also includes an interoperability 
committee. SDSAF and Bonding 
have discussed sharing specifica- 
tions, and Bonding may become in- 
corporated into SDSAF. 

JOANIE M. WEXLER 


Why is cc:Mail the lea 


cc:Mail is so easy to 
install, learn and use, 
you can have your 
electronic mail 
system up and 
running quickly. 


i ee 


Only cc:Mail can send information across all of these computing platforms to reach 
everyone in your organization, without the need for gateways. 


File Edit Select Message ‘Window Help 
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Joint venture proposal... 

Possible Factory Site! 
Mike Long Company picnic 
Joanne Nelson New account 
Stephanie Middleton New office opening 
Darryl Hahn Re: Customer visit 
Darryi Hahn 


Select a message to view irom the Folder. 


Over a million satisfied customers have already given cc:Mail a first-class rating. For example, Windows 
users love its easy-to-use interface, Smartlcons™ and application integration. And PC World says ‘Sending a cc:Mail 
message is easier than addressing an envelope and licking a stamp.’* 9/91 


© Copyright 1991 cc:Mail, Inc., a wholly-owned subsidiary of Lotus Development Corporation. All rights reserved. Lotus and 1-2-3 are registered trademarks and Smarticons is a trademark of Lotus Development Corporation. cc:Mail is @ 
trademark of Novell, Inc. Banyan is a registered trademark of Banyan Systems, Inc. Ami Pro is a trademark of Samna Corporation, 








(ling e-mail package? 


It's easy to see why cc:Mail™ from Lotus’ is the world’s 
leading electronic mail package. Because it delivers more 















































— a fu than messages. It handles just about any electronic mail 
tion architecture which need you might have. No matter how 
means your mail system large or small your workgroup is. 


will grow 
as your 

company 
grows. 


With it you can send text, files, graph- co: fail 
ics and faxes across all major local 
area networks such as Novell? LAN _—s 
Manager and Banyan’ Without needing new hardware. 
Better still, it’s the only system that 
allows you to send electronic mail effort- 
lessly back and forth from different 
platforms—such as DOS, Windows™3.0, 
OS/2° and Macintosh—across the 
same LAN, without the need for gate- 
ways. Plus, with cc:Mail you can access 
public mail and even mainframe mail 
quickly and easily. 

Our newly released cc:Mail for Windows takes full advan- 
tage of Windows 3.0. Support of Dynamic Data Exchange lets 
you easily send other mail-enabled Windows files from within 
those applications. For example, you can send a report you've 
written with Ami Pro™ for Windows across the country while 
the application is still on your desk top. 
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You can send a file from any mail-enabled application, 


such as 1-2-3° for Windows and other industry Plus, cc:Mail is the first package of its kind to take advan- 
leading software programs without leaving the application. tage of a new, fully scalable messaging architecture. This 


means cc:Mail will grow 

along with your business. 

Whether you're adding 

six new users, 6,000 

or 60,000, cc:Mail is 

a proven solution. 

As PC World has said, 
“It’s clearly a best buy.’ 

PC World, 9/91* 

For a free demo 
disk of the cc:Mail 
Macintosh, Windows or 
DOS Platform Pack of 
your choice, call us today 
at 1-800-448-2500. 





Keep things running time with cc:Mail’s 
advanced integrated calendaring and scheduling option. 













trademark of cc:Mail, Inc. Windows is a trademark of Microsoft Corporation. OS/2 is a registered trademark of International Business Machines Corporation. Macintosh is a registered trademark of Apple Computer, Inc. Novell is a registered 
a wholly-owned subsidiary of Lotus Development Corporation. *This quote reprinted with the permission of PC World. 
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FCC blasts AT&T for New York blowout 


BY GARY H. ANTHES 
CW STAFF 


WASHINGTON, D.C. — The 
Federal Communications Com- 
mission, in a scathing appraisal of 
lapses by AT&T in the Sept. 19 
telephone network failure that 
grounded 85,000 air passen- 
gers, said the New York outage 
was caused in part by “dated” 
power alarm equipment “‘placed 
in functionally obsolete locations 
[and] in a state of general neglect 
and disrepair.”’ That same situa- 
tion exists with at least 31 other 
AT&T switching centers, ac- 


cording to the FCC. 

In an 18-page report on the 
power failure at AT&T’s Thom- 
as Street facility in Manhattan, 
the FCC said, ‘Three levels of 
failure occurred at Thomas 
Street: failure of the power 
equipment, failure of the alarm 
systems and failure of manage- 
ment. That all three failures 
might recur at the same time at 
the same facility at some point in 
the future is unlikely. 

“However, although AT&T 
has made establishing a ‘self- 
healing’ network its goal, facili- 
ties such as Thomas Street will 


Painful results 


ccording to the Federal Communications Commission 
review of the Thomas Street event in New York on 
Sept. 19, a “failure at three levels” of AT&T — in 


e4, 5 million blocked domestic long-distance telephone calls. 
e 500,000 interrupted international calls. 
e Loss of 80% of the Federal Aviation Administration’s tele- 


phone circuits. 
e Cancellation or delay of 1,174 flights, affecting 85,000 airline 


passengers. 





Introducin 
combin 


continue to be subject to major, 
catastrophic failure,”’ the report 
said. 

The FCC said AT&T stoutly 
denied that cost-cutting mea- 
sures were a contributing factor 
to the outage, the fourth major 
network failure in less than two 
years. But the commission said it 
was “‘less clear” about the possi- 
ble effects of worker morale, and 
it cited ‘anecdotal reports” of 
understaffing and poor morale at 
the Thomas Street facility and 
other AT&T sites. 


Backup system bombed 
The massive telephone outage 
was triggered by a failure in 
AT&T’s backup power system, 
which AT&T switched to as part 
of a power-saving agreement 
with Consolidated Edison. In 
making the switch, a power 
surge aided by an overly sensi- 
tive safety device disabled recti- 
fiers, which convert AC power 
from diesel generators to the DC 
current used by telephone 
switches. As a result, power was 
drawn instead from emergency 
backup batteries. 

Normally, such an event 
would have been easily correct- 
ed in the six-hour window pro- 


Imagine upgrading your network by adding boards to a 


bridge/router you need never turn off. Imagine your data 


NETBuilder II 


moving rapidly from network to network without bottleneck- 


ing, thanks to the muscle of a RISC processor. And imagine, ‘ 


too, a bandwidth capability wide enough to handle the 


bulge of video, text and multi-media data. 


All this is found in the new NETBuilder’ II. It is quite 


simply the most potent combination of technology in network- 
ing today. NETBuilder [I harnesses RISC, FDDI and an 800mbps 
backplane to an ASICs design that reduces the number of 
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vided by the batteries, but a se- 
ries of management and techni- 
cal lapses prevented automatic 
alarms from being detected by 
any of the more than 100 super- 
visors and technicians in the 


building that day. 


LTHOUGH 

AT&T HAS 

made estab- 
lishing a ‘self-healing’ 
network its goal, facili- 
ties such as Thomas 
Street will continue to 
be subject to major, 
catastrophic failure.” 


FCC REPORT 


Some alarm lights did not 
work; some alarms were placed 
where they could not be seen or 
heard; alarm bells had been inac- 
tivated by AT&T personnel be- 
cause they were subject to nu- 
merous false alarms; and visual 
inspections of the equipment 
normally performed after a cut- 
over to backup power were not 


performed, in part because tech- 
nicians were in a training course 
elsewhere. 

The FCC did not fine AT&T, 
but it did direct the carrier to file 
a written statement saying 
whether it would continue to 
take service from electric utili- 
ties under power-saving agree- 
ments. It also directed AT&T to 
produce a comprehensive report 
on the status of power systems, 
alarm systems and emergency 
procedures at all AT&T offices 
and to produce an analysis of the 
vulnerability of AT&T’s entire 
network to disruptions with 
steps it plans to take to avoid fu- 
ture outages. 

In a written statement, 
AT&T said it would comply with 
all FCC requests. It said that 
most of the requested analyses 
had already been completed and 
that recommended actions were 
being implemented. 

Rep. Edward J. Markey (D- 
Mass.), chairman of the House 
Subcommittee on Telecommuni- 
cations and Finance, called the 
tough report and its demands an 
“about-face by the FCC,” which 
has traditionally argued that 
marketplace pressures were suf- 
ficient to assure reliability of the 
telephone system. Markey said 
he is working on legislation “‘to 
ensure reliability is embedded in 
the network.” 


NET Builder 
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Police use PC-to-mainframe 


links to keep track of evidence 


ON SITE 


BY JIM NASH 
CW STAFF 


A police officer’s job is pretty un- 
forgiving, whether on the street 
or in the data center. One over- 
riding concern is keeping track 
of criminals, records and evi- 
dence on anything from frozen 
body parts to stuffed sharks. 

Take the police departments 
in Denver, Santa Cruz, Calif., 
and Roseville, Calif. Each is 
using or has begun to implement 
microcomputer-to-mainframe 
architectures designed to cut er- 
rors, reduce officer work load 
and save shrinking funds. 

All three departments are 
linking stand-alone personal 
computers and/or networked 
systems to mainframes using 
Bellevue, Wash.-based Attach- 
mate Corp.’s Extra terminal-em- 
ulation and gateway software. 

Denver Police Sgt. Tom 
O’Byrne was transferred in 
1989 to the property section, 
where all confiscated items are 


95570 ga 
Pe 


NOVEMBER 18, 1991 





stored until they are returned, 
destroyed or auctioned. 

In 1988, the department had 
hired a consultant to build a PC- 
based system to track pieces of 
evidence numbering in the hun- 
dreds of thousands. Until that 
time, Denver had used a system 
of handwritten logs, inventories 
and reports documenting the ul- 
timate outcome of each item. 


Crated solution 
The solution decided on was a 
bar-code system using a desktop 
computer and several handheld 
scanners. The consultant, how- 
ever, left after installing only the 
code printers. The rest of the 
purchased hardware and soft- 
ware was still uncrated when 
O’Byrne arrived a year later. 
Even though evidence was 
being labeled with bar codes, 
O’Byrne said, officers were still 
manually writing reports and en- 
tering 10-digit codes represent- 
ing the goods. ““That’s where er- 
rors came in,” he explained. 
Type in one wrong number, 
and the property could disappear 




















in a basement three-quarters the 
size of a football field and filled 
with guns, cash, narcotics, fro- 
zen body parts, stereos and — at 


one time — an impounded 
stuffed shark. 
O’Byrne picked up the pieces 


having little or no experience 
with computers. “I 
just hacked it togeth- 
er, really,” he said. 
What he hacked to- 
gether in May 1990 
includes three hand- 
held bar-code scan- 
ners, a_ stationary 
model from Symbol 
Technologies, Inc. and a decoder 
from Bar Code Industries. 
O’Byrne said he used Attach- 
mate’s Now software to build 
screens and automate main- 
frame connections. 

The scanners feed informa- 
tion to an AT&T 386SX PC that 
uses Attachmate’s Extra Ex- 
tended for DOS terminal emula- 
tion software. From there, the 
information is stored on one of 
several mainframes operated by 
the city of Denver. 
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O’Byrne said it used to take 
20 hours to process 1,000 rec- 
ords before the system was set 
up; that time has been reduced to 
five minutes. He estimated that 
Denver saves $100,000 a year in 
increased productivity and in- 
put-error reduction. 

In California, Patrolman Mike 
Menz has helped reduce re- 
sponse time, budgets and staff 
stress using microcomputer-to- 
mainframe communications for 
the Roseville and Santa Cruz po- 
lice departments. 

While working for Santa Cruz 
a few years ago, 
Menz helped design a 
system of Toshiba 
America Information 
Systems, Inc. lap- 
tops, PCs, Attach- 
mate software and 
the county of Santa 
Cruz’s IBM 3080 
mainframes. The idea was to 
take dispatchers out of the vehi- 
cle registration and personal 
identification checking process. 

After getting the ball rolling 
in Santa Cruz, Menz became a 
patrolman in Roseville but acts 
as a consultant for Santa Cruz. 
He said he is working on a similar 
project for Roseville. Both are 
still under way, Menz added. 

Lola Crain, dispatcher super- 
visor for Santa Cruz, explained 
that on a busy summer night in 


FDDI capabilities to your network. 
To learn more about NETBuilderII and the other NETBuilder 
family products call 1-800-NET-3Com. Or visit your 3Com 


reseller. And find out how your network can really take off. 


1991 3Com Corporation, 5400 Bayfront Plaza, Santa Clara, CA 95052. Telephone (408) 764-5000. 
3Com and NETBuilder are registered trademarks of 3Com Corporation. SUPERMAN is a trademark of DC Comics Inc. ©1991 


the popular tourist town, as 
many as three dispatchers may 
be needed to handle police and 
citizen calls. A slow month such 
as October can generate 3,000 
officer-initiated calls, half of 
which are license checks from 
police officers, she said. 

Menz said those types of calls 
can be made directly by squad 
car and motorcycle officers using 
Toshiba portable PCs and radio- 
frequency modems to link up 
with county and state main- 
frames. Instead of the requests 
being called in to dispatchers 
who then type the information 
on terminals, officers send their 
requests directly to a 386 PC 
running Extra for Windows. 
That PC, in turn, opens a main- 
frame session, retrieves infor- 
mation and sends answers to the 
officers in the field. 

Crain said when the system is 
fully functional next autumn, it 
will free dispatchers to take oth- 
er, more urgent calls. “If nothing 
else, it means less stressful lives 
for our people,” she explained. 
Menz said using Extra as the in- 
terface saved the county about 
$35,000 in software develop- 
ment time and hardware. He said 
similar projects to write inter- 
faces to existing mainframe da- 
tabases had been bid as high as 
$40,000, and this one came in at 
about $5,000. 


II. An almost impossible 
speed apd flexi 


parts while increasing the number of product functions. Power 
goes up. Speed goes up. Maintenance goes down. 

And if technology like this sounds expensive, let us reassure 
you. NETBuilder II’s price is among the most competitive 
= you'll find. What’s more, NETBuilder II 


is the most cost-effective way to add 
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Why be content to run when you 
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Going as far as you can 
go isn’t far enough. To truly 
maximize your computing capa- 
bilities, you have to function at a 
whole new level. That’s why we’re proud 
to announce 32-bit OS/2°® Version 2.0. 
It’s being designed to let you run OS/2, 

DOS and Windows” applications from a single 
system, with more available memory, true multi- 
tasking, application protection and a 32-bit base 
system that will keep you out in front. 

With DOS, Windows and OS/2 support, 32-bit 
OS/2 2.0 will rise above the software compatibility 
barrier of the past, giving you access to thousands 
of applications created for those environments. So 
OS/2 2.0 protects your software investment as well 
as preserves your software choices. And that’s 
increasingly important as more and more applica- 
tions become available. As a platform for integration, 
nothing else even comes close. 

No less of a breakthrough is the Workplace Shell 
interface that’s being designed to remove even more 
of the obstacles of yesterday’s computing environ- 
ment. This friendly, graphical interface will make 
personal computing easier than ever and more pow- 
erful too. Built-in interactive education will keep you 
up and running, and there are productivity tools, a 
high performance file system, games and more. So 
there’s almost no limit to how far you can go. 

Act now and you can start with OS/2 1.3 SE for 
just $99 if you own IBM DOS—$150 otherwise— 
and you'll be eligible to get an upgrade to OS/2 2.0 
upon release at no extra charge.” To order OS/2 1.3, 
call 1 800 342-6672 or contact your authorized 
IBM dealer or IBM marketing representative. 

And find out how OS/2 2.0 can break through 


for you. 


OS/2. Breaking through. 
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FROM PAGE 53 


down approach to integrated 

management: They provide the 
framework for managing a wide 
variety of networking systems. 

Unfortunately, it has taken 
vendors a long time to begin fill- 
ing in their frameworks with 
the types of management appli- 
cations users really need. Until 
very recently, the platforms 
could do little beyond collecting 
alerts from a variety of network 

devices. 

To make matters worse, 
most vendors initially concen- 
trated on linking their manage- 
ment sysiems to telecommuni- 
cations devices. Very few 
businesses have bought the idea 
of using their host management 
platforms to monitor private 
branch exchanges and multi- 
plexers. It is no wonder that few 
have sold — with the exception 
of Netview, which is still being 
used primarily to manage IBM 
Systems Network Architecture 
networks. 

The third type of product, 
which began appearing a couple 
of years ago, is the standards- 
based network management of- 
fering. The idea is to get every- 
body to support the same 
definitions for basic network 
management functions — such 
as troubleshooting, security 
and configuration management 
— and load them into a system 
with a consistent, graphics- 
based user interface and data- 
base. Then users would be able 
to integrate whatever mix of 
network products they have un- 
der the same management um- 
brella. 

The drawback to standards 
is how long it takes to define and 
implement them. The Interna- 
tional Organization for Standard- 
ization has been working on an 
Open Systems Interconnect 
(OSD network management 
standard for years and tay be at 
it for years to come. More 
promising is the work of a ven- 
dor consortium called OSI Net- 
work Management Forum, 
which has released some stan- 
dardized network management 
definitions. Unfortunately, im- 
plementation of those specifica- 
tions is very slow. 

To complicate the situation, 
a growing number of vendors are 
implementing Simple Network 
Management Protocol (SNMP), 
which was originally designed 
to manage Transmission Control 
Protocol/Internet Protocol net- 
works but which has made quite 
a splash in the LAN intercon- 
nectivity sector. SNMP lacks 
OSI’s functionality but has the 
advantage of being flexible, tai- 
lorable and usable right now. 
Most major vendors have an- 
nounced SNMP-based prod- 
ucts. The question is whether 
SNMP will eventually be super- 
seded by OSI, making SNMP- 
based products obsolete. 
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To make matters more con- 
fusing, the Open Software Foun- 
dation (OSF) is promising Dis- 
tributed Management 
Environment, a standard which 
may or may not be limited to the 
OSF’s own distributed operat- 
ing system. 

It is now clear that today’s 
network management smorgas- 
bord is a banquet of meringues 
and Perrier. It is not that we 
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have too much rich food here; 
on the contrary, we have too lit- 
tle substance on the table. 
Fortunately, some vendors 
are beginning to provide a happy 
medium. They are supporting 
standards as a way to link up with 
other, useful network manage- 
ment systems. And they are be- 
ginning to move off the “‘kitch- 
en sink”’ style of integrated 
management to address key 


functional areas that are near to 
IS managers’ hearts. 

In particular, the host-based 
management vendors are finally 
moving beyond physical net- 
work management to areas that 
users desperately want ad- 
dressed — such as the manage- 
ment of LAN servers and dis- 
tributed applications. 

For example, HP recently 
promised that Openview will 


- 


troubleshoot its X.400-based 
electronic mail backbone. And 
the major host vendors are all 
bringing out ways to centrally 
manage distributed LAN-based 
applications and back up LAN 
systems. Wait a few more 
months, and you’ll see even 
more meat on the board. 


Horwitt is a Computerworld senior 


editor, networking. 
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Look inside CA90s: Computing Architecture for the 


90s and you'll find nothing but freedom. 
The freedom to choose the best appli- 
cations without worrying about hardware 


constraints. 


The freedom to right-size your entire comput- 
ing environment. Finally, you'll be able to choose 
the best mix of mainframe, mid-range, workstation 
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and PC platforms. 
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The freedom to integrate and automate all your 
applications across all the proprietary, closed envi- 
ronments you face today. 

It's all there inside the most advanced and com- 
prehensive architecture ever developed: CA90s. 

The only architecture that supports, enhances 
and extends all the major hardware platforms, 
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Passwords urged for Novell E-mail 


BY JOANIE M. WEXLER 
CW STAFF 


Electronic-mail users who relay 
their messages through Novell, 
Inc.’s Nhub store-and-forward 
service are being advised by No- 
vell and others to use passwords 
to prevent others from down- 


hee?! ee 
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loading their E-mail. 

An industry observer said he 
discovered at a recent trade 
show that mail residing in No- 
vell’s Nhub host could easily be 
picked up by another company if 
no password were being used. 

In response, Novell said it in- 
tends to contact Nhub adminis- 
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trators at subscribing companies 
to suggest they use passwords 
and to make them aware that, 
otherwise, anyone could go in 
and retrieve their data. 

However, Novell said it has 
no plans at this time to make 
passwords a requirement for 
Nhub subscribers. 


Pain 
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Nhub is a free message rout- 
ing service that accompanies 
Novell’s Message Handling Sys- 
tem (MHS) back-end mail engine 
product on which E-mail applica- 
tions sit. Users dial into Nhub to 
deliver and pick up mail traveling 
between sites that do not have 
dedicated E-mail links. 

Eugene Lee, director of prod- 
uct planning at Beyond, Inc., an 
MHS applications developer and 
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dom Of CA90s, _ 


including IBM, Digital, Hewlett-Packard, Apple, 
Fujitsu, Bull, Data General, Tandem and Hitachi, to 


name just a few. 


All the most important operating systems and 
architectures including SAA, MVS, VSE, VM, NAS, 
VMS, UNIX, APPLE, WINDOWS, DOS and OS/2. 

And the world’s broadest range of integrated 
software including more than 300 solutions cover- 


ing systems management, information management 
and business applications. 
If you're tired of being fenced in, call us today at 
1-800-645-3003 for complete information on 
CA90s: Computing 
Architecture for the 90s. 
The architecture that 


can set you free. Software superior by design. 


© 1991 Computer Associates International, Inc. 711 Stewart Avenue, Garden City, NY 11530-4787. All trade names referenced are trademarks or registered trademarks of their respective companies. 


NOVEMBER 18, 1991 


COMPUTERWORLD 


Nhub user in Cambridge, Mass., 
explained that without pass- 
words, a firm could give its own 
MHS host the same name as an- 
other company’s and pick up the 
Nhub messages stored for that 
company. While message store- 
and-forward services from the 
likes of Compuserve, Inc. re- 
quire users to set up passwords 
on-line when they sign up for the 
service and are thus inherently 
more secure, “Nhub is a lot 
cheaper,” Lee noted. 

Used by over 1,100 subscrib- 
ers, Nhub is intended as a 
“friendly courtesy service, 
which we try not to police,” said 
Sara Radicati, product line man- 
ager for messaging at Novell. “If 
you buy a house and then choose 
not to put a lock on it, that’s up to 
you,” she said. 

However, aS passwords are 
Nhub options instead of require- 
ments, they tend not to be used 
by most subscribers, said one in- 
dustry observer, who described 
the setup as analogous to open- 
ing a checking account without 
requiring a signature. Radicati 
said Novell has no way of know- 
ing how many Nhub accounts 
use passwords. 

Once you have declared a 
password for an MHS hub, how- 
ever, the system will thereafter 
require it and thus provide ac- 
cess protection, Radicati noted. 


NETWORK SHORTS 


AT&T extends 
switch service 


Watch the waves in Hawaii with 
a videoconferencing link using 
AT&T’s Accunet Switched 56 
service. AT&T has extended the 
switched service, which allows 
high-quality, on-demand digital 
data, between the U.S. and the 
Hawaiian Islands. A tariff filing 
for the service will be effective 
on Dec. 12, pending regulatory 
approval. 


Buying its way into the U.S. 
trading-room market, British 
Telecommunications PLC 
has completed its acquisition of 
FTT Alphameric, the New 
York division of London-based 
Alphameric PLC, which sells an 
open systems software platform 
for trading rooms. Terms of the 
acquisition agreement were not 
disclosed. 
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with your computer/modem 
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NEW PRODUCTS 


Network management 


Optical Data Systems, Inc. has introduced 
the Lanvision management product for 
Simple Network Management Protocol 
networks. 

Lanvision attaches directly to Ether- 
net, Token Ring and Fiber Distributed 
Data Interface local-area networks with- 
out a bridging device. The product depicts 
information through graphics and net- 
work topology maps. It can also monitor 
Transmission Control Protocol/Internet 
Protocol hosts and provides security fea- 
tures. The product runs on personal com- 
puters and is priced at $3,100. 


Optical Data Systems 
1101 E. Arapaho Road 
Richardson, Texas 75081 
(214) 234-6400 


International Telemanagement has an- 
nounced an entry-level configuration op- 
tion for its Maxm integrated network 
management product. 

Maxm allows users to integrate non- 
Systems Network Architecture manage- 
ment systems into a single environment 
that can interface with IBM’s Netview. 
The new configuration includes the 2- 
Way Netview Gateway, automation 
scripting capability and Expanded Memo- 
ry Specification interface rule package 


Avoid Modem 3 
V.Obsolescence * 


V.32 modems are now V.obsolete. 


That's right, just when you thought 
it was safe to standardize on V.32s, 
the CCITT officially approved the 
standard for a greatly improved 
product, the V.32 bis. So before you 
make a V.invest- 

ment, read 

on. 


The Courier 

V.32bis, HST and HST 

Dual Standard modems are all 

available in internal, external and rackmount 
models. 


V.Fast 


is 14,400 bps full duplex. 


It's 50% faster 
than a V.32, and 

4 6 times faster 
than 2400 bps 
modems. When 
you add CCITT- 
standard V.42 bis 


data compression, as in our 
Courier Dual Standard™ and 
V.32 bis modems, you get true 
38,400 bps throughout. And 
that’s V.whoosh. With regular V.32 
modems, real throughput is less 
than 30,000 bps. 
V.High Performance 
ASL™ is U.S. 
Robotics’ Adaptive 
Speed Leveling. All 
modems slow down 
for line noise. But two 
high speed Couriers working 
together will speed up again 
when line conditions improve. 
Other modems leave you stuck in 
“low.” That can turn a $1 call into 
a $10 call. And that's V.robust for 
V.savings. 
V.Forgettable 
U.S. Robotics pioneered 
V.32 bis. In fact, we’ve been 
shipping V.32 bis products since 
last year to some of the largest 
companies in the world, including 
DuPont, Kodak, U.S. West, and 
CompuServe. With U.S. Robotics 
modems, these companies can 
V.forget about the hassles of high 


that allows Maxm to interface with com- 
mon network devices. 

Pricing starts at $50,000. 
International Telemanagement 
Suite 400 
1600 Spring Hill Road 
Vienna, Va. 22182 
(703) 761-0400 


Network Monitoring, Inc. has announced 
the Snapprobe network management 
software tool. 

Snapprobe collects and stores network 
performance data in a database and pre- 
sents graphical and statistical displays. It 
supports in-band Simple Network Man- 
agement Protocol. The product runs un- 
der Microsoft Corp.’s Windows and sup- 
ports Dynamic Data Exchange for 


400 
b> bp, 
V.32bis 


CCITT 


APPROVED 


*, 1991 + 
© 


\ 


The standard: Courier V.32bis with ASL .™ 


speed data communications, 
forget about line noise, and forget 
about resending data. In addition, 
they can forget about investing in 
V.obsolescence. And so can you. 
When you need to move up to 
high speed modems, insist on 
V.32 bis and U.S. Robotics. 
1-800-DIAL-USR. In Canada: 
1-800-553-3560. In the U.K.: 
Miracom Technology, Ltd., 0473 
233-88. Or write: U.S. Robotics, 
Inc., Attn: Marketing Dept., 
8100 N. McCormick Bivd., 
Skokie, IL 60076. 


U}Rohbotics 


The Intelligent Choice in Data Communications 


U.S. Robotics and the USRobotics logo are 
registered trademarks, and Courier, Courier 
V.32bis, Courier HST, Courier HST Dual 
Standard and ASL are trademarks of U.S. 
Robotics, Inc. 
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connection to other applications. 
The product costs $1,995. 

Network Monitoring 

Suite 170 

2041 Mission College Blvd. 

Santa Clara, Calif. 95054 

(408) 986-1166 


Links 


Systems Center, Inc. has added support 
for IBM’s LU6.2 protocol to its Network 
Datamover (NDM) product line. 

The NDM products automate data 
transfer for distributed applications. The 
company announced additional improve- 
ments, including a new release of NDM- 
MVS with enhanced I/O exit support. 

Pricing for NDM starts at $22,500 on 
MVS systems. The IBM Application Sys- 
tem/400 version starts at $1,000. 
Systems Center 
1800 Alexander Bell Drive 
Reston, Va. 22091 
(703) 264-8000 


Gateways, bridges, 


routers 


Computer Communications, Inc. has in- 
troduced the Interop/7020 TCP/IP-SNA 
Multiprotocol Router. 

The router connects local-area net- 
works running Transmission Control Pro- 
tocol/Internet Protocol over a Systems 
Network Architecture (SNA) backbone. 
Companies can interconnect LANs over 
existing SNA lines rather than install ad- 
ditional dedicated lines. The unit appears 
as an information provider address to the 
LAN and as a PU2.1 device to the SNA 
network. Pricing ranges from $10,000 to 
$12,000, depending on configuration. 
Computer Communications 
2610 Columbia St. 

Torrance, Calif. 90503 
(213) 320-9101 


Micro-to-host 


Attachmate Corp. has begun shipping Ex- 
tra for Windows 3.3. 

The product runs under Microsoft 
Corp.’s Windows environment and con- 
nects personal computers to mainframe 
hosts. The upgrade includes access to Dy- 
namic Data Exchange functions and diag- 
nostic trace facilities. Extra for Windows 
3.3 costs $425. Upgrades from previous 
DOS or Windows versions cost $75. 
Attachmate 
13231 S.E. 36th St. 

Bellevue, Wash. 98006 
(206) 644-4010 


Systems Network 
Architecture 


Future Soft Engineering, Inc. has an- 
nounced Version 3.2 of Dynacomm/Elite, 
its Systems Network Architecture com- 
munications software for personal com- 
puters. 

Dynacomm/Elite works under Micro- 
soft Corp.’s Windows 3.0 and runs multi- 
ple terminal emulation sessions. The visu- 
al keyboard remapping function has been 
improved, the company said. The product 
also offers full High-Level Language Ap- 
plication Program Interface support. The 
product costs $495. 

Future Soft Engineering 
Suite 203 

1001 S. Dairy Ashford 
Houston, Texas 77077 
(713) 496-9400 


NOVEMBER 18, 1991 





MANAGER’S JOURNAL 


Inc., a toy maker in Bris- 
bane, Calif. 

Kivley, 36, is responsible 
for a $1 million systems con- 
version from a Unisys Corp. 
V380 mainframe to IBM’s 
Application System/400 
midrange processor. The 
conversion is expected to 
take 18 months. 

Before joining Dakin, 
Kivley eae director of IS at 
Capcom, a Santa 
Calif., distributor of Nintendo 
Co. products. He worked at 
Capcom for three years. 

Kivley holds a master’s 
degree in computer science 
and a bachelor’s degree in 
engineering from California 
State University at Chico. 


er at Reynolds Electrical. 
& Engineering Co., a Las 

- Vegas-based U.S. Depart- 
ment of Energy contractor 
for operations, management 
and construction at the Neva- 
da nuclear weapons test site. 

Wynn was previously a 
vice president and systems 
planning manager at Manu- 
facturers Hanover Trust Co. 
in New York. 

Before joining Manufac- 
turers Hanover 18 years ago, 
Wynn worked in administra- 
tive and operations positions 
at the U.S. of 
Defense and the Federal Re- 
serve Bank of New York. 

He holds a bachelor’s de- 
gree in economics and an 
MBA from Fordham Univer- 
sity in New York. 


DPMA member since 1971, 
Jones has been the associa- 
tion’s executive vice presi- 
dent for the past year. 

Jones was elected by the 
DPMA board of directors at 
the DPMA’s annual confer- 
ence, held earlier this month 
in New Orleans. 
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Harassment issue not burning in IS 


Women viewed as largely unaffected by harassment, but activists urge policies be set 


BY J. A. SAVAGE 
CW STAFF 


rofessor Anita Hill and Su- 

preme Court Justice Clarence 

Thomas’ very public dispute 

over sexual harassment in the 

workplace apparently has not 

moved many information systems de- 

partments to implement new protec- 

tions for women in the field, according 

to both male and female IS profession- 
als. 

Sexual harassment is not a major is- 

sue in the IS field, say managers con- 


tacted by Computerworld, because ~ ' 


women in the profession are too savvy, 
smart and tough to put up with it. They 
defended their organizations as being 
“too advanced” to incubate harass- 
ment. 

“‘Women in IS can’t get ahead with- 
out being extremely knowledgeable 
and strong-willed,” says Elva Bankins, 
president of the Network of Women in 
Computer Technology, a Philadelphia- 
based IS professional association. 
Speaking personally, and not for her 
group, she says harassment is not an is- 
sue in the profession because such 
women “tend to intimidate men, and IS 
women are adept at putting unwanted 
attention in its place.” 


An ‘undignified’ topic 

Very few IS executives are willing to go 
on the record with their thoughts on ha- 
rassment, with some claiming that it is 
“not dignified” or “too volatile and 
sensitive an issue’’ to discuss publicly. 


However, the “tough IS woman’’ theme 
appears repeatedly in interviews on the 
topic. 

Edward Wisnewski, vice president 
at personnel placement firm Drake 
Beam Morin, Inc. in Walnut Creek, 
Calif., and former vice president of hu- 
man relations at Bankamerica Corp., 
acknowledges that there is still ‘‘per- 
haps” a glass ceiling for women in IS. 
But “women in the systems area are 
more aggressive” than their counter- 
parts in other areas, Wisnewski says, 
and thus are less likely to put up with 
sexual harassment. 

That aggressiveness and reputation 
for working harder in the field, howev- 
er, may be due to a subtle form of ha- 
rassment, says one female IS director. 
“In IS it’s not that obvious level of of- 


Vivienne Flesher 


fensive remarks, it is a more subtle level 
of exclusion,” she says. ‘“Women are al- 
ways made to feel like they are not one 
of the boys, so they compensate by be- 
coming high performers.” 


Few have regulations 
Most companies have corporatewide 
grievance procedures for employees, 
and some specifically address sexual 
harassment. Many departments, in- 
cluding IS, have definite policies for 
their particular conditions, but because 
harassment is not perceived as a prob- 
lem, few IS shops appear to have regu- 
lations dealing with it. Even typically 
progressive areas, such as universities 
and liberal municipal governments, de- 
pend on their umbrella organizations’ 
Continued on page 66 


Measuring the payoff from re-engineering 


BY CLINTON WILDER 
CW STAFF 


e-engineering business pro- 

cesses is supposed to be a lit- 

tle like one of those healthy 

snacks for children — good, 

and so good for you, too. As 
with any action that requires time and 
money, however, business executives 
want to know, in hard numbers, “How 
good is it?” 

The payoff from re-engineering is 
indeed measurable and quantifiable, ac- 
cording to Greg Tucker, a principal at 
the San Francisco office of information 
systems consultancy CSC Index, Inc. 
Tucker and CSC Index have developed 
a methodology to measure benefits and 
have applied their formulas to about 15 
CSC Index clients who have done re-en- 
gineering. 

CSC Index takes before-and-after 
measurements of three aspects of the 
re-engineered business process: cost, 
time and number of defects. In service 
industries, defects are defined as the 
amount of “rework cycles’’ in the pro- 
cess, such as correcting errors on an 


insurance claim. 

In successful re-engineering proj- 
ects, all three measures improve to- 
gether — challenging a basic business 
assumption that improving quality 
means increasing cost. “If you reduce 
the number of rework cycles, for exam- 
ple, cost, time and customer satisfac- 
tion all improve,” Tucker 
said. 

Re-engineering is not 
cheap or easy to under- 
take. Consulting firms with 
major re-engineering prac- 
tices, such as CSC Index 
and Nolan, Norton & Co., 
are considered premier 
service providers, with 
fees to match. And re-engineering, by 
definition, means major change, which 
can be threatening and disruptive to an 
organization. 

But the paybacks are usually worth 
it, Tucker said. “‘You see one-year and 
two-year paybacks on major projects, 
which is a fast return on investment,” 
he said. The study of Index re-engi- 
neering clients found that fundamental- 
ly changing a business process pro- 
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duced an average improvement of 48% 
in cost, 80% in time and 60% in de- 
fects. 

One health insurance company, for 
example, simply reduced the number of 
information fields on a dental claim 
form from 55 to 26. “The other 29 
fields were for information that was not 

really required to make the 
claim decision,” Tucker 
said. 

The change made the 
process faster, reduced er- 
rors and cut processing 
costs at the same time. In 
that case, the insurance 
company recouped its CSC 
Index consulting fee and 

the cost of modifying the necessary 
software in less than one year. 

Quantifying the benefits of such cli- 
ents makes re-engineering “‘more of an 
experiential process rather than just an 
idea,” Tucker said. “Executives want 
to know how much to invest in it, how 
much they will benefit and when. [The 
measurement process] takes a lot of the 
unknown out, and it becomes less of an 
adventure.” 
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Harassment issue not burning, 
according to IS managers 


CONTINUED FROM PAGE 65 


rules and regulations — if any — to ac- 
commodate accusations of sexual harass- 
ment among IS personnel. 

“‘We don’t have any rules. They may 
have some in personnel,” says Ken Phil- 
lips, director of IS for the city of Santa 
Monica, Calif. Phillips says his city is pro- 
gressive enough that harassment has not 
been an issue. “We'd like to think that 
Santa Monica is not such a boys’ club,” he 
says. 


Action plan 
for harassment 


at 9to5, the National Association of 
Working Women in Cleveland, gives 


harasser: suspension, demotion or 


firing. 

e Create a procedure whereby em- 
ployees do not have to report harass- 
ment complaints directly to supervi- 
sors. Designate a person in human 
resources or someone at the top of 
an organization. 

e Institute training sessions in 
which employees participate in edu- 
cation and are not just “talked at.” 
Otto rejects videctape training be- 
cause employees “just go back to 
their cubicles and make fun of it.” 

In the meantime, Otto suggests 
that women (and men) not be afraid 
to speak up. “You don’t have to 
scream. Just tell someone that a par- 
ticular joke is offensive or certain 
repartee makes the workplace in- 
hospitable,”’ she says. 

If offensive behavior continues, 
Otto proposes writing a memo re- 
garding the behavior to the person. 
If it persists, she recommends keep- 
ing a daily journal of the action, the 
date and any emotional response. 
Keep copies of such a journal and 
keep copies of job performance eval- 
uations. “‘See if anyone else wit- 
nesses the behavior, and find out if 
they will back you up,” she says. 
Find out if others have been the tar- 
get of such conduct. 

“If the structure is against you 
— say the president of the company 
is harassing you — go outside the 
workplace to the Equal Employment 
Opportunity Commission or to state 
law,” Otto suggests. But she admits 
that state and federal laws have lit- 
tle enforcement power. 

J. A. SAVAGE 


Workplace equality activists say that 
even giving IS the benefit of the doubt, 
management should still have policies and 
regulations in place to guard against ha- 
rassment. 

“The first issue is making your work 
force understand what it is,”” says Kath- 
ryn Dickson, an Oakland, Calif., attorney 
who handles harassment cases. ‘‘A lot of 
people think there has to be touching or 
sleeping with the boss to get a job or a pro- 


ihanoy! ucing 


motion. But sometimes, it’s just joking 
within earshot of women or leering.” 

Understanding where that line is 
drawn in any particular situation may not 
be obvious to all, but it is the key to equal 
and fair treatment without harassment, 
activists say. 

“T don’t buy that crap that men can’t 
compliment women anymore,” says Bar- 
bara Otto, director of public affairs at 
9to5, the National Association of Working 
Women in Cleveland. ‘Men and women 
need to renegotiate how to treat each oth- 
er in the office.” 

Otto says men and women can tell 
when they are making someone uncom- 
fortable. Body language is usually obvi- 
ous, she says. Either a person tenses up or 
avoids that person’s gaze. “‘Men should 


, 


COMPUTERWORLD 





not feel they will be beset by bogus claims 
— and women should tell them to stop 
it,” she says. 

Both Dickson and Otto say that manag- 
ers are first in the line of fire in harass- 
ment cases. Not only should managers 
take the initiative in defining and discour- 
aging harassment, but managers often 
have the most to lose. 

In California, for example, a company 
is considered automatically liable for a su- 
pervisor’s behavior. Otto and others 
claim that most harassment cases involve 
an employee’s direct supervisor. 

Therefore, Otto recommends that su- 
pervisors assign the direct reporting of 
employee grievances to another higher 
manager or to another division, such as 
human resources. 





Prices start at $4950 
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CALENDAR 


DEC. 8-15 The Electronic Data Interchange Association 


Document image Automation. Washington, D.C., 
Dec. 9-11 — Contact: Meckler Conference Management, 
Westport, Conn. (203) 226-6967. 


Netcom '91. Washington, D.C., Dec. 9-12 — Contact: 
Technology Transfer Institute, Santa Monica, Calif. (213) 
394-8305. 


Computer Measurement Group (CMG) Interna- 
tional Conference. Nashville, Dec. 9-13 — Contact: 
CMG, Chicago, Ill. (312) 527-6652. 


PC Windows Exposition and Conference. San 
Francisco, Dec. 10-11 — Contact: PC Windows Exposition 
and Conference, Framingham, Mass. (508) 879-6700. 


(EDIA)’s 23rd Annual ED! Users Conference & Ex- 
hibit. San Diego, Dec. 10-12 — Contact: EDIA, Alexan- 
dria, Va. (703) 838-8042. 


Software Quality Management. Chicago, Dec. 10- 
12 — Contact: Technology Transfer Institute, Santa Moni- 
ca, Calif. (213) 394-8305. 


Dexpo Fall '91. Anaheim, Calif., Dec. 11 — Contact: 
Miller Freeman Expositions, Boston, Mass. (617) 232- 
3976. 


Flat information Displays Conference and Exhi- 
bition. Santa Clara, Calif., Dec. 11-12 — Contact: Mur- 
ray Disman, Information Associates, Inc., Menio Park, 
Calif. (415) 322-0247. 


Meet the Notebook that Breaks the Mold 


At just 6.8 pounds, SPARCbook 1 is light enough to 
carry comfortably and small enough to fit in your 
briefcase. Yet it incorporates the same power as the 
world's most popular desktop workstations from Sun 
Microsystems, including: a SPARC RISC processor 
sustaining 18 MIPS, 8 to 32 MB of fast DRAM and up 


to 240 MB of disk space. 


Excellence Through Performance. Orlando, Fia., 
Dec. 11-13 — Contact: Barnett Data Systems, Rockville, 
Md. (301) 762-1288. 


Cordiess '91. San Francisco, Dec. 12-13 — Contact: 
Telestrategies, inc., McLean, Va. (703) 734-7050. 


Simulation Conference. Arlington, Va., Dec. 12-16 — 


Contact: Herb Schwetman, Austin, Texas (512) 338- 
3428. 


Mid-Atlantic Focus Users Greup Meeting. Philadel- 
phia, Dec. 13 — Contact: Joel Haness, General Electric Co., 
Moorestown, N.J. (609) 722-3687. 


JAN. 12-18 


Pacific Telecommunications Conference. Honolulu, 
Jan. 12-15 — Contact: Pacific Telecommunications Coun- 
cil, Honolulu, Hawaii (808) 941-3789. 


The 14th Annual ATE & instrumentation Confer- 


25 MHz SPARC™ 
8 MB or 32 MB 


85 MB to 240 MB hard disk; 
1.44 MB 3.5" floppy drive 


640 x 480 monochrome resolution; 
color available Q1'92 


Ethernet and modem with SendFax 


Removeable NiCad battery: 
4 hours normal operating time 


82-keys with integrated MouseKey- 
12 fanction keys 


11.8" x 8.5" x 1.9" 


6.3 pounds (with battery) 


Now you can run UNIX and DOS applications 
unmodified— anywhere. SPARCbook comes with 
Solaris 2.0, SunSoft's UNIX SVR4 implementation, 


enhanced for battery operation and Insignia Solutions' 


MS-DOS emulation software. 


Solaris 2.0: SunOS SVR4 operating system, 
Open Network Computing (ONC),Open 
Windows V3 and DeskSet Tools; SunOS 

4.1 and SunView Binary Compatibility 
Packages; modem, Ethernet and power 
management software: 80386 DOS emulation 


less demanding applications, you can conserve 


battery power by switching the processor's speed 
from 25 MHz to 12.5 MHz. While automatic SAVE 


and RESUME functions protect your system from 


In the office, SPARCbook is a powerful desktop work- 
station. It connects to your corporate Ethernet net- 
work and simultaneously supports a VGA display for 


unexpected power down. 


ence. Anaheim, Calif., Jan. 13-16 — Contact: Miller Free- 
man Expositions, Boston, Mass. (617) 232-3976. 


Amiexpo. Long Beach, Calif., Jan. 14-16 — Contact: 
Amiexpo, Valhalla, N.Y.(914) 741-6500. 


Scientific and Applications of the 
Macintosh. San Francisco, Jan. 15-17 — Contact: Mac- 
scitech, Worcester, Mass. (508) 755-5242. 


JAN. 19-25 


American Business Press. Boston, Jan. 19-23 — Con- 
tact: American Business Press, New York, N.Y. (212) 661- 
6360. 


Uniforum '92. San Francisco, Jan. 22-24 — Contact: 
Bob Linke, Professional Exposition Management Co., Carol 
Stream, Ill. (708) 260-9700. 


Nextworld Expo "92. San Francisco, Jan. 22-24 — 
Contact: Jeannine Barnard, World Expo Corp., Framing- 
ham, Mass. (508) 879-6700. 


JAN. 26-FEB. 1 


tion User Conference. Orlando, Fla., Jan. 27- 
Contact: Help Systems, Inc., Minnetonka, Minn. (612) 933- 
0609. 


Improving Productivity in Systems Develop- 
ment. Phoenix, Jan. 27-31 — Contact: Applied Computer 
Research, Inc., Phoenix, Ariz. (602) 995-5929. 


Comnet '92. Washington, D.C., Jan. 27-31 — Contact: 


Rachel Winett, World Expo Corp., Framingham, Mass. 
(508) 879-6700. 


8th Annual Computer Graphics Show. New York, 
Jan. 28-30 — Contact: David J. Small, MIJO, Inc., Silver 
Spring, Md. (301) 587-4545. 


FEB. 2-8 


Information Management Conference. New York, 
Feb. 4-5 — Contact: The Conference Board Registrar, 
New York, N.Y. (212) 339-0290. 


Graphics '92. Walt Disney World, Orlando, 
Fla., Feb. 10-12 — Contact: Sheila A. McDonald, Frost & 
Sullivan, Inc., New York, N.Y. (212) 233-1080. 


Networld '92. Boston, Feb. 11-13 — Contact: Annie Z. 


Scully, Bruno Blenheim Associates, Englewood Cliffs, NJ. 
(201) 596-8542. 


Dexpo. Calgary, Alberta, Feb. 11-13 — Contact: Miller 
Freeman Expositions, Boston, Mass. (617) 232-3976. 


Information Security Managers Symposium. San 
Diego, Feb. 18-20 — Contact: Pamela Bissett, MIS Train- 
ing Institute, Framingham, Mass. (508) 879-7999. 


Seybold Seminars '92. Boston, Feb. 18-21 — Con- 


tact: Beth Sadler, Seybold Seminars, Malibu, Calif. (213) 
457-5850. 


FEB. 23-29 


Software Development Spring "92. Santa Clara, 
Calif., Feb. 23-28 — Contact: Miller Freeman Publications, 
Inc., Santa Clara, Calif. (415) 905-2414. 


Tadpole's limited warranty protects your productivity 
with toll-free technical support and prompt hardware 
repair free for one year. 


high-resolution color graphics. 


On the road, it travels with you to business meetings 
and into the field for sales, service and maintenance 
calls. SPARCbook's innovative MouseKey integrates 
the convenience of an external mouse into the key- 
board. An internal 2400-baud modem with SendFax® 
capability puts you in touch with information and 
people at the office—or around the world. 


SPARCbook 1 is the only workstation that offers the 
performance and versatility you need—whether 
you're in the office or on the move. 


| Synoptics Users Group Conference. San Francisco, 
Feb. 24-26 — Contact: Amparo Lago, Synoptics Users 


Find out more about SPARCbook today. Fax us at Group, Santa Clara, Calif. (408) 988-2400. 


512-338-4462 or call: 





Macapp Conference. Orlando, Fla., Feb. 24-28 — 
Contact: Macapp Developers Association, Everett, Wash. 
(206) 252-6946. 


A sophisticated power management system ensures data 
integrity and maximizes the life of your battery. For 


800-232-6656 


MARCH 1-7 





Share "92. Anaheim, Calif., March 1-6 — Contact: Pam 
T A D P O L E Schur, Share headquarters, Chicago, Ill. (312) 822-0932. 
SPARCbook is a registered trademark licensed to Tadpole Technology by SPARC International, Inc. General Notice: Some of the product names used herein are used for identification | 
purposes only and are trademarks of their respective companies. Copyright© 1991 by Tadpole Technology Inc. Unix & Open Systems. Toronto, March 4-5 — Con- 
tact: Kal Juman, Datapro/Canada, North York, Ontario. 
(416) 496-3131. 





Computers in Libraries. Washington, D.C., March 4-7 
— Contact: Meckler Conference Management, Westport, 
Conn. (203) 226-6967. 
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A better way to increase 


wor 


up productivity is 


just around the corner. 


Contact a VAR near you for the Lotus Notes’ solution for your company. 


California 

Distributed System Solutions 
International (DSSI) 

5655 Lindero Canyon Road 

Building 100 

Westlake Village, CA 91362 

818-991-0200 

Ken Norland & Stew Bloom 

Evernet Systems, Inc. 

5777 West Century Boulevard 

Suite 1680 

Los Angeles, CA 90045 

213-649-5900 

Dennis Passavoy & Rick Johnson 

Marathon Systems 

4 Embarcardero Center 

7th Floor, Suite 780 

San Francisco, CA 94111 

415-362-0500 

Doug Vaughan 

Massachusetts 

Corporate Software 

275 Dan Road 

Canton, MA 02021 

617-821-4500 

Kevin Brown 


Synetics 

540 Edgewater Drive 
Wakefield, MA 01880 
617-245-9090 

Ron Beck 


Quality Decision Management (QDM) 


200 Sutton Street, Suite 225 
North Andover, MA 01845 
508-688-8266 

Andrew Jeffrey 
SandPoint Corporation 
124 Mt. Auburn Street 
Cambridge, MA 02188 
617-868-4442 

Mike Kinkead 

Minnesota 

Connect Computer 

9855 West 78th Street, Suite 270 
Eden Prairie, MN 55344 
612-944-0181 

Mike Thomas 

New Hampshire 

Valinor 

7 Perimeter Road 
Manchester, NH 03103 
603-668-1776 

Paul Guaraldi 


New Je 


VASCONDOR 

24 Whitewood Drive 
Morris Plains, NJ 07950 
201-998-8786 

Jose Uribe 


New York 

LAN Systems 

300 Park Avenue South 

15th Floor 

New York, NY 10010 
212-995-7700 

Gary Hawkins 

Ohio 

CompuServe Systems Integration 
5000 Arlington Center Boulevard 
Columbus, OH 43220 
614-457-8600 

Charles Turner 

iLAN 

640 A Lakeview Place 
Columbus, OH 43085 
614-436-7651 

Stuart Skomra 





Pennsylvania 
Monterey Waldec 

109 Gamma Center 
Pittsburgh, PA 15238 
412-963-0505 

Tim Wallace 

Texas 


Data Aids, Inc. 

1110 N. Post Oak Road, Suite 220 
Houston, TX 77055 
713-956-7200 
Jack Martin 
RE/AIMS 

5956 Sherry Lane 
Suite 600 

Dallas, TX 75225 
214-368-7400 
John McCrocklin 


Virsini 
IPC Technologies 

7200 Glen Forest Drive 
Richmond, VA 23226 
804-285-8797 

Jeff Andrews 

Simpact 

12007 Sunrise Valley Drive 
Reston, VA 22091 
703-758-0190 

Gary Levine 


Washington 

SQL Soft 

10635 NE 38th Place Bldg. 24, B 
Kirkland, WA 98033 
206-822-1287 

James O'Farrell 


Canada 


Group LGS Inc. 

2700 Laurier Blvd., Suite 400 
Sainte-Foy, Quebec G1V 4KF 
418 653 6574 

Michel Desaults 

Rockwood Informatics 

155 Queen St. , 9th Floor 
Ottawa, Ontario K1P 6L1 
618 786 3109 

David Niles 

Worldwide 

Discom 

EDS 


Northern Europe 


P&P 
Computacentre 
ISL 

CINET 

IOS 

Cislan 
Softmatic 


Central Europe 
Pavosoft 
Ergosoft 

EDV 

Externa 

Systor 

Notes Dev AG 
Computerland 
Logon 

DAT 

ACC 

Micado 
Compunet 

Net Consult 
Southern Europe 
Informtica Tre 
TC Sistema 
CDM 

Apsylog 

Prosys 
Teleinformatica 
MicroBlanc 
Corporate Software 


Australia 


Ferntree 
Pollak 
Microhelp 


Each of the VARs listed on these pages have been trained and certified by Lotus Development Corporation. 
Call the one nearest you for more information. They're ready to help you take advantage of a new and better 
way to work together. Outside North America, please call or fax Lotus Notes International Marketing: Telephone: 
INT +(44) 784 455445 Fax: INT +(44) 784 469344. 


Lotus Notes Certified VARs 


(If you're interested in becoming a Notes certified VAR in North America, please call 1-800-343-5414, Dept. 6408.) 


© 1991. Lotus Development Corporation. All rights reserved. Lotus Notes is a registered trademark of Lotus Development Corporation 





THE LEADERINITS FIELD. 


In Macintosh-to-IBM mainframe connectivity, there’s only 
one company that leads the field. Avatar. Following our recent 
merger with Tri-Data Systems, we now offer the broadest range 
of Mac-to-mainframe connectivity solutions in the industry. 
From our cost effective MacMainFrame board-level work- 
station and gateway solutions, to RISC-based Netway gateway 


products, we have an answer for every price and performance 


configuration. All made to the most exacting standards—easy 


to install and easy to use. Just 
Avatar 





as important, Avatar provides the responsive service and 
support you’d expect from a leader. To find out how to get 
your Macs talking with your mainframe, or to get our compre- 
hensive “Macintosh-to-IBM Mainframe Connectivity Guide” 
call us now toll-free at 1-800-AVA-3270. Avatar. We’re the 


Mac-to-mainframe leader with all the right connections. 


FREE MACINTOSH-TO-IBM 
MAINFRAME CONNECTIVITY GUIDE 


O Id like to know more about connecting Macintosh 
computers to my IBM mainframe. Please send me your 
free “Macintosh-to-IBM Mainframe Connectivity Guide? 





NAME 





TITLE 





COMPANY 





STREET 








CITY STATE 





TELEPHONE Icw2 


Call 1-800-AVA-3270 


Send to: Connectivity Guide, Avatar Corporation, 65 South Street, Hopkinton, MA 01748-2212 
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Mainframes 


There are deals galore these days, and some of them are actually good 
ones. But be sure to read the fine print without rose-colored glasses 


BY SUSAN GANNON 


onsumer confidence is at 
nearly a 10-year low, the 
nation is looking at a dou- 
ble-dip recession, and at 
this point, most manufac- 
turers especially 
those that make main- 
frames — will do almost 
anything to make a sale. 
The numbers them- 
selves tell the story: Mainframe 
growth actually declined by 
4.7% in the 1990-1991 time 
frame, according to Interna- 
tional Data Corp., a mar- 
ket research firm in Fra- 
mingham, Mass. Although 
the rash of recent an- 
nouncements is expected 
to fuel sales in the next 
year, growth forecasts are 
in the single digits. 
As a result, customers 
are now asking for — and 
getting — discounts that 
were unheard of five years 
ago. Discounts on the lat- 
est technology from the 
large systems players are 
running as high as 40%, 
according to recent data. 
If you have the money 
to spend, this certainly 
seems like a prime time to buy. 
And it is, as long as you exercise 
some caution. The most impor- 
tant thing to keep in mind is that 
vendors are ready to promise al- 
most anything to retain custom- 
ers right now. 


Promises, promises 

All of the vendors — but espe- 
cially IBM and the plug-compati- 
ble manufacturers (PCM) — are 
jockeying to be the first to ship 
the greatest technological ad- 
vances, some that you may not 
really need and some that may 
take a while to deliver. 

Before venturing out into this 
potential land of opportunity, 
then, it’s important to know not 
only where vendors are willing 
to negotiate but also what your 
needs are and which paths only 
lead to trouble. 


Gannon is a senior research analyst, 
high-end systems, at Technology Invest- 
ment Strategies Corp. in Framingham, 
Mass. 
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Discounts aren’t all you can 
expect mainframe companies to 
dangle in front of you to win your 
business and continued loyalty. 
Other offerings include the fol- 
lowing: 

e Extended maintenance con- 
tracts. 

e Free educational programs. 

e Waived initial software licens- 
ing costs. 


mean great cost savings for 
shrewd customers that negoti- 
ate for them. Some common 
deals that have been cut include 
free maintenance for two years 
or longer, extra disk drives 
thrown in and steep discounting 
on additional memory incre- 
ments. Some customers have 
even gotten the vendor to pay 
for their transportation and 


packaging costs for a move to a 
new data center. 

If a situation is especially 
competitive, IBM and the PCMs 
have also been known to provide 
an interim “placeholder” ma- 
chine at no cost. In essence, this 
means you'll receive an older 
technology machine for free that 
will either be swapped or up- 


graded when the new technol- 
ogy you are really interested in 
becomes available. 

Amdahl Corp. has been 
known to offer such placeholder 
machines, especially to win con- 
tracts for its latest model, the 
8650M. 

The appeal of this yet-to-be- 
shipped machine is the over 300 
million instructions per second 


INSIDE 


Let’s Make 
a Deal 


How to choose 
and purchase a 
mainframe in the 


’90s. Page 74. : Page 78. 


: Buyers’ 

: Scorecard 
: Amdahl comes out : 
: on top in user : 
: product ratings. 


: Product 

: Listing 

A comprehensive 

: listing of late-mod- 
: el mainframes. 

: Page 80. 
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(MIPS) performance it prom- 
ises. Not only is it the fastest of 
the 390-class processors an- 
nounced, but it is also the first 
announced eight-way processor, 
and it has moved Amdahl to the 
front of the aggressive game of 
performance leapfrog it plays 
with IBM and Hitachi Data Sys- 
tems Corp. 

IBM worked a deal with its 
Enterprise System/9000 line, 
offering a first line of machines 
based on older technology; the 
machines were ultimately upgra- 
dable to its second line. Custom- 
ers essentially purchased step- 
ping-stone machines, and IBM 
didn’t have to wait to make the 
sale. 

Taken at face value, this 
placeholder deal looks pretty 
good. But there are a number of 
ways it can sour. For one, the 
product could be delayed. The 

purchaser is then locked into a 
game of wa:t-and-see. 
In some cases, customers 
who’ve locked into an up- 
grade are the last to receive 
the new technology. That’s be- 
cause the machine upgrades usu- 
ally ship after the outright box 
does. So, anyone who purchased 
a placeholder for IBM's 
ES/9021-820, for instance, will 
get his upgrade in fourth-quarter 
1991, while customers that just 
ordered the 820 outright are al- 
ready receiving theirs. 

Wait-and-see could even turn 
into wait-and-lose. The new ma- 
chine may never materialize in 
the hoped-for form — or at all, in 
some cases. For instance, there 
are many rumors surrounding 
Amdahl’s 8650M running 
MVS/ESA as a single image; this 
is the typical mudslinging cam- 
paign that takes place in a com- 
petitive environment, and the 
rumors won’t be dispelled until 
the machine ships. 

Another strategy that all the 
vendors — PCMs and non- 
PCMs alike — are pushing very 
hard right now is easy upward 
migration. In the past, migration 
has essentially meant pushing 
out the old box and wheeling in 
the new, a big economic loss for 
the customer. 

Vendors are attempting to 

Continued on page 72 
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CONTINUED FROM PAGE 71 


change all that; you still have to swap box- 
es to reach a new technology platform, 
but now you're given a financial incentive 
to do so, whether through trade-ins, de- 
ferred payments or other methods. 

Amdahl has been the most creative 
with its migratior strategies, tailoring 
each migration to customers’ specific 
needs. If you want to keep the old serial 
number for tax purposes, Amdahl works 
to make that happen. 

IBM, on the other hand, has a new 
twist that allows existing 3090 customers 
to trade in qualified 3090 processors as 
credit toward the next platform. 





These financial upgrades work well 
both for vendor and purchaser. It’s just 
important to understand the bottom line: 
The vendor wants you to buy into its next 
technology platform. 

It is certainly helpful for any vendor to 
offer migration services, but there’s still a 
problem with many of the newly an- 
nounced machines — quite a few of the 
most interesting features and functions 
are not even available in their complete 
form and are therefore impossible to ana- 
lyze on a cost/benefit basis. 

That doesn’t stop vendors from trying 
to sell them, of course. What they would 
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like you to do is pay now in order to save 
later. But without a bottom-line assess- 
ment of how these new technologies are 
going to either increase productivity or 
save money, it’s difficult to justify that 
kind of expenditure. 

Acase in point are two new features — 
Escon and Systems Complex, or Sys- 
plex— originally announced by IBM and 
followed up quickly by Amdahl, HDS and, 
in the case of Escon, Bull. 

Escon uses fiber-optic technology to 
send data across I/O channels. Fiber op- 
tics enable faster channel speeds between 
peripherals and the host — up to 17M 
byte/sec., a great improvement over the 
4.5M byte/sec. speeds of two years ago. 
They also increase the distance peripher- 
als can be placed from the host to 9 km. 


THE ONLY WAY TO TAKE CARE 
OF BUSINESS IS TO TAKE CARE OF 


BUSINESS. 


The new Hyundai® Corporate Series™ pro- 


vides 486/33, 486SX/20 and 386/40 
performance in a single upgradeable sys- 
tem. And at a very business-like price. 

The Corporate Series uses leading- 
edge technology to offer business users 
an unrivaled combination of ultimate 
speed and low-cost upgradeability. 

A microprocessor module plugs into 
the motherboard on a simple-to-install 
card, allowing system upgrades to be 
made rapidly and affordably. And an in- 
novative snap-together case enables 
cards, drives and processor modules to 
be added in minutes to configure the 
Corporate Series to meet the needs of 
any demanding application. 

Backed by an eighteen-month war- 
ranty, a nationwide dealer network and 
an optional 24-hour “Service-on-Site” 
program, Hyundai is today’s clear choice 
for taking care of business. No question 
about it. 

Hyundai Electronics America, 166 


Baypointe Parkway, San Jose, CA 95134 


Pa TTY 
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storing, print serving and backup 
services. 

“Everyone is trying to use the 
mainframe as a server, but only 
about 25% to 30% are doing so, and 
[they] are limited in what they can 


do,” says Frank Dzubeck, 


of Communications Network Archi- 
tects, Inc. in Washington, D.C. 
Mainframe vendors have started 
to respond to the user demand, Dzu- 
beck says, “but they’re just starting 
to get the pieces that allow this type 


of functionality.” 

Some of the biggest problem ar- 
eas are the 
¢ A limited number of Ethernet and 
Token Ring ports. “Many main- 
frames are limited to just a few Eth- 
ernet ports, whereas products like 
Netframe can have eight or poten- 
tially more ports,” says Ron Peri, 
president of Computer Support of 
North America, Inc. in Basking 
Ridge, NJ. 
e Lack of LAN operating system 
compatibility. Novell, Inc. Netware 
and Microsoft Corp. LAN Manager 
do not run natively on every main- 
frame 


“The performance of products 
like Portable Netware and Netware 
for VMS have not matched the per- 
formance of Netware 386,” Peri 
says. “If and when we see native 
ports of network operating systems 
like Novell Netware to the main- 
frame — and if mainframe prices 
continue to come down — main- 
frames can become good servers.” 

e Inability to speak the same trans- 
port language. IBM mainframes are 
difficult to use as servers because 
they use Systems Network Archi- 
tecture, while users on a LAN would 
want to use LAN protocols. But Dig- 
ital Equipment Corp.’s VAX can act 


will assume a role on the LAN but 
not as a full-fledged server. For in- 
stance, it may act as the middleman 
between the user and data stored on 
large disk drives, says Larry Abbott, 
a senior group editor for large and 
midrange systems at Faulkner In- 
formation Services, Inc. in Pennsau- 
ken, NJ. 

“There will probably never come 
a day when mainframes will sit on 
LANs as servers in the same way 
that midrange servers do today,” he 
says. “They are simply too powerful 
and costly.” 


Naze is a Computerworld researcher, fea- 
tures. 
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The thought of 
achieving faster chan- 
nel speeds and the abili- 
ty to move data centers 
farther apart may bring 
a smile to your face, but 
there are some sub- 
stantial reasons to wait 
before leaping into Es- 
con. 

One reason is cost. 
Vendors will negotiate 
on price, but this is still 
a very expensive tech- 
nology, requiring a total 
revamp of the data cen- 
ter. Another reason is 


Mainframe purchasing 
methods differ. Of 163 
users surveyed, the 
following holds true: 


39% purchase 
their systems. 


30% rent or 
lease from the 
manufacturer. 


26% rent or 
lease from a 


third party. 


g 
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pect of Sysplex is not 
the services it provides 
now but that it is the 
base on which future 
coupled-systems capa- 
bilities will be devel- 


In the next three to 
five years, Sysplex will 
be the umbrella for 
IBM’s delivery of main- 
frame-based fault toler- 
ance, large-scale multi- 
processing and parallel 
computing. The aim is 
to make Sysplex look 


a 


that few of your peri- 
pherals can exploit Es- 
con technology. 

Sysplex is one of 
IBM’s favorites in its 
latest round of an- 
nouncements, but a lot 
of customers are still trying to decipher 
exactly what it is. A Sysplex — recently 
introduced into MVS/ESA — is a group of 
IBM 370/390 systems that are physically 
connected and use new intersystem soft- 
ware services to communicate and coop- 
erate with one another. 

As with Escon, the most important as- 


less like a group of 
loosely coupled sys- 
tems and more like a 
large, single-image sys- 
tem. 
For customers with 
very large databases, 
Sysplex will be a wel- 
come improvement to today’s data-shar- 
ing mechanisms, when all its facets are 
available. But for the rest of the installed 
base, Sysplex will be of limited utility. 

Not every new feature offering is so 
foggy. On all machines, MIPS levels are 
higher than ever before; although there 
are plenty of the traditional pronounce- 


Machines to watch 


Last year, most of the major main- 
frame vendors announced new-gener- 
ation platforms, promising higher per- 
formance and a wealth of new 
functions and features. Whether the 
functionality is ever delivered will be 
another story. But it’s still a good idea 
to keep an eye on the cutting edge. 


> IBM 

Enterprise System/9021-900 
List price: $22,568,000 

MIPS: 236.3 

e Offers a 20% price/performance im- 
provement over the 3090-600J, IBM’s 
previous high-end machine for enter- 


prisewide computing. 

e High hopes for Escon and Sysplex 
(although currently unavailable), 
which are expected to give customers 
high-performing computer complexes 
that communicate with multiple sites 
through high-speed lines. 


> Amdahi Corp. 

5995-8650M 

List price: $30,089,000 

MIPS: 311 

e Only machine announced with an (as 

yet unavailable) eight-way processor. 

Doubles processing power of Amdahl’s 
previous machines. 


® Through the Enhanced Performance 
Feature, customers can pay to receive 
10% to 15% more performance on 


‘iiasetianine taeinead eaten. 


> Hitachi Data Systems Corp. 
EX620 

List price: $20,485,000 

MIPS: 211.7 

e First announcement of a six-way pro- 
cessor. 

e The company’s first machine to offer 
100 MIPS and above. 
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e Can be configured with HDS’ optical 
channels, which support the existing 
parallel protocol and convert to Escon 
ata later time. 


> Unisys Corp. 

229444 (2200/900 series) 

List price: $16,585,000 

MIPS: 160 

e Offers 2% times the performance of 
the 2200/600 line, giving Unisys cus- 
tomers comparable to 
IBM and plug-compatible manufactur- 


ers. 
e Initial orders have exceeded $150 


million. 

e 2200 Extended Processing Architec- 
ture (2200/XPA) removes virtual 
memory constraints, which promises 
to increase memory capacity by up to 
2G bytes. 


e VAX compatibility for installed base. 
e Server models lower entry point to 
this line and make price/performance 
very competitive with rest of industry. 
e Aimed at large commercial sites as 
well as scientific/engineering users. 


> Bull HN Information Systems, 
Inc. 
DPS-9000/92 
List price: $9,370,000 
MIPS: Not available 
— high-end mainframe in Bull 


Tits iii titanic cite ts 
distributed computing environment. 
e System-level caches provide high- 


processor. 
e Lower cost of entry into this line. 
MIPS are based on information supplied by the vendor. 


SPOTLIGHT 


ments in this area, you 
can get as high as 236 
MIPS on a six-way pro- 
cessor right now via 
IBM. Even the non- 
PCM vendors have 
caught up to the perfor- 
mance levels of the 
IBM crowd. 


Fiber optics 

Even without Escon, 
you can get fiber-optic 
channels on both Tan- 
dem Computers, Inc.’s 
Cyclone mainframes 
and HDS’ EX line. The 
Cyclone line can link up 
to 16 processors via the fiber-optic-based 
Dynabus. This allows sections of a Cy- 
clone system to be placed up to 50 meters 
apart, offering a lot of flexibility in data 
center configurations. 

Tandem also offers fault tolerance 
through its Guardian operating system. 
The financial industry in particular has 
found this to be a valuable feature, and in 
fact, the majority of that industry uses 
Tandem machines. This success has 
prompted more mainframe players to 
tout the fault-tolerant abilities of their 
processors, although this is mostly posi- 
tioning. 

The challenge for Tandem and the oth- 
er non-PCMs is to attract new customers 
within their installed base. Because of the 
high cost associated with migrating to an- 
other proprietary platform, most custom- 
ers are hesitant to move. Unless these 


Scorecard: 


Users would like the 
following functions added 
to their mainframes, 
according to 163 users 
surveyed for Buyers’ 


1. Improved networking. 
2. Better upgradability. 


3. Added cooling. 


vendors migrate cus- 
tomers’ applications for 
a song, this issue will 
continue to be a bane 
for new customers. 

Bull and Unisys 
Corp. are other vendors 
that have to break the 
proprietary stereotype, 
although both have 
made some moves to- 
ward their eventual 
goal of ‘‘enterprisewide 
connectivity.” 

The non-PCMs in 
particular are (but all 
vendors eventually will 
be) under a lot of pres- 
sure to prove not only their performance 
prowess but also their ability to function 
with the rest of the enterprise. Already, 
Bull, Unisys, Digital Equipment Corp., 
13M, HDS, Amdahl and now Tandem are 
voicing the magic words “‘open systems” 
and trying to reposition themselves as 
“integrators” within a networked com- 
puting environment. 

However, much of this is still a long 
way off. For now, it’s enough to keep up 
with the most recent round of new prod- 
uct introductions and to decipher whether 
these products are necessary or just hype. 

The most important decisions to make 
today are whether the cost of the new fea- 
tures and functions will mean increased 
productivity or cost savings for your en- 
terprise. In this competitive mainframe 
environment, the primary beneficiary 
can be the consumer, if you’re careful. @ 


Backup 


1-800-SAY UNIX 


Call for REELbackup,’ the best backup utility in the 


UNIX? industry. 


REELbackup provides a comprehensive UNIX backup 


utility comparable to those in other system environments. Its 


client/server architecture and ability to simultaneously backup 


multiple disks to one or more tape drives makes REELbackup 


the proven backup tool of choice. 


SCH offers a 30-day free trial complemented with direct 


support throughout the trial and installation. 
For the best UNIX backup product, REELbackup, call 


SCH. If you have to backup, you have to use REELbackup. 


Zo REELbacku -— 


MAKING SENSE OUT OF SOFTWARE 
513-579-0455 Fax: 513-579-1064 
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How to get right machine at night price 


BY SUSAN GANNON 


Purchasing techniques vary, but 
these rules of thumb usually ap- 
ply across the board. 


Before deciding which level of 
mainframe to purchase, deter- 
mine your company’s growth re- 


BAUD 


quirements. Ten percent annual 
growth in million instructions 
per second (MIPS) would place 
your company toward the low 
end of a vendor’s product line; 
anything more aggressive would 
point you toward the middle to 
high end. 

MIPS growth can also deter- 


mine your range of alternatives. 
If you require a machine with 
100 MIPS or lower, your search 
can include the used market. 
However, there are fewer op- 
tions at 300 MIPS and above. 


Question user requests for 
the latest technology innovation. 


Find out if they really need the 
latest functionality or if they are 
just trying to keep up with the 
competition. Very often, it’s bet- 
ter to be left behind in the tech- 
nology curve than to pay premi- 
um prices for the latest 
equipment. 


~ Consider older platforms. 
When a vendor announces a new 
product line, it will often retrofit 


BAUDER BAUDEST 


Announcing Three New Modems From Multi-Tech 


The best just got better! Our newest intelligent modems, 
the MultiModemlls, give you more performance and 
value, in a smaller package. 


There's A Mauit}#dem? For You 
® M7224 Series: Our 2400 bps error-correcting, data- 


compressing workhorses. 

© MT932 Series: 9600 bps V.32 modems - full standards 
compatibility and extraordinary performance. 

® MT1432 Series: 14,400 bps V.32bis, for your most 
demanding high-speed applications. 


The new MultiModemlls feature V.42bis “4-to-1” 
compression and 9600 bps fax capability (optional on 
MT224 Series). The 9600 and 14.4K bps modems include 
special settings for UNIX® UUCP or IBM® AS/400™ 
applications. And with their new aluminum chassis, low 
power consumption and extensive use of VLSI surface- 
mount technology, all three modems are built to last! 


And that’s not all. Please call us at (800) 328-9717 (in 
Minnesota, (612) 785-3500) for more information. 


Multi lech 


Systems 


Multi-Tech Systems, Inc., 2205 Woodale Drive 


Mounds View, Minnesota 55112 U.S.A. 


(612) 785-3500, (800) 328-9717, U.S. FAX (612) 785-9874 
International Telex 4998372, International FAX (612) 331-3180 


Trademarks: MultiTech, MultiModem: Multi-Tech Systems, Inc.; UNIX: UNIX System 
Laboratories, Inc.; IBM, AS/400: International Business Machines Corp. 
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some of the new functionality to 
the replaced machines. Chances 
are you could purchase such a 
machine either used or at a sig- 
nificant discount. 


Prepare yourself to negotiate 
price. Research the latest dis- 
count rates and used prices for a 
comparable machine. Keep in- 
formed of recent acquisitions in 
your industry and the pricing — 
this is valuable ammunition. 


Once you’ve determined the 
exact amount of processing pow- 
er you need, the machines that 
will deliver the desired perfor- 
mance and the price you are will- 
ing to pay, call in the vendors or 


F YOU DON’T 

like the first bid of- 

fered, don’t take 
it. Large-systems play- 
ers will be willing to 
renegotiate if it means 
another chance at win- 
ning the deal. 


third-party players. It’s time to 
start haggling. 


Even if you have a long-stand- 
ing relationship with a vendor, 
don’t be afraid to call in the com- 
petition for a visit. In today’s 
pressure-cooker environment, 
any threat of losing an account is 
taken seriously. Use it to your 
advantage. 


/ If you don’t like the first bid 
that’s offered, don’t take it. In 
most instances, large-systems 
players will be willing to renego- 
tiate. Everyone will come back 
to the bargaining table if it 
means another chance at win- 
ning the deal. 


Push for soft-dollar savings 
when purchasing new equip- 
ment. Ask for extended warran- 
ties or free educational services, 
especially if the vendor is draw- 
ing a hard line of hardware dis- 
counts. These savings still pro- 
vide relief to the bottom line, and 
that is the goal. 


Do not believe anyone who 
tells you that “‘no one is receiv- 
ing that type of discount.” Five 
years ago, significant discounts 
were unheard of; today, they are 
the norm. 


Try to avoid locking in with 
one vendor. Do not negotiate 
deals that obligate you to pur- 
chase future upgrades, even if it 
means discounted MIPS. If the 
deal sounds too good to be true, 
it probably is. 


Another word of caution: Do 
not overbuy MIPS today in order 
to satisfy expected growth in 
five years. It is much safer to buy 
MIPS incrementally. e 


NOVEMBER 18, 1991 





MAINFRAMES 


PRODUCT 


SPOTLIGHT 


Ten reasons to stand by your mainframe 


There’s a lot of talk about offloading ap- 
plications from the mainframe to small- 
er platforms. But there are also plenty of 
mainframe diehards around — perhaps 
even enough to make up a majority of in- 
formation systems folk. In a recent sur- 
vey of 163 mainframe users conducted 
Sor Buyers’ Scorecard (see page 78), 84% 
said their need for mainframes has in no 
way decreased because of applications 
downsizing, with only 15% answering to 
the contrary. 

Computerworld asked Richard Lewis, 
director of IS at All-Phase Electric Sup- 
ply Co. in Benton Harbor, Mich., to list 
his reasons for sticking with the main- 
frame through thick and thin. Here’s 
what he has to say on the matter. 


To hear the industry hue and cry, central- 
ized processing — with a mainframe at 
the heart of it — is dead. 

That’s anything but true at our compa- 
ny, a $500 million nationwide electrical 
wholesaling distribution business. For us, 
a mainframe is the only platform we would 
trust to run nearly all our mission-critical 
applications. In fact, I can count at least 
10 reasons why we’d absolutely, positive- 
ly settle for nothing less: 


a We need to handle massive 
transaction volumes. To say that our 
business is “computer-intensive”’ is a wild 
understatement. Our Unisys Corp. A17 
provides on-line data processing for 
100% of our sales transactions — which 
average 20,000 per hour or six every sec- 
ond — as well as our materials manage- 
ment, receivables, payables, payroll and 
electronic mail. The price for an equiva- 
lent amount of CPU power, memory and 
disk storage in a distributed environment 
of personal computers or workstations 
would be prohibitive. 


&) We want to shield users from 
system issues. We have 1,350 termi- 
nals at 108 locations in the warehouse- 
branch locations in 20 states, which 
means that about three out of every four 
of our 1,800 employees access the main- 
frame. Because each terminal transmits 
one transaction every four minutes, it’s 
clear that these users do not have time to 
deal with the systems administration 
chores that would be necessitated by even 
the smallest distributed unit. 


&y The mainframe keeps our IS 
costs down. According to a recent study 
by Arthur Andersen & Co., the trend in 
the distribution industry is for IS to claim 
2.5% or more of gross sales dollars. We 
currently support the IS function with 1% 
of our sales dollars — a great testimony 
to the proficiency of our mainframe. 


© We need to ensure that data is 
timely, secure and accessible. Be- 
cause it offers a single repository, a host 
system consolidates and protects data, al- 
lows it to be updated in an orderly fashion 
and makes it easy for authorized users to 
access. To get the same kind of data in- 
tegrity and accessibility in a distributed 
environment, we’d need complex and re- 
source-intensive software and communi- 
cations facilities. 


& We feel we can attract a more 
highly professional IS staff. Main- 
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All-Phase’s Lewis says, ‘We currently support the IS function with 1% of our 
sales dollars —a great testimony to the proficiency of our mainframe’ 


frame environments consistently attract 
very committed IS professionals — ca- 
reer-oriented managers, analysts, pro- 
grammers and operators — who are ca- 
pable of delivering the most productive 
and applicable systems targeted to solve 
specific business issues. These people are 
company employees first and IS techni- 
cians second. 


oO The mainframe helps us keep 
pace with users’ applications needs. 
Centralized host environments have long 
taken heavy criticism for applications 
backlogs. While we’ ve felt that way in the 
past, this is fast becoming a nonissue as 
we evolve to host-based computer-aided 
software engineering tools and fourth- 
generation languages (4GL). 


t~ Custom application develop- 
ment is easier on the mainframe. In 
our competitive industry, we cannot re- 
strict ourselves to the same “canned pro- 
cesses” used by our competitors. A case 
in point is our Preferred Customer Award 
Program, which — much like a frequent- 
flyer program — allows customers to 
amass points over a period of time and 
qualify for a variety of awards. 

There was no generic software avail- 
able to support this application, and we 
couldn’t wait for an independent software 
house to develop it. With our pool of 
skilled programmers, we were able to im- 
plement a good idea from our marketing 
department ahead of our competition. 

In a distributed processing environ- 
ment of PCs or workstations, there is a 
strong temptation to settle for off-the- 
shelf software, which may not really ad- 
dress some of your company’s most 
pressing business needs. In addition, the 
generation of unique, custom applications 
is not easily facilitated. 


9 We want to preserve and lever- 
age our systems investment. Our IS 
department opened shop with its first 
mainframe in 1983, and since then, we 
have developed a wealth of applications 
code. Moving to a distributed systems ar- 
chitecture would mean rewriting or possi- 
bly jettisoning major portions of that 
code. 


We can keep our applications invest- 


ment intact in our host environment 
through reverse engineering. It is a rela- 
tively simple matter to run our third-gen- 
eration applications code through a ma- 
chine filter, which prepares it for 
migration into a 4GL environment. 

We're also able to integrate new tech- 
nologies into our existing host-based en- 
vironment. Systems in the works include 


voice processing applications and a docu- 
ment image management system. 


We are assured of vendor sup- 
port in upward migrations. Main- 
frame vendors generally have an out- 
standing record of helping customers 
migrate applications to new hardware 
platforms. 

It’s easy to see why: By selling a multi- 
million-dollar system, a mainframe ven- 
dor can afford to invest in the conversion 
processes and technical support person- 
nel that will allow its user base to make 
the transition. 

In contrast, vendors of lower priced 
desktop and distributed systems and ap- 
plications are more likely to put the bur- 
den of migration onto the user. 


© We hold a lot of clout with our 
systems vendor. As a large systems 
user, we definitely have more influence 
with our vendor than most users of PCs 
and distributed systems do. We can more 
readily effect the changes we need and 
get an improved level of support. Few 
vendors of distributed systems can afford 
to make sweeping changes to satisfy the 
needs of a single customer. 

Although we will continue to be at- 
tuned to processes where distributed 
units offer the best overall solution for our 
mission-critical needs, our mainframe will 
never die. @ 


Management? 


Call for REELlibrarian;* the tape management system that 


has been endorsed by major manufacturers like Amdahl, Cray, 


Alliant, and Encore Computers. 


REELlibrarian simplifies tape access and improves admin- 


istrative control for stand-alone and networked UNIX® systems. 


Centralized mount handling, an on-line catalog, vault management 


capabilities, and security controls are only a few reasons why 


REELlibrarian is the tape management system of choice. 


SCH offers a 30-day free trial complemented with direct 


support throughout the trial and installation. 


To find out for yourself why REELlibrarian is becoming 


the standard tape library management system for UNIX systems, 


call SCH. 
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In 1970, IDEA Courier 
introduced its first termi- 
nals for IBM mainframes. 
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an SS ONCERT COMMUNICATIONS CONTROLLER &€412000 DISPLAYS 
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Our Advanced Function Termi- 
nals add intelligence to the desktop 
while cleaning up cluttered application 
screens quicker than you can say “*PC?’ 

As for PCs, our emulation and 
gateway products — hardware and 
software, local or remote, for servers 
and users — show you how far we’ve 


come from the old terminal days. 





Here's how to get an even better IDEA. 


Please Send Me Information About: 
C1 IDEA Concert Controller 

C) IDEA 12000 Terminals 

CJ Advanced Function Terminals 
Name 

Title 

Company 

Address 

City 

Phone 


C1) IDEA Printers 
(] Gateways to Mainframes 
1 IDEAcomm Boards 


My Company Has Installed: Quantity: 
(_) IBM Mainframes 
CDEC VAXs 

| AS/400 or 8/36, 9/38 


IDEA 


The intelligence to communicate better. 
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tomers in over 50 countries 
around the world. 

And yes, we still sell 
terminals. In fact, the first 
coax terminals in the United 

States to meet the most 
& stringent emissions and 


Along with our products and 
technology, IDEA has expanded, too. 
IDEA Servcom, our service organi- 
zation, provides first-class, on-site 
maintenance throughout North 
America. From IDEAssociates comes 
the twinax technology to design and 
manufacture our midrange products. 
And IDEA International supports cus- 


ergonomic standards — the MPR-Ii 
Swedish Recommendation. Available in 
14” and 15” screen sizes. Monochrome. 
Color. Black and white. Upgradeable, 
too. All the way up to our Advanced 
Function Terminals 

Now that you have the whole 
IDEA, let us help you implement better 
ideas. Call 1-800-528-1400, ext. 7782. 
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Amdahl and Hitachi lead the pack 


ed to base 100 (see methodology next 
page). 

While Amdahl’s users rated its prod- 
ucts highest in seven out of 15 catego- 
ries, IBM’s ES/9000 users rated their 
products highest in five categories, in- 
cluding the two most important to all us- 
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Mainframes 


Product scores reflect average user ratings for all 
measured areas, weighted by user-assigned 
importance. Response base: 30 users per product 


uyers of big iron have some- 
thing in common with bar- 
gain-hunting car consumers: 








Amdahl 5990 and 5995 


Hitachi EX Series 


IBM ES/9000 


IBM 3090 


Bull HN DPS 
90 and 9000 


Unisys 2200 and Al7 


Reliability 
Compatibility 
Overall performance 
Reliability 

Overall performance 
Compatibility 
Reliability 
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requirements 


Compatibility 
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controls 


Networking support 
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Cost per cycle 


Both want more capacity and 
great mileage. 

There is no greater evidence of this 
similarity than Amdahl Corp.’s score in 
Computerworld’s mainframe Buyers’ 
Scorecard. Thirty users of the compa- 
ny’s top-of-the-line mainframe products 
gave Amdahl the highest satisfaction 
ratings among six product groups, in- 
cluding IBM’s latest offerings. 

The primary areas of strength for the 
Amdahl products were ca- 
pacity and cost per process- Total 
ing cycle. 

Amdahl’s 5990 and 
5995 processors scored a 
total of 87 points measured 
across 15 _ categories. 
Though significantly lower 
than the possible score of 100, the total 
is well above the mean score of 82 for 
the group. 

The other products rated included 
Hitachi Data Systems Corp.’s (HDS) 
Models EX 60 and higher, which came 
in second with 86 points; IBM’s Enter- 
prise System/9000 series, third with 84 
points; IBM’s 3090 series, fourth with 
81 points; Bull HN Information Sys- 
tems, Inc.’s DPS processors, fifth with 
80 points; and Unisys Corp.’s 2200 and 
A17 series, sixth with 79 points. 

Thirty users were surveyed for each 
product set. Overall scores were derived 
by multiplying the ratings each user 
group gave its own product family by the 
importance factors all users assigned to 
the criteria. Scores were then convert- 


possible 
score 


Mean 
score 


KEY RATINGS 


ers: reliability and overall performance. 
(Amdahl placed third in both reliability 
and performance.) The ES/9000 series 
was rated fourth in capacity and cost 
per processing cycle. 

HDS’ systems received the second 
highest reliability, performance and 
cost ratings from its users. The EX 
products also topped I/O performance 
and memory access time categories. 

IBM’s 3090 users rated it in the mid- 
dle or bottom of the pack in 
all categories. The proces- 
sor’s highest ratings were 
for quality of service and 

technical support (where it 
82 | placed third, behind the 

ES/9000), effective I/O 

channel control and effec- 
tive cache performance. Last place rat- 
ings for the 3090 included cost per cycle 
(6.8 — the lowest rating in the survey), 
ease of operation, efficient environmen- 
tal controls and reasonable floor-space 
requirements. 

Bull’s DPS series received good 
enough marks from its users to earn a 
second place in capacity. Grades for cost 
per cycle, efficient cache performance 
and floor-space requirements were 
slightly lower, with the DPS series plac- 
ing third on each of those lists. 

Unisys’ processors were rated sec- 
ond in ease of operation and fourth in 
overall performance. However, the 
products rated last in seven categories, 
including reliability, capacity and ser- 
vice and support. e 


Amdahl’s 5990 and 5995 split the highest scores in key ratings categories with IBM’s Enterprise System/9000 line. The ES/9000 models edge ahead in 
reliability, performance and compatibility, while Amdahl’s machines top capacity, service and support and cost. 
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PRODUCT 


SPOTLIGHT 


A CLOSER LOOK 


Amdahl tops five of nine closer look categories, while IBM’s ES/9000 scores highest in two, and Hitachi’s system tops two categories as well. 
IBM’s 3090 places last in three categories - environmental controls, ease of operation and floor space — and the ES/9000 places last in one. 
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How likely would you be to purchase this product again? 


(Reasons are based on most frequently stated responses) 
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What do you see as the strengths/weaknesses of this product? 


(Reasons are based on most frequently stated responses) 
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METHODOLOGY 


Products rated in Computerworld’s Buyers’ 
Scorecard on mainframes were selected based 
on the market share of the vendors in terms of 
installed base and market value. 

The minimum number of respondents for 
ezch product group was 30. The survey was con- 
ducted and tabulated by First Market Research 
in Austin, Texas, using a random sample of user 
names. 

Forty-seven percent of the respondents 
were information systems directors, 26% man- 
agers, 24% vice presidents, 6% staff members 
and 7% other. 


Likes 


Powerful processing 


aie 
Cost/performance ratio 
Ability to upgrade 


Too expensive 
Not expandable 
Incompatibility 


Ninety percent of the respondents evaluate 
and recommend vendors for mainframe prod- 
ucts, 88% determine the need for such products, 
87% set standards for the organization, and 83% 
select vendors. 

Ninety-seven percent of the respondents 
have been involved with mainframes for five or 
more years. The remaining 3% have worked 
with them for one to four years. 

Forty-one percent of the respondents work 
at companies with more than $1 billion in reve- 
nue. Twelve percent are at companies of be- 
tween $500 million and $1 billion in revenue. 

Total scores, which were weighted accord- 
ing to the criteria that all respondents found 
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most important, were computed by multiplying 
the mean scores all users assigned to the impor- 
tance of each criterion by the mean scores each 
user group gave to its own products. 

The final scores were then converted to base 
100 for clearer comparison. 
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Amdahl and Hitachi lead the pack 
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Mainframes 


Product scores reflect average user ratings for all 
measured areas, weighted by user-assigned 
importance. Response base: 30 users per product 
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uyers of big iron have some- 
thing in common with bar- 
gain-hunting car consumers: 
Both want more capacity and 
great mileage. 

There is no greater evidence of this 
similarity than Amdahl Corp.’s score in 
Computerworld’s mainframe Buyers’ 
Scorecard. Thirty users of the compa- 
ny’s top-of-the-line mainframe products 
gave Amdahl the highest satisfaction 
ratings among six product groups, in- 
cluding IBM’s latest offerings. 

The primary areas of strength for the 
Amdahl products were ca- 
pacity and cost per process- 
ing cycle. 

Amdahl’s 5990 and 
5995 processors scored a 
total of 87 points measured 
across 15 _ categories. 
Though significantly lower 
than the possible score of 100, the total 
is well above the mean score of 82 for 
the group. 

The other products rated included 
Hitachi Data Systems Corp.’s (HDS) 
Models EX 60 and higher, which came 
in second with 86 points; IBM’s Enter- 
prise System/9000 series, third with 84 
points; IBM’s 3090 series, fourth with 
81 points; Bull HN Information Sys- 
tems, Inc.’s DPS processors, fifth with 
80 points; and Unisys Corp.’s 2200 and 
A17 series, sixth with 79 points. 

Thirty users were surveyed for each 
product set. Overall scores were derived 
by multiplying the ratings each user 
group gave its own product family by the 
importance factors ali users assigned to 
the criteria. Scores were then convert- 
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ed to base 100 (see methodology next 
page). 

While Amdahl’s users rated its prod- 
ucts highest in seven out of 15 catego- 
ries, IBM’s ES/9000 users rated their 
products highest in five categories, in- 
cluding the two most important to all us- 
ers: reliability and overall performance. 
(Amdahl placed third in both reliability 
and performance.) The ES/9000 series 
was rated fourth in capacity and cost 
per processing cycle. 

HDS’ systems received the second 
highest reliability, performance and 
cost ratings from its users. The EX 
products also topped I/O performance 
and memory access time categories. 

IBM’s 3090 users rated it in the mid- 

dle or bottom of the pack in 

all categories. The proces- 
100} sor’s highest ratings were 

for quality of service and 
technical support (where it 
placed third, behind the 
ES/9000), effective I/O 
channel control and effec- 
tive cache performance. Last place rat- 
ings for the 3090 included cost per cycle 
(6.8 — the lowest rating in the survey), 
ease of operation, efficient environmen- 
tal controls and reasonable floor-space 
requirements. 

Bull’s DPS series received good 
enough marks from its users to earn a 
second place in capacity. Grades for cost 
per cycle, efficient cache performance 
and floor-space requirements were 
slightly lower, with the DPS series plac- 
ing third on each of those lists. 

Unisys’ processors were rated sec- 
ond in ease of operation and fourth in 
overall performance. However, the 
products rated last in seven categories, 
including reliability, capacity and ser- 
vice and support. e 


KEY RATINGS 


Amdahl's 5990 and 5995 split the highest scores in key ratings categories with IBM’s Enterprise System/9000 line. The ES/9000 models edge ahead in 
reliability, performance and compatibility, while Amdahl’s machines top capacity, service and support and cost. 
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Amdahl tops five of nine closer look categories, while IBM’s ES/9000 scores highest in two, and Hitachi’s 
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IBM’s 3090 places last in three categories —- environmental controls, ease of operation and floor space — and the ES/9000 places last in one. 
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METHODOLOGY 


Products rated in Computerworld’s Buyers’ 
Scorecard on mainframes were selected based 
on the market share of the vendors in terms of 
installed base and market value. 

The minimum number of respondents for 
each product group was 30. The survey was con- 
ducted and tabulated by First Market Research 
in Austin, Texas, using a random sample of user 
names. 

Forty-seven percent of the respondents 
were information systems directors, 26% man- 
agers, 24% vice presidents, 6% staff members 
and 7% other. 
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Ninety percent of the respondents evaluate 
and recommend vendors for mainframe prod- 
ucts, 88% determine the need for such products, 
87% set standards for the organization, and 83% 
select vendors. 

Ninety-seven percent of the respondents 
have been involved with mainframes for five or 
more years. The remaining 3% have worked 
with them for one to four years. 

Forty-one percent of the respondents work 
at companies with more than $1 billion in reve- 
nue. Twelve percent are at companies of be- 
tween $500 million and $1 billion in revenue. 

Total scores, which were weighted accord- 
ing to the criteria that all respondents found 
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Efficient environmental controls 


7.6 
7.3 


Efficient cache performance 


Reasonable floor-space 
requirements 


Unisys 


Response base: 30 


Likely 
[ The 
gi reason: 


Reliable/ 

No problems 
Unlikely 
The 
reason: 
Newer 
models/ 
Financial 
instability 


Likely 

The 

reason: j 
No problems/ © 
Reliable 
Unlikely 
The 
reason: 
Not enough 
software 
available 


Number of 
respondents 


What do you see as the strengths/weaknesses of this product? 


(Reasons are based on most frequently stated responses) 


Unisys 
Likes 
Ease of use 
Reliability 
Overall performance 


Incompatibility 
Limited packaged software 
Weak network support 


most important, were computed by multiplying 
the mean scores all users assigned to the impor- 
tance of each criterion by the mean scores each 
user group gave to its own products. 

The final scores were then converted to base 
100 for clearer comparison. 
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MAINFRAMES 
PRODUCT SPOTLIGHT 


Late-model mainframes! 


MEMORY RANGE (BYTES) 
NUMBER OF CHANNELS/ 
CHANNEL SPEED (BYTE/SEC.) 
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DISTRIBUTION CHANNELS 
MONTHLY MAINTENANCE FEE 
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storage, 
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32 channels 
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$5,939,810 with 128M 
bytes of main storage, 
64 channels 
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OL, models in storage. parallel bytes of main storage, 
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SE 
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DP, IBM ES/9000 9021) 1 imi $14,200,701 with 
OLTP, | models in storage, y 256M bytes of main 
SE - parallel storage, 128 channels 
for Escon 
5995-4550A DP, IBM ES/9000 902 - imi . 900, i 
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SE . 
panded 
5995-6650A DP, IBM ES/9000 9021) - 128 - imi b $24,071,544 with 
OLTP, | models in storage, \ with EPF ° 512M bytes of main 
SE - - parallel storage, 128 channels 
for Escon 
5995-8650A | Q292 ee - 128 - imi > 089, i 
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- parallel , 
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Bull HN Information | DPS inianiok IBM ar 64/4. aa 182 DC, GCOS 8 — oe Cae 128M 
Systems, Inc. 11.7 LP 
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DPS 9000; ei 1/91 sat | - Le 5M $6,930,000 with 128M | $11,550 
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DPS 9000/92 ee : oo DC, 35 GCOS 8 a ee ae 256M | $15,616 
att ane 
Control Data Corp. Cyber 2000S Larger than twice oa “ia 7.3T 
(800) 345-6628 OLiP, the IBM 3090-180, 
SE 
Cyber 972 2/92 DP, IBM 3090-120, 7.3T 
OLTP, | VAX 6000 
SE 
Cyber 974 DP, IBM 3090-120, 7.3T 
OLTP, | VAX 6000 
S 


Cyber 2000U DP, IBM ES/9000 1,224/2M 7.3T 
— Mode! 620 


1All products listed first shipped or were announced after January 1990. *Per-second performance ratings, based on the following industry-standard benchmarks: DC = Debit/Credit (transactions based on 95% subsecond ); LP = Linpack 


(100 by 100 full-precision in MFLOPS); LL = Livermore Loops (harmonic mean; 14 loops). rar ce 3DP = batch commercial data processing; SE = scientific engineering; OLTP = on-line 
transaction processing. “Calculations done by Bill Husband, director, technology planning, Meridian Technology Leasing Services in Deerfield, Ill. 


The companies included in this chart responded to a recent survey conducted by Computerworld. When a vendor is unable to provide specific information about its product, the abbreviation NP (not provided) is used. When a question does not apply toa 
vendor’s product, the abbreviation NA (not applicable) is used. Contact vendor for further product information. 
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ICL 
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ICL Stanford 
(203) 968-7200 


NCR Corp. 
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Stratus Computer, Inc. 


(508) 460-2000 


Tandem Computers, 
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IN DEPTH 


The choice is yours 


Four steps to getting the enterprisewide LAN operating system 


BY ROBERT LEM 


multinational engineering compa- 
ny, which operates in more than 25 
states and three countries, wanted 
to find a network operating system 
that would support the distributed 
structure of the organization. The 
firm planned to use the local-area 
network environment as a platform 
to launch its information systems 
into the next century. 

The company had, over the years, com- 
piled a variety of systems and networks: a 
centralized IBM Application System/400 
network, more than 500 stand-alone person- 
al computers representing 26 different ven- 
dors and three incompatible LANs in sepa- 
rate district offices. At this point, its goal was 
to establish a corporate LAN standard to 
connect all the PCs and existing LANs, pro- 
vide access to the AS/400 and establish a 
backbone for future enterprisewide comput- 
ing. The firm also saw the establishment of a 
LAN standard as a way of minimizing the 
flow of divergent technologies into it. 

The IS chief at the company was faced 
with a critical decision many of you are deal- 
ing with today: choosing a network operating 
system standard for the enterprise. This 
choice is key because although your selec- 


Lem is a senior associate specializing in local- and 
wide-area network configuration and planning at con- 
sulting firm Boston Systems Group, Inc. 


that’s right for you 


tion of network topology and architecture is 
important to the LAN implementation, the 
network operating system plays the biggest 
role in determining the LAN’s functionality, 
manageability and — the ultimate test — ac- 
ceptance by end users. 


How to know when it’s right 

How do you navigate your way through all 
the product offerings and pick a LAN operat- 
ing system for your distributed enterprise? 
How do you know which product has the 
right stuff for your company? 

The best way is to be structured about it. 
Try using a four-step approach that is both 
quantitative and qualitative: 

1) Develop and rate evaluation criteria. 

2) Define the current and future operating 
environment. 

3) Identify and evaluate the network alterna- 
tives. 

4) Test and prototype target products. 

You can begin your search for an enter- 
prise LAN by pinpointing specific criteria 
your choice must adhere to. Most companies 
find that setting up an evaluation committee 
made up of IS staffers and business end users 
can streamline the task and ensure that 
you'll get a more balanced view of what your 
company actually needs. 

One important charter of 
this committee is to talk to 
and survey IS and business 
users to compile a list of 
the criteria that they 


PY ie BG\\ BLES WEBNS Bei \ 


are most interested in. 

Specific criteria that you may come across 
include need for a menu or graphical user in- 
terface; ease of installation; scope of vendor 
technical support; ease of LAN management 
and administration; cost, speed and perfor- 
mance; wide-area communications capabili- 
ties; ability to access other computing plat- 
forms; security; fault tolerance and recovery 


abilities; ability to connect various 
workstation types into 
the LAN; global * § 
printing capabilities; 
and upgrade and en- Sy, a 
hancement options. 

At this point, 
you’ll want to cate- 
gorize the criteria 
and prioritize them, 
which will make the 
selection process 
easy to conduct and 
business, operational, organizational and 
technical groupings. Business criteria refer 
to overall business, economic or competitive 
issues that can affect the LAN selection pro- 
cess. Operational criteria refer to tactical is- 
sues and operating characteristics such as 
LAN support. Organizational criteria refer 
to people issues, such as impact of the LAN 
on the IS structure. Technical criteria refer 
to hardware, software and communications 


naming _ services; 
more modular. Typical categories include 
issues affecting the LAN selection. 


Weighted by importance 
Once grouped, the myriad criteria a compa- 
ny comes up with can be weighted in terms of 
importance by the evaluation committee. 
The weighting process is straightforward: 
The committee assigns a weight number to 
each element ona scale of 1 to 5, with 1 being 
the least important. This allows criteria of 
equal importance to be weighted uniformly. 
As a rule of thumb, criteria that are vital 
to short-term goals (for example, ease of in- 
stallation) or those that are necessary for es- 
tablishing long-term goals (for example, 
speed and performance) are usually given a 
weight of 5. “‘Wish list” criteria that are not 
vital but are desirable (for example, global 
naming services) are usually weighted at 3. 
Criteria that are not applicable (for a single 
Continued on page 86 
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office or small company, WAN capabilities 
may fall in this category) are given a 
weight of 1. 

Prioritizing these criteria and assign- 
ing an importance weight to them pro- 
vides a way of streamlining the assess- 
ment process by eliminating issues 
irrelevant to the evaluation. 

After going through this process, the 
engineering firm came up with the Top 3 
criteria in each category: 

Business 

Stable vendor with established techni- 
cal direction and international presence. 
>Growth options. 

PSecurity. 

Operational 

>Support for multiple workstation types 
(Apple, Sun, IBM PC and others). 

>Ease of local and remote network man- 
agement. 

»Corporatewide vendor technical sup- 
port. 

Organizational 

>Minimal impact on IS organization. 
>Ease of local and remote management. 
Minimal need for end-user network 
management. 

Technical 

»Speed and performance. 

>Wide-area communications capabilities. 
P Ability to access other platforms. 

Step 2 in the operating system selec- 
tion process consists of defining the oper- 
ating system environment, which will 
ease you naturally into Step 3, selecting a 
concise set of LAN alternatives. A com- 
mon configuration will be the base against 
which to compare alternative operating 
system products. 

The engineering company defined its 
environment by conducting a series of in- 
terviews and surveys at various manage- 
ment and operational levels. It used com- 
mon analysis tools such as data-flow 
diagrams and organizational charts to cre- 
ate a general model of information flow, 
procedures, roles and responsibilities of 
business areas in the engineering firm. 

The interviews revealed that most us- 
ers needed the new system to be compati- 
ble with the company’s centralized IBM 
AS/400 network. Users were dependent 
on the AS/400 and needed all the func- 
tionality they were accustomed to having 
with stand-alone emulation boards, in- 
cluding shared folders, PC support and full 
terminal emulation. 

The model revealed that the company 


systems: 








IN DEPTH: THE CHOICE IS YOURS 


What's the score? 


The soring mati hl determine whic bce vendor handles you 
Banyan Vines. 


most important LAN criteria 


Criteria 
Menu or graphical 
user interface 4 4 


Easy to 
install 


Weight* 


5 5 


Vendor 
technical support 2 3 


Easy to manage and 
administer remotely 4 5 


Total score 


Score 


Weighted Score 
16 
25 
6 


20 
67 46 


*Companies assign criteria weight on a scale of 1 to 5, with 5 being most important. LAN score 
indicates on a scale of 1 to 5 how well the product meets the criteria, with 5 being a good match. 


Source: Boston System Group, Inc. 


needed to share accounting, sales, mar- 
keting and engineering data at the dis- 
trict, divisional and home office levels. In 
addition, the district offices needed to ac- 
cess the centralized financial network for 
payroll information. These mandatory ac- 
cess paths outlined the firm’s need for a 
distributed LAN architecture that would 
allow access to all points of the organiza- 
tion. By defining its operating environ- 
ment, a company puts its LAN selection 
into a business framework. 


Beneath the surface 

Selecting specific LAN products for re- 
view involves some digging. Finding out 
which products address the majority of 
your criteria and fit into your operating 
environment is an investigative process 
based on research, input from a vendor’s 
current and former customers and word- 
of-mouth recommendations. 

You will likely want to set up meetings 
with vendors that are strong candidates, 
providing them with the evaluation crite- 
ria and typical operating environment to 
study before the meeting. This allows 
candidates to zero in on areas of key im- 
port to you. 

However, make sure you understand 
vendor claims about how well their prod- 
ucts meet your evaluation criteria. In the 
case of the engineering firm, it asked ven- 
dors to put together a demonstration of 
their products’ AS/400 connectivity func- 
tions to verify claims. It is better to find 
product weaknesses now rather than af- 
ter you have installed the LAN. 

At this point, you should set up a scor- 


Before you settleona LAN... 


Here are some do’s and don'ts for evaluating enterprisewide LAN operating 


DO take a test drive. You usually take a car out for a test drive before you 
buy it. Why not do the same when buying a LAN? See if the vendor is will- 

ing to lend you an evaluation copy of the product. If not, then request a demon- 

stration from the vendor. Just make sure that the vendor can show you specific 

examples of how the product will help you meet your criteria. 

DON’T assume that all features of a LAN will be appropriate for 
your situation. LANs have so many features and functions now 

that it is very easy to get lost in all the hype and marketing pitches. Choosing a 

LAN based on features you don’t need won’t help you. 

DON’T make this a glass-house decision only. Factors besides tech- 
nical criteria will play a role in the LAN decision. User experience, 

installed base, Pa lt hee Saco AS" 


DO build . Assume whatever product you choose will be out- 
dated tithis bwo:pomsht Ye bachdaieedy Gthabeabenlepdaiien and what- 
ever architecture you choose must be flexible enough to incorporate new tech- 
nologies. You should periodically repeat your evaluation procedure, even on 
established LANs, to determine if your choice is living up to your expectations. 
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ing matrix (see chart above). The matrix 
should list your weighted criteria as well 
as the score you give each product in 
terms of meeting that criteria. That score 
is based on a 1-to-5 scale, with 5 given to 
those products that meet the criteria 
best. You then multiply criteria weight by 
product score to get a weighted score for 
each offering. 

The engineering firm’s evaluation 
committee gave scores to each vendor it 
had on its short list based on evaluation 
materials and demonstrations. Each 
member formulated his own personal 
scoring matrix, comparing all the scores 
in a roundtable discussion. Discrepancies 
in the scores were resolved by unanimous 
consent. (Note: When all else fails, you 
can use an average of personal scores.) 

Banyan Systems, Inc.’s Vines and 
IBM’s OS/2 LAN Manager emerged as 
the leaders in the evaluation, based on 
meeting criteria such as multiple platform 
access, remote network management and 
stable market position. 


Other important factors 

However, such weighted scores are not 
the sole judge by which a company should 
make its decision. The scores should be 
used as an indicator, helping you eliminate 
from consideration those products whose 
weighted scores are significantly lower 
than the rest. But products with similarly 
high scores must be judged on more quan- 
titative information. That’s when proto- 
type testing comes in. Your criteria list 
developed during the evaluation can be 
used as a checklist. 

Because Vines and OS/2 LAN Manag- 
er were on nearly equal footing after the 
engineering firm’s evaluation, the compa- 
ny decided to verify several of the AS/400 
connectivity and network management 
functions. It brought both products in- 
house for prototype testing. 

After testing — and based on a good 
match between the company’s needs and 
Vines AS/400 connectivity and network 
management capabilities — that product 
got the go-ahead. 

Choosing from the myriad options in 
the LAN marketplace need not be like 
walking wlindfolded through a minefield. 
In narrowing down your options based on 
your needs, you can come up with a much 
smaller and hence more manageable set 
of systems from which to choose. 

This process is not reserved only for 
selecting the big-boy vendors; it can help 
you decide among lesser known products 
that may be more appropriate for your 
firm. This approach will help you decide 
which vendor has the right stuff to take 
your firm into the 1990s. e 
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The most 
UNIX RDBMS 
licenses 
worldwide. 


informix has over half a million 


installed UNIX licenses. That’s more than 
Sybase. ASK/Ingres. Even Oracle. 

Why do so many companies rely on 
Informix software to manage their critical 
data? 


> Expertise. If you're under the gun to 
implement data management solutions— 
start-to-finish—Informix has all the pieces 
you need. 

*INFORMIX-OnLine is the database 
server of choice for demonstrating UNIX 
performance. 

*More people use applications built with 
INFORMIX-4GL than any other UNIX 
DBMS development tool. 

*INFORMIX-SQL was recently voted “#1 
DBMS for Multiple Environments” by 
readers of Government Computer News. 

Informix is one of the only database 
companies with a language for developing 
GUI decision support applications. 


> Investment Protection. Your needs are 
going to grow and change. Technology will 
continue to evolve. That's why Informix is 
committed to future transparent migration. 
We want you to know that whatever the 
source of change—new technology on our 
part, or business changes on yours—we're 
protecting your investment. 


> Partnership. In addition to the many 
companies who use Informix to develop in- 
house applications, thousands of VARs sell 
vertical applications they've written on 
Informix. Dozens of computer manufactur- 
ers sell Informix as a key component of 
client/server solutions. And systems integra- 
tors worldwide use Informix products to 
build custom applications for their clients. 


>» Experience. The track record speaks for 
itself. We've been developing DBMS soft- 
ware on UNIX for UNIX for over a decade. 
In fact, Informix was selling open systems 
solutions long before others were even 
thinking about it. Today, our products are 
helping to define client/server computing in 
the 90s—and beyond. 


> The Big Picture. If you're even thinking 
about UNIX for data management, you 
should be talking to Informix. 


Call us toll free: 1-800-688-IFMX. 


ll INFORMIX 


Information management 
for open systems. 


All company names and logos are registered trademarks of the individual companies. 
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Almost two out of every three Americans who 
work, work in an office. 

And they're caught in a squeeze. 

Offices have fewer people to work with because 
of lay-offs. Tighter budgets to work on because of 
cutbacks. And tougher competition to work against 


because of the globalization of 
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disseminates that information instantaneously 
on a worldwide basis. 

A government organization found that up to 
29% of its files were inaccessible, misfiled or lost 
when needed. Now, 100% of its information is 
immediately available to all users. 

OFFICE 2000 offers a new way for people and 
technology to work together in the office. 

With you as a full partner in the process, 
OFFICE 2000 redesigns the way work is organized 
in your office. Then seamlessly links your people, 
departments, offices and information in one system 
using Wang Imaging. 

So, if these challenges sound familiar, our niche 
is your Office. 
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BRIEFS 


Up or out 


> What do you do with a busi- 
ness that drains $15 million from 
your bottom line, causing annu- 
al profits to plummet 27%? 
Faced with that question last 
week, computer leasing and di- 
saster recovery player Com- 
disco, Inc. came up with one 
decisive answer: Get out. The 
company has hired consultant 
First Boston Corp. to help it 

exit its oil and gas investments in 
the manner least disruptive to 
investors and allies, a company 
spokesman said. In addition to 
net earnings of $69 million, 
Comdisco reported revenue up 
13% to $2.2 billion for fiscal 
1991. 


End of an era 


> Sunnyvale, Calif.-based Ad- 
vanced Micro Devices, Inc. 
last week announced it will shut 
down its last 4-in. wafer fabrica- 
tion plant — a Santa Clara, 
Calif.-based facility known as 
“Fab 5” — sometime after 
March 1992. “The old gives way 
to the new,” said Chairman and 
Chief Executive Officer W. J. 
Sanders III, adding that flat and 
fading demand for bipolar wafers 
should be ‘‘more than offset in a 
recovering economy” by growth 
in higher density lines. 


Double up 


> Ina near doubling of its ear- 
lier five-year goals, Midwest re- 
gional Bell parent company 
Ameritech last week unveiled a 
plan to usher 80% of its 16.4 
million customer lines into the 
world of advanced communica- 
tions — including voice, data and 
video — by 1996. According to 
the new game plan, Ameritech 
will replace 276 analog switch- 
ing centers with digital systems 
and upgrade still more, render- 
ing some 13 million Integrated 
Services Digital Network-capa- 
ble lines. 


Bill it here 


» The U.S. House of Repre- 
sentatives has passed a bill that 
would modernize the Export 
Administration Act. It establish- 
es a “‘license-free Cocom’’ zone 
for the U.S. and 16 allies within 
which nearly all goods may 
move without export licenses. It 
also provides for automatically 
updating the performance 
threshold for supercomputers 
allowed for export: The mini- 
mum would be set at 25% of the 
processing power of the two 
fastest commercially available 
machines. 
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Technology comes first at Quarterdeck 


Firm hasn’t changed its ‘business-as-usual’ philosophy of putting technology before marketing 


BY CHRISTOPHER LINDQUIST 
CW STAFF 


SANTA MONICA, Calif. — 
Niche companies can run into 
problems when their bigger 
competitors decide to put on the 
squeeze. 

However, $48 million Quar- 
terdeck Office Systems has 
stayed ahead so far by using a tal- 
ent for putting technology be- 
fore marketing — a strategy 
that is, ironically, something of 
an anomaly in the technology 
market today. 

As a result, however, Quar- 
terdeck’s memory management 
and multitasking software prod- 
ucts have garnered a group of 
loyal, technically savvy users. 
And word-of-mouth advertising 
from those users has translated 
into top-selling software and a 
successful business. 


Unhappy converter 

One such user is being forced by 
his company to leave Quarter- 
deck’s Desqview multitasking 
package for Microsoft Corp.’s 
Windows, but he said he is not 
switching without a fight. 

Bob Koehn, an operations 
manager at American Airlines, 
said his company is switching to 
Windows because most software 
is being designed to run on the 
graphical platform. Koehn said 
he much prefers Desqview. 

“Quarterdeck §[Desqview] 
was stable and solid from the 


get-go,” he said. “With Win- 
dows, I’ve had nothing but head- 
aches.” 

Koehn added that Quarter- 
deck’s technical support people 
always seemed more knowl- 
edgeable than those at Micro- 


public offering in June. The 
stock quickly soared from $10 to 
$23, buoyed by favorable re- 
ports from securities firms such 
as Mabon Securities Corp. and 
Montgomery Securities. Nor 
have analysts’ opinions changed: 


Quarterdeck claims a number of 
firsts’ in the PC software industry 
July 1985 Quarterdeck releases Version 1.0 of 


Desqview, the first PC operating environment that allows 
users to multitask off-the-shelf DOS programs in 


on-screen windows. 


May 1987 Desqview Version 2.0, the first program to 
allow the display of DOS text and graphics applications in 
windows, is released. Desqview 2.0 also uses ‘high’ 
memory to free more room for conventional DOS programs. 


April 1988 Patent is awarded to Quarterdeck for the 
invention of the technology behind Desqview. 


soft, which made his job easier. 
“When you talk to Microsoft, 
you get telephone answerers,” 
he said. Quarterdeck ‘‘was more 
responsive — faster.” 

What began in 1981 as a part- 
nership among former Citicorp 
employees has grown into a com- 
pany that logged $26 million in 
1990 revenue. And analysts’ es- 
timates that the firm would top 
$40 million in sales this year 
were recently borne out when 
Quarterdeck reported that net 
sales increased 82% to $48 mil- 
lion for 1991. 

Quarterdeck made its initial 


French firm outsources 
to DEC Singapore 


BY EDWARD LIM 
SPECIAL TO CW 


SINGAPORE — French ship- 
ping company Compagnie Gen- 
erale Maritime-Asia (CGM Asia) 
has become one of the first com- 
panies in Singapore to opt for 
outsourcing to meet its informa- 
tion technology needs. 

The company, which recently 
established its regional head- 
quarters here, has signed a facili- 
ties management contract with 
Digital Equipment Corp. Singa- 


pore. 

Under the $588,000-a-year 
contract, DEC will install, oper- 
ate and maintain two VAX 6000 
computers in a special computer 
room at its Customer Support 
Center in the Tong Nam Build- 
ing. The two computers were ac- 


quired under a separate contract 
worth about $1.2 million be- 
tween CGM Asia and DEC’s of- 
fice in France. 

Guy Le Point, CGM Asia’s di- 
rector of information systems, 
said the firm opted for outsourc- 
ing in order to focus its own re- 
sources on its core business. 

“Our business is shipping. 
Our intention is not to develop a 
large team of electronic data 
processing specialists in Singa- 
pore,” he added. 

Le Point also said it would 
have taken CGM Asia a year to 
install the computers and train a 
team of information technology 
professionals to run the center. 
Cost is another factor. 

“Running our own data cen- 
ter means higher operating 
costs, especially in staffing and 
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The most recent listings from 
Mabon and Montgomery rate 
Quarterdeck as “‘attractive” and 
“outperforming expectations,” 
respectively. 

Quarterdeck’s president, 
chief executive officer and co- 
founder, Therese Myers, said 
going public has not changed ei- 
ther the company’s mission or its 
style, however. “We just keep 
merrily on our way,” she said. 
“Business as usual is the most 
important thing.” 

Quarterdeck specializes in 
personal computer products that 
could be described as systems 


rentals, as we operate in the cen- 
tral business district,” he said. 

Locating the center on DEC’s 
premises also means that DEC’s 
staff will be on hand to provide 
prompt service, including back- 
up systems if necessary. 

Local shipping business prac- 
tices, Le Point said, make that 
level of IS help 
not just a conve- 
nience, but a ne- 
cessity. 

“Shipping in 
Asia is a very dif- 
ferent game. 

Here, free on- 

board shipping is 

a common prac- 

tice, with the 

shipping cost paid 

by the importer,”’ Le Point said. 
“Therefore, it is critical to get 
the documentation and bil! of lad- 
ing issued to the exporter as 
quickly as possible so that they 
can get paid. In fact, many ex- 
porters here are pushing ship- 
ping lines for immediate dispatch 
upon loading.” 


software — the Quarterdeck 
Expanded Memory Manager, 
the Desqview multitasker and 
the Manifest diagnostic pro- 
gram. None of the products is 
particularly “sexy,” but both us- 
ers and reviewers consider each 
to be a top-notch tool to help 
people, especially power users, 
get the most out of their PCs. 


Great idea 

Myers got the idea for Quarter- 
deck’s first product, the Desq- 
view multitasking DOS environ- 
ment, from her work as a vice 
president of product design at 
the Lexar Corp. division of Citi- 
corp. One of her tasks at the 
company was to put together 
“workstations” — PCs capable 
of integrating multiple applica- 
tions, such as electronic mail and 
word processing. 

When she and another Citi- 
corp employee, Gary Pope, left 
to form their own firm, they de- 
cided to take the idea of a work- 
station further, to allow users to 
integrate their own packages 
into a highly customized whole. 
The firm started working with 
the ill-fated Digital Research, 
Inc. CP/M operating system but 
soon switched to the IBM Per- 
sonal Computer and DOS when 
they were introduced. 

Myers said Quarterdeck orig- 
inally aimed at the “Davy Crock- 
etts” of personal computing. 
“They were the ones who 

Continued on page 97 


Singapore will be CGM Asia’s 
regional data center, serving 
about 200 agents in Indonesia, 
the Philippines, Malaysia, Thai- 
land, South Korea, Hong Kong, 
Japan and Taiwan. 

The seventh largest shipping 
company in Europe, CGM Asia 
has made Singapore its trans- 

shipment center 
for its global and 
Asian traffic. It 
is anticipating a 
massive increase 
in the amount 
of container car- 
go through Asian 
ports next year. 
Gerard Mau- 
pome, managing 
director of CGM 
Asia, said he expects a “10- to 
12-fold increase of CGM Asia 
traffic through this region. 

“This means that we have to 
operate our [electronic data pro- 
cessing] center 24 hours a day all 
year round,” he added. 

Lim writes for Computer- 
world Southeast Asia. 
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Sixteen scalable fonts, built in—twice 


as many as an HP LaserJet. And 
our fonts are Type-1. Theirs aren't 


LaserPrinte 


dpi, the new IBM 
for any image. 


There's no end to the ways the 
new IBM LaserPrinters can make a body 
look good. 

For starters, there’s an Adobe® PostScript® 
option that delivers a true 600 x 600 dots 
per inch. It gives you up to four times the 
resolution of PostScript on any HP LaserJet® 
printer. Camera-ready output, on your 
desktop, for thousands of dollars less than 
ever before. 

But the eye-catching advantages 
of the new IBM LaserPrinters aren't just for 
PostScript users. 


LaserJet 


HP LaserJet jump-gap 
toner system vs. our 
contact-transfer. A clean win 
for the IBM LaserPrinter. 
(10 x enlargement) 
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LaserPrinter does wonders 
Especially yours. 


Sixteen built-in scalable fonts are standard 
equipment—twice as many as the LaserJet III. 
They’re Type-1 fonts with Adobe scaling 
technology, online and always ready, without 
waiting for downloads. 

Also standard 
on every new Laser- 
Printer: crisper type 
and graphics than 
ever, thanks to sophis- 
ticated new Print 
Quality Enhancement 
Technology (PQET). 


IBM LaserJet 
PQET RET 


Can't see the difference? 
No wonder. Our PQET 
enhancement is the equal of 
anything in the industry. 


IBM LaserPrinter 
with PostScript option: 600 x 600 dpi— 
up to four times the resolution. 


The new IBM 
LaserPrinters: the leading 
edge, made sharper. 


And Macintosh® users, take note: with 
the JBM LaserPrinter Option for AppleTalk* 
Networks, the new LaserPrinters fit beautifully 
into your Mac® environment. 

Right from page one, the new IBM 
LaserPrinters make everything from simple cor- 
respondence to slick desktop publishing look 
crisp, clean, and cutting-edge. 

Which makes you look extraordinarily 
sharp too. 

For your nearest dealer, call 1 800 IBM-2468, 
ext. 804. In Canada, call 1 800 465-1234. 


LEXM,RK. 


Manufacturer and distributor of 
IBM LaserPrinters 
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September 11, 1991 


IBM 
Announces the 
Information Warehouse’ Framework. 


SAS Institute is there to 
provide the key: 


SAS Institute is proud to be a participant in IBM's 
enterprise data access strategy. We're equally pleased 
that the SAS® System-the world’s leading information 
delivery system—is being acknowledged as an essential 
key to unlocking the true potential of the Information 
Warehouse strategy. 


Access Corporate Data. 


The Information Warehouse strategy complements 
SAS Institute’s ongoing efforts to address enterprise data 
wherever they reside—from IBM’s own databases such 
as DB2, IMS, and OS/2 Database Manager to popular 
third-party databases such as ORACLE, Rdb/VMS, and 
CA-DATACOM/DB to flat files or VSAM. With the 
SAS System, enterprise data—regardless of their struc- 
ture or source—become a generalized resource avail- 
able to any application. 


Transform Data into Information. 


Of course, the true value of an enterprise-wide data 
resource is the information it yields to support strategic 
decision making. With all the necessary tools for decision 
support—from general data analysis to business planning, 
forecasting, corporate reporting, quality improvement, 
and more-the SAS System is the established standard 
for transforming raw data into meaningful information. 


Deliver Information Throughout 
the Enterprise. 


From EIS interfaces for the business executive to 
task-oriented interfaces for the analyst to program- 
ming interfaces for the applications developer, the 

SAS System adapts to the varied computing experience 

of today’s knowledge worker. And with its exclusive 
MultiVendor Architecture” and straightforward connec- 
tivity strategy, the SAS System delivers this new wealth 
of information directly to the people who need it... 
where they need it...when they need it. 


Learn More in a FREE Report. 


The SAS System’s support for the IBM Information 
Warehouse strategy is part of our continuing commitment 
to IBM initiatives. From SAA to SystemView to AD/Cycle, 
SAS Institute continues to play a leading role. 


To find out more about how the SAS System is unlock- 
ing the potential of IBM’s Information Warehouse 
strategy, call your SAS Institute Account Representa- 
tive at 919-677-8200. We'll send you a free Institute 
white paper, The SAS® System and the IBM Information 
Warehouse” Framework. 


I SAS Institute Inc. 


SAS is a registered trademark and MultiVendor Architecture is a trademark of SAS 
Institute Inc., Cary, NC, USA. IBM, IMS, Information Warehouse, OS/2, DB2, SAA, 
SystemView, and AD/Cycle are trademarks of IBM Corporation, Armonk, NY, USA. 
All other trademarks are owned by their respective manufacturers. 

Copyright © 1991 by SAS Institute Inc. 
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Ex-IBM pioneer ignites Spare venture 


R. Andrew Heller’s computer firm enters desktop systems high-end market in Big Blue style 


BY J. A. SAVAGE 
CW STAFF 


CAMPBELL, Calif. — While there is no 
love lost between IBM and R. Andrew 
Heller, former head of development for 
the RISC System/6000 reduced instruc- 
tion set computing (RISC)-based work- 
station, Heller’s new computer company 
is partially shaped by IBM’s way of doing 
business. 

In May 1990, on the rebound from 
IBM, Heller founded Hal Computer Sys- 
tems, Inc. Hal — named after the com- 
puter in Stanley Kubrick’s film classic, 
2001: A Space Odyssey, with an added tip 
of the hat to IBM (hint: what letters pre- 
cede I, B and M?) — is developing desktop 
systems aimed at the high-end commer- 

cial market, with 
an emphasis on 
mainframe-style 
software and sup- 
port. 

Originally un- 
derwritten by 
bank loans, the 
start-up got a hef- 
ty boost and a 
clout-carrying 

», ally in August 
Heller says Hal’s 1991, when Ja- 


strategies are not : 
limited toIBM’s _Pan-based Fujitsu 

Ltd. invested 
$40.2 million in return for an equity stake 
and certain Asian distribution rights to 
the forthcoming product lines. Fujitsu’s 
exact ownership interest has not been dis- 
closed; however, an existing agreement 
caps its holdings in Hal at 44%. 

Despite the occasional dig at IBM’s 
“arrogance,” Heller acknowledged that 
some of what Hal is attempting to do mim- 
ics Big Blue. “IBM does certain things 
quite well,” Heller said. “They have a 
clear focus on quality and service.” 

Art Goldberg, vice president of sales 
and marketing at Hal and a former IBM 
executive, said that much of what his com- 
pany is doing ‘‘sounds like what we did 
with the RS/6000. We’d like to think we 
can take that a step further.” 

However, Goldberg said, as the fledg- 
ling firm’s strategies unfold and its prod- 
ucts roll out, resemblances will not be lim- 
ited to IBM. Hal also looks like Tandem 
Computers, Inc., he said, in that it is at- 
tempting fault tolerance. ‘Sometimes, 
too, we look like Sun because we are inno- 
vative and moving fast,” he added. 


Building a better beast 

However, while Hal executives like to 
equate parts of their business with Sun 
Microsystems, Inc. and are basing future 
computers on Sun’s Scalable Processor 
Architecture (Sparc), they are also intent 
on distancing the firm from the rest of the 
Sparc community. 

“We are different from them,” Gold- 
berg said. While Sparc-based clones and 
compatibles vendors usually buy their 
CPUs from a manufacturer that has im- 
plemented Sun’s RISC design through 
Sparc, Hal is designing special multipro- 
cessing Sparc chips through Fujitsu that 
will not be sold on the merchant market. 

Heller said he picked the Sparc archi- 
tecture not for its technical efficiency but 
for its simplicity. According to Heller, 
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simplicity is an attractive characteristic in 
that it makes it easier to build in differen- 
tiation, and the Sparc community is 
“more willing to accept extensions to its 
architecture” than are developers on oth- 
er platforms. 

“Sparc is the least regulated architec- 
ture” in the industry, Heller said. “The 
RS/6000 is the most regulated. We 
looked at [Hewlett-Packard Co.’s] archi- 
tecture, Mips Computer Systems’ archi- 
tecture and the RS/6000, but all of those 
were owned by the vendor.” 


Heller likened the Sparc world to “the 
elephant and flea,” where Hal is the flea. 
However, he noted, “In an environment 
where control is open, you don’t suffer 
from being the flea.” 

In addition, unlike most Sparc compati- 
bles, Hal appears to be hewing to propri- 
etary lines. Not only will its CPUs not be 
sold, but anything outside the public inter- 
face will remain proprietary, according to 
Heller. At that level, however, any appli- 
cation that runs on Sparc-based comput- 
ers still runs on Hal machines, he said. 


The firm is not yet ready to detail its 
future offerings or to project an estimated 
first ship date. However, Heller said that 
one product currently under development 
is “mainframe-capable” hardware in a 
deskside package. 

“It’s easier to make good hardware,” 
he said. ‘The software problems are larg- 
er and more difficult.” Heller added that 
Hal has internal groups working on sys- 
tems management packages and other 
mainframe-style software, as well as co- 
operating with third parties for software 
development. 

Continuing to be evasive about upcom- 
ing products, Heller said Hal is not build- 
ing up to mainframe level. ‘“We’re already 
at that,” he said. ‘“We’re trying to build 
well past mainframes.” 


THINK OF [Tt 
As YOUR 
EMPLOYEES 
WORKING 50” 
EASTER. 
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COMMENTARY 
Nell Margolis 


A cautionary 
multicultural tale 


Seventeen years ago, 
when the phrase “‘multi- 
national corporation”’ 
was newly in vogue, a 
business scholar made a 
Ee Startling suggestion and 
j told a harrowing tale. 
The suggestion went beyond ‘‘con- 


trarian” to the very rim of weird: While 
his fellow writers on the international 
business scene focused earnestly on the 
potential problems of irreconcilable cur- 
rencies, disparate legal systems and the 
hardship of telephone communication 
across time zones, this particular writer 
dismissed fiscal, legal and temporal agil- 
ity as necessary but insufficient. 

The truly successful multinational 
players, he said, would be those who mas- 
tered the nuances of the various cultures 
into which their new ways of doing busi- 
ness might lead them. 

To illustrate his point, he recounted 
the following story. As I recall it, the tale 
was true, but names had been deleted to 
protect the mortified: 

A major U.S. manufacturing company 


based in a Midwestern state won a hotly 
contested, highly lucrative contract with 
an equally august South American firm. 
With the deal announced, the details 
hammered out and the champagne corks 
already popped, the U.S. company sent 
one of its senior executives down to the 
new partner’s headquarters to sign the 
final papers — an act that both parties 
saw as purely ceremonial. 

Keenly aware of the significance of 
the deal to both companies, the U.S. exec- 
utive — let’s call him U.S. — and his 
South American counterpart and personal 
host — let’s call him S.A. — prepared 
for several days of high corporate splen- 
dor. S.A. packed the days with educa- 
tional presentations and entertaining side 
trips. In addition, as he would have done 


Take The Work 
Out Of Putting Workstations 





Introducing SunWorld Expo, Santa Clara, CA 
April 6-9, 1992. 
Now you don’t have to spend 
weeks researching to get up to 
speed on the latest workstation 
technology. You can do it all in four 
days, in one location. 
SunWorld Expo, tne Inde- 
pendent SPARC Products Show, 
is designed exclusively for profes- 
sionals who buy, manage, or develop Sun and SPARC- 
compatible work-stations, servers, hardware, software, and 
peripherals. 


Visit over 300 exhibits. 

The exhibit floor will feature over 300 booths 
displaying the latest products and services associated with 
SPARC technology, RISC, and UNIX. If you are considering 
a SPARC-based system, you'll find all the major vendors on 
the exhibit floor. 


Attend dynamic conference sessions. 

SunWorld Expo’s conference program is an educa- 
tional forum designed to help technical and non-technical 
users make informed buying decisions. Sessions will focus 
on the latest developments and most critical issues in net- 
working and interoperability, client-server computing, dis- 
tribution channels, network management, and service and 
support. And they’ll include plenty of actual case studies. 
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experts including Andy Bectolsheim, Vicki Brown, Jeff 
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Ed Zander. And you won’t want to miss keynote speakers 
Scott McNealy, President and CEO of Sun Microsystems, 
and Ray Noorda, President and CEO of Novell, Inc. 
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Here’s just some of the companies 
who'll be at SunWorld Expo. Shouldn't 
you be there too? 
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Software Foundation « Parallax Graphics « Prime « RDI/ 
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International « Sun Microsystems + SunSoft, Inc. « SunWorld 
Magazine « Tatung Science & Technology + Telebit Corp. « 
UniForum « Workstation Technolgies Inc. 


Register by January 24 and get a FREE Exhibits 
Only ticket. 

For more information, and to receive your Free 
Exhibits Only ticket, please complete the attached coupon 
and mail it to: SunWorld Expo, c/o World Expo Corp., 
P.O. Box 9107, Framingham, MA 01701-9107. Or call us 
toll-free at 1-800-225-4698. Can’t wait? Fax it to us at 
508-872-8237. 
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for the highest ranked dignitary, he ar- 
ranged for lodging in a grand hotel and 
hosted an endless round of sumptuous 
meals at his dining club. 

And that’s where things began to go 
south. U.S., knowing that back in the 
heartland, he would have put an honored 
guest at ease by inviting him to his home 
for a big dinner with the family, won- 
dered why the same courtesy wasn’t ac- 
corded him. It began to gnaw at him that 
S.A. was apparently holding him at bay. 
And U.S. wasn’t altogether skilled at 
hiding his feelings. 

S.A. was baffled by U.S.’ increasingly 
obvious lack of appreciation for the gala 
visit on which so much attention had 
been lavished. Rooted in a formal and 
deeply religious culture, S.A. would nev- 
er have considered the idea of taking U.S. 
home to meet his family, much less to 
dine with them. To do so in his world 
would have been not only the height of 
business discourtesy but also an insult of 
huge proportion to the family whose 
home he would have defiled by merging it 
with business. As U.S. went from un- 
grateful to insolent, S.A. went from baf- 
fled to furious. And S.A. wasn’t altogeth- 
er skilled at hiding his feelings . . . 

By the time the contract-signing cer- 
emony rolled around, the two ‘‘ambassa- 
dors” were no longer on speaking terms. 
Partnership was out of the question. The 
South American contract eventually 
went to a European conglomerate. 

Could this happen today? You bet, 
says British management consultant John 
Mole — now more than ever. The con- 
sultant who took his prescient pen in hand 
17 years ago might be staggered to see 
the legal, fiscal and, heaven only knows, 
technological changes that have 
whipped the world into a global market- 
place virtually overnight. But when it 
comes to lack of cultural awareness, he 
wouldn’t find the world much altered. 

Sure, it’s been a while since we’ve 
tried to sell the Chevy Nova in Spanish- 
speaking countries, where the car’s 
name means “‘Won’t Go” — but just five 
days ago, a Washington lawyer told me a 
story about a colleague of his who, dis- 
patched to a recently open Eastern Eu- 
ropean country to seed business rela- 
tions, prepared for everything except 
the fact that the phone books would be 
written in a language he couldn’t read. 
Yes, Mr. Mole, we still need your obser- 
vations. 

Even more, we need your book. 
Mole’s When In Rome — A Business 
Guide to Cultures & Customs in 12 Eu- 
ropean Nations, is out ina first U.S. pa- 
perback printing just in time for Europe 
92 — and, just in time for holiday shop- 
ping. Smart CEOs will buy in bulk and 
attach a copy to each employee’s holiday 
greeting card. 

With little time spent on academic 
analysis, Mole cuts to the chase after 
cross-cultural clues. He walks the reader 
through the various components of the 
European Community, throwing out tips 
under such headings as Labor Market, 
Teams, Meetings, Upward Mobility, 
Communication, Women, Etiquette, So- 
cializing, Punctuality and Language. 

Mole got his information, he says, 
from interviews with some 200 practicing 
business managers, ‘‘most of them expa- 
triates.” 

Their mistakes could save you a few. 


Margolis is Computerworld’s senior editor, indus- 
try. 
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BRIEFS 


Open systems 


> In the past year, Andersen Con- 
sulting’s advice has helped speed bread 
to Moscow, ship cars out of Poland and 
send data across cellular telephone lines 
in Hungary. Last week, the Chicago- 
based consulting firm took its efforts in 
Eastern Europe down a new track: Un- 
der a three-year, $6 million contract, An- 
dersen said, it will design and build a na- 
tionwide goods routing system for the 
Hungarian State Railway. 


RISC-averse? 


> Sales of IBM’s RISC Sys- 
tem/6000 reduced instruction set com- 
puting (RISC)-based computers are slow 
in Japan, according to a recent report in 
the Asian business press. Sales have 
bogged down in light of a scarcity of appli- 
cations for the machine and its inability 
to handle a relational database, said Tet- 
sushi Hiruma, general manager of inter- 
national sales planning at Toppan Moore 
Systems Ltd., an authorized RS/6000 
distributor in Tokyo. And it isn’t just the 
RS/6000 that is affected. RISC vendors 
in general, Hiruma said, are getting a 
lukewarm reception in Japan. 


Bullfight 


> The head of Bull UK has made an 
aggressive call for an independent, Euro- 
pean-owned computer industry capable 
of competing with U.S. and Japan-based 
firms, according to a recent report in the 
UK business press. ‘‘Ultimately, Europe- 
ans — businessmen and policymakers 
alike — must decide whether Europe is 
merely an open space for unchecked 
market forces or a distinct economic enti- 
ty which sets its own rules, as in the U.S. 
and Japan,” said George McNeill, chief 
executive officer of the Groupe Bull sub- 
sidiary. Bull is working with several other 
European computer firms — but not, 
conspicuously, with UK-based, Japanese- 
owned ICL — to promote the so-called 
European Nervous System, a pan-Eu- 
ropean information technology infra- 
structure aimed at linking public sector 
agencies. 


Can’t beat em? Buy ’em 


» Chicago-based Comdisco, Inc. has 
acquired UK-based Systems On Site, a 
7-year-old firm specializing in mobile di- 
saster recovery for IBM midrange equip- 
ment. The former Comdisco rival will re- 
tain its name and will work in conjunction 
with Failsafe ROC, a fellow UK-based 
Comdisco subsidiary. 


French correction 


> French state-owned telecommunica- 
tions firm France Telecom has signed a 
1991-1994 business plan with the gov- 
ernment under which it will trim debt, cut 
prices and spend an estimated $26.7 bil- 
lion to modernize its network and expand 
abroad. The carrier said the plan aims to 
cut a 1990 end-of-year debt of $21 billion 
by up to $2.7 billion by the end of 1994. 
In addition, it will fix tariffs annually at 
three percentage points less than 
France’s gross domestic product deflator 
and invest some $1.5 billion to $3 billion 
in overséas operations. 


NOVEMBER 18, 1991 


COMPUTER INDUSTRY 


EC computer law campaign launched in UK 


BY RON CONDON 
IDG NEWS SERVICE 


LONDON — A campaign to bring wider 
consultation to bear on the framing of 
computer-related law in the European 
Community (EC) has been mounted in the 
UK. The campaign has the support of 
computer user groups across Europe and 
aims to help legislators produce a harmo- 
nized set of laws across the EC. 

If successful, the campaign will affect 
both individuals and companies and will 
cover a broad range of subjects, from data 
protection to system security. 

The European Information Market 


working group is led by honorary Presi- 
dent Emma Nicholson, an outspoken 
member of Parliament who played a major 
role in pushing through the Computer 
Misuse bill in the UK last year. 

“EC directives are put togeth- 
er by harassed, overworked, very 
intelligent people whose base of 
knowledge is probably literary 
and not numerate,” Nicholson 
said earlier this month. 

At the moment, she said, the system is 
too rigid and leaves little room for consul- 
tation after the draft directive on any sub- 
ject is produced. 

“European directives come out in draft 


yaw 


—_ 


form, but the very word ‘draft’ means 
they are 90% as they will be for good,” 
Nicholson said. She added that with the 
complexity of the information technology 
market, expert soundings were 
needed at a much earlier stage. 

Nicholson claimed she has 
broad support in France, Germa- 
ny, Italy and other EC states for 
her aims, and that working par- 
ties similar to the UK group will be in 
place across the EC within three months. 
“We cannot afford to wait in this most im- 
portant field,”’ she said. 

Condon is London correspondent for 
the IDG News Service. 
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Think of it as the fastest way up 


the corporate ladder. 


There are several ways to get to the top. 

You can marry the boss’s son or daughter — but only a lucky few 
get to do that. 

You can claw your way up, one rung at a time, for 10 or 20 years. 
And hope for the best. 

Or you can subscribe to Computerworld. And stay one step ahead 
of your rivals. 

Order today and you'll receive 51 issues packed cover to cover with 
everything you need to know to get to the top and stay there. 

Be among the first in your company to find out about topics 
ranging from products and people to trends and technology. 

Plus, you'll get our special bonus publication, The Premier 100, an 
annual profile of the top companies using information systems 
technology. 

So take the first step. Use the postage-paid subscription card bound 
into this issue. And get your own copy of Computerworld — the 
best-read publication in the industry. 

And remember, once you start up the ladder, never look down. 
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COMPUTERINDUSTRY 


Technology Solutions names new director 


The board of directors of 

Technology Solutions 

Co. late last month 

elected Melvyn E. 

Bergstein vice chair- 

man and director. Prior to 
joining the Chicago-based systems de- 
sign and integration firm earlier this fall, 
Bergstein served as senior vice presi- 
dent at Computer Sciences Corp., where 
he helped spearhead the $3 billion Gen- 
eral Dynamics Corp. outsourcing deal 
that reportedly set a new high water- 
mark in the annals of commercial out- 
sourcing. 


Technology 
comes first 


CONTINUED FROM PAGE 89 


would experiment,” she said. The compa- 
ny relied on these technically savvy users 
to find uses for its advanced products and 
disseminate information to other users. 
This word-of-mouth advertising was im- 
portant to the fledgling firm, Myers said, 
because “‘we didn’t have a name, and we 
didn’t have a whole lot of money behind 
us.” 
However, it is the company’s appeal to 
power users that has also created a die- 
hard following for its products. Skilled 
technical support, regular product up- 
dates and prod- 
ucts that provide 
the flexibility 
a knowledgeable 
user requires all 
add up to a user 
loyalty many 
companies would 
love to claim. 

American Air- 
lines’ decision to 
go with the Mi- 
crosoft product 
provides an ex- 
ample of the com- 
petitive pressures Quarterdeck faces. But 
while competition from larger vendors is 
an issue, Charlotte Walker, CEO at Labe, 
Simpson and Co., said Quarterdeck has a 
history of staying enough ahead to keep 
users coming. 


Myers has over- 
seen Quarterdeck’s 
impressive growth 


Time is of the essence 
In addition, Walker said, Quarterdeck’s 
products have arrived at the ideal time. 

“They produce memory management 
products and application integration prod- 
ucts at a very, very fortuitous time when 
the PC installed base is maturing and 
when users are trying to get the maxi- 
mum out of their PCs,” she said. 

According to Walker, the introduction 
of Windows may have even aided Quarter- 
deck. “‘Windows created a memory man- 
agement problem for the end user,” she 
said. Quarterdeck’s QEMM product, long 
a software best-seller, is one solution to 
that problem. 

For her part, Myers said she is unper- 
turbed by competition from the big ven- 
dors. ‘“‘We’re not sitting still,” she said. 
“It’s all a part of how you can take advan- 
tage of the technology as it comes out, 
and can you stay ahead. That’s who we 
are, actually.” 
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Edward Iacobucci, who was a mem- 
ber of the original OS/2 design team at 
IBM, was elected last week as chairman 
of the board of directors of Coral Springs, 
Fla.-based Citrix Systems, Inc. — the 
company he co-founded three years ago 
after an 11-year career at IBM. Citrix 
develops and markets Intel Corp.-based 
multiuser operating system software 
geared toward users who need to migrate 
mainframe and minicomputer business 
applications to an industry-standard mi- 
crocomputing platform. 

Iacobucci, who formerly manned the 
post of vice president and chief technol- 


ogy officer, was also named to the new 
position of vice president of strategy and 
technology. 


Summit, N.J.-based Unix System Lab- 
oratories, Inc. (USL) has selected 
Roel Pieper to replace outgoing Presi- 
dent and Chief Executive Officer Larry 
Dooling, who is retiring from the firm. 
Prior to joining USL in 1990, Pieper 
spent nine years at Software AG of 
North America, Inc., most recently serv- 
ing as senior vice president and chief 
technical officer. Dooling, who guided 
USL from an AT&T business unit toa 


stand-alone corporation, will remain with 
the firm for an unspecified period of time 
as vice chairman. He will assist chairman 
Robert Kavner and Pieper with strate- 
gic planning. 


IBM and wholly owned subsidiary Met- 
aphor Computer Systems, Inc. last 
week announced that former Metaphor 
CEO David E. Liddle has been appoint- 
ed to the newly created position of vice 
president for new systems development. 

In his new position at IBM, Liddle will 
work to establish and expand strategic 
programming alliances that complement 
the company’s internal development ef- 
forts on OS/2(a), AIX(a), advanced ob- 
ject technology and future Personal Sys- 
tems software platforms. 


WHEN YOU THINK 
Or APPLICATION 
PERFORMANCE, 


THINK OF 
STROBE. 


You know that application per- 
formance can affect your company’s 
productivity, efficiency and even 
its bottom line. But did you know 
there’s a product to help you 
manage, measure and control it? 

It’s called STROBES by 
Programart Corporation. And it’s 


ps companies improve mission- 


critical application performance by 
as much as 50%. 

STROBE can quickly examine 
any MVS application, and has 
optional features for CICS, IMS, 
DB2, and other subsystems. The 
resulting information allows you 
to substantially reduce response 
time and to greatly improve batch 
processing schedules. 
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STROBE can even tell you the 
2 line of code that’s causing 
the 


— 
e result: you get higher per- 
forming applications everywhere in 
your company, from on-line trans- 
actions to overnight batch runs. 
That helps your people work more 
productively. Lets you reallocate 
resources to service new applica- 
tions. And allows STROBE to pay 
for itself in a matter of months. 
Call 617-661-3020, or send the 
coupon for our free White Paper, 
“Implementing an Application 
Tuning Policy.” With STROBE, 
you don’t have to just think about 
eis performance. You can 
o something about it. 
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To succeed in 
worldwide 
markets, 


it helps to 


someone 


who knows 
the territory. 
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Where is the next growth market for 
information technology? 

Everywhere. 

The changes that are occurring every day, 
in every corner of the world, point to a pivotal 
decade that will change forever the way —and 
where — you do business. In fact, research shows 
international sales are expected to account for 
almost 80% of total worldwide sales by the 
year 2000* 

Where will you find the resources to compete 
worldwide? 

Right here. 

You see, no one knows the world of informa- 
tion technology better than we do. After all, 
we compiled the industry's first database on 
computer installations way back in 1964. And 
in 1972, were the first to launch an international 
publishing operation. Since then, our domestic 
titles have grown up to become leaders in their 
fields, as have our international books. 

And we now publish nearly 150 titles in 
50 countries, making us the largest information 
technology publisher in the world. 

But we know you need more than ad pages. 
So we offer more. 

Through our World Expo, we can send you 
to 58 different trade shows all over the world. Or, 


get you the information you need about emerging 
overseas markets through IDC research centers 


in 35 different countries. 


You can even customize a total marketing 
communications program that includes ad space 
worldwide, direct marketing using select industry 
databases, international media buying help, a 
newswire connection to 800 editors around the 
world, and much more, through our Market 
Access Program. 

Providing this kind of access is what we do 
best. So why not call us and find out how we can 
get you where you want to be? Contact your 
local IDG rep for information about how you 
can qualify for the Program. 

Because when you get to as much of the world 


. ’ ’ 
as we do, there isn't anywhere you can't grow. 


——— 
Ell 
el 
= 
INTERNATIONAL DATA GROUP 


The World of Information Technology 


*Source: International Data Corporation. © 1991 International Data Group 
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A little haggling never hurt anyone 


But what you can negotiate depends on your skills and level of experience 


BY ALAN RADDING 
SPECIAL TO CW 


job candidate recently 

landed a high-level in- 

formation systems 

management position 

at a company that was 
going through a turnaround pro- 
cess. The salary was advertised 
at $85,000, but the candidate 
won the job at $115,000 plus a 
guaranteed bonus. 

How did he do it? He negotiat- 
ed the increase by convincing the 
company that his skills and expe- 
rience were a perfect match for 
its needs and that he could hit the 
ground running. 

Negotiation jackpots like this 
are rare, especially today “when 
people are happy just to hold onto 
jobs,” says Lee Silver, president 
of L. A. Silver Associates, Inc. in 
Framingham, Mass., the execu- 
tive search firm that handled the 
manager’s job search. Still, re- 
cruiters and IS managers say 
that in many cases, a little hag- 
gling is a good idea. 

How much you negotiate and 
what you negotiate for definitely 
depends on where you are in your 
career development, says Don 
DeCamp, vice president at Ro- 
mac and Associates, a national 
recruitment firm based in Port- 
land, Maine. “There are two 
main pieces to a person’s career: 
the skills development part at the 
front end and the [return on in- 
vestment] on the back end,”’ he 
says. 

DeCamp advises candidates 


in the skills-building phase of 
their career to negotiate things 
that will help them boost their 
skills. Instead of asking for more 
salary, DeCamp suggests focus- 
ing on issues such as tuition reim- 
bursement, professional educa- 
tion and the opportunity to 
participate in leading-edge proj- 
ects. 

“Education, training, tuition 
refunds — it’s what we call an in- 
visible raise,” Silver says. 

It’s also the kind of concession 
that companies may find easier 
to grant. Bill Murray, director of 
IS at Tribune Broadcasting Co. in 
Chicago, says he finds requests 
for training easier to satisfy than 
requests for higher starting pay. 
He can reimburse an employee 
for training without dipping into 
his tight salary budget. 

Bargaining for education 
won’t always work. Some IS 
shops already have formal educa- 
tion programs in place, preempt- 
ing any negotiation. 

Negotiating for bigger and 
better compensation packages is 
best attempted only when you 
have gathered considerable ex- 
perience and have reached the 
upper-middle or high levels of the 
profession. Even then, a well- 
planned strategy is a must. Here 
are a few hints on how to proceed: 
e Probe for signs of flexibili- 
ty. Try to get an idea during ini- 
tial conversations of how open- 
ended the employer’s definition 
of the position may be and how 
receptive he is likely to be to 
counter-proposals. 


ACCOUNTING 


FINANCE 


tre) SCE Wa Ten 
SYSTEMS 


Many shops establish rigid 
salary ranges based on the job de- 
scription and the candidate’s 
years of experience and specific 
skills. Your best strategy here is 
to try to nudge up the job descrip- 
tion and present your skills and 
experience so you qualify for the 
highest end of the salary range. 

e Build your case on profes- 
sional issues. ‘You need to 
show how you meet or exceed 


their requirements in the areas of 
competence and compatibility,” 
says Peter Arnold in Wellesley, 
Mass., author of three books on 
career development. In short, you 
need to prove you can produce 
more results fast enough to merit 
special consideration and extra 


pay. 

e Don’t plead need. Don’t base 
your case on personal need or de- 
sire for more money, Arnold ad- 
vises: ‘Stay away from need and 
greed. Talk value instead.” 

“We don’t think personal need 
is a viable issue. Everybody 
needs or wants more money. We 
try not to let that be brought up,” 
says Allen Head, information ser- 
vice development manager at 
Universal Flavor Corp. in Indian- 
apolis. 

e Be patient. Hold off on salary 
negotiations until an offer has 
been made. In the early inter- 
viewing stages, employers will 
feel out the candidate on salary, 
trying to determine if the candi- 
date is in their ballpark. The job 
candidate needs to show flexibili- 


Rock the boat 


urrent employees — no matter what level — general- 
ly have the least amount of luck bargaining for more 


money. 


One reason for this is that corporate policy usually 
restricts the opportunity to negotiate salary. For ex- 
ample, most organizations conduct periodic formal reviews and 


peg raises to performance rati 


Of course, those who don’t ask don’t get, and some bosses 
say employees are too shy about raising the subject of money. 
“Employees should negotiate with me, but they don’t. They’re 
afraid to rock the boat,” says Bill Murray, director of IS at Tri- 
bune Broadcasting Co. in Chicago. 


ty without being evasive. 
DeCamp recommends taking 
this approach to the salary ques- 
tion: “I understand this job has a 
salary range of X to Y, and my ex- 
pectations are along those lines.” 
In subsequent negotiations, you 
can shoot for the high end of the 


range. 
e Don’t get caught off guard. 
When you get a job offer, it is best 
to try to get the employer to 
make the first salary proposal. 

Sometimes, however, the em- 

ployer will directly ask what you 
are seeking. If you can’t put off 
the question, DeCamp recom- 
mends an opening position along 
these lines: “As you know, my 
current salary is X. The accepted 
industry figure is a 10% to 12% 
increase when one takes a new 
job, so I would expect something 
in the area of Y to Z.” Adjust the 
figure up or down, depending on 
the situation and the market de- 
mand for your particular skills. 
e Be realistic. “‘An expectation 
of a 10% increase over their cur- 
rent salary is in line,”’ says Brian 
Ellis, director of MIS at Bruns- 
wick Bowling & Billiards Corp. in 
Muskegon, Mich. 

Such an increase is inappropri- 
ate, however, if the job candidate 
is moving from a high expense re- 
gion such as San Francisco or 
New York to an area with a signif- 
icantly lower cost of living. “If 
they are coming from a high-rent 
area to an area such as ours, they 
need to lower their expecta- 
tions,” says Ron Clift, vice presi- 
dent of information services at 
Pacific Standard Life Insurance 
Co. in Davis, Calif. 


Radding is a free-lance writer based in 
Newton, Mass. 


THE POWER OF 
INFORMATION 


When it comes to salary information in the information systems, accounting, 


finance and banking professions, there’s nothing more powerful than the 


1992 Robert Half®and Accountemps® Salary Guide. Find out about the latest hiring 


and retention strategies from the world’s leading financial personnel specialists. 


Call your local Robert Half office for your FREE copy or call toll free today: 


In USA: 800-458-5700 Ext. 100 
In Canada: 800-463-4253 
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CONSULTING 


We are current! 


Analysts, DBA's, paistetine ax tak etc, nthe owing 
technical areas 


® UNIX (all levels) 
=Cics aC 

® SYBASE *® COBOL 
= VAX/VMS 
# RS6000 
2058/2 ADA 
= DATA COMMUNICATIONS #®M+D 
=PC's oTPF 


=DB2, CSP 


*@ ORACLE 
slEF/AEW eIDMS 


=® XWINDOWS 
eIMS 

® DATACOM, IDEAL 
* FOCUS 


=PL/I 
® TELECOMMIUNICATIONS 
* ADABAS/NATURAL 


We offer highly competitive salaries with benefits or hourly rates. 
Opportunities throughout the U.S. 1-800-537-1132 


Structured 


Logic Systems, Inc. 


‘Two Penn Plaza, #1540, New York, NY 10121; 212-947-7510; Fax: 212-947-9338 
NJ 07960; 201-829-0 


111 Madison Ave., #100, 
210 Little Falls, #204, Falls Church, VA 
2470 Windy Hill Rd., #264, Atanta, GA 


1740; Fax: 201-829-0199 
22046; 703-237-2107; Fax: 703-237-3563 
30067; 404-955-1714; Fax: 404-955-1734 


LOOKING FOR THE BEST!!! 


Tekmark Computer 
Superb, State of the 
Excellent Rates!!! 


Services, Inc. has 
Art Assignments at 


* X-Windows 
* Motif 
* Open Look 


* Sybase 
° ORACLE 


* Microsoft Windows 
* SQL Servers 

* UNIX/C or AIX 

* UNIX Internals 

* C Programmers 


TEKMARK 
Computer Services, Inc. 
100 Metroplex Drive, Suite 102, Edison, NJ 08817 


(908) 572-5400 


(212) 686-9360 


FAX (908) 572-7117 
If You’ve Got What It Takes CALL US! 


and local area 

, IBM/AT&T/Macin- 

tosh local area networks (LAN). 
Salary: $28.125 per —— hour 


week. Requirements: B.A. or B.S. 
in Computer Science or Mathemat- 
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A Terrific 
Opportunity 


Computer Consulting Group, has 
immediate openings on its consul- 
ting staff for talented Programmer/ 
Analysts with 2 or more years 
experience. Excellent salary & 
benefits. We're especially seeking: 


e VAX INGRES 
¢DB-2 

CSP 

e ACMS 
eIDMS ADSO 
e IMS or CICS 
RDB 

e ORACLE 


Computer 
Consulting 
Group 


Contract Professional Services 


Servicing the Research 
Triangle Park and the 
Southeast area. 
4109 Wake Forest Rd. 
Suite 307 
Raleigh, NC 27609 
1-800-222-1273 
FAX (803) 738-9123 


INFORMATION 


SYSTEMS ANALYST 
Payroll and Benefits 


CITGO Petroleum Corporation, a national leader in 
refining, marketing and transportation products, is 
seeking two individuals to support their Payroll, Per- 
sonnel and Benefits system. The system is a custom- 
ized version of Dun and Bradstreet’s HR:M (formerly 
McCormack and Dodge). 


To join our HR Services Team, you must have four 
(4) years of experience doing system support and de- 
velopment using ALL of the following tools: 


< MVS JCL < Cobol . 
< DBS Millenium Tools; Report Writer, PDL, 
Cobol UCR 


Additionally, the successful applicants will have de- 
monstrable skills in communication of business re- 
quirements with regard to payroll, personnel and 
benefits work areas. They will have observable con- 
sultative skills and abilities, and a Bachelor's Degree 
or equivalent experience. 


CITGO offers a competitive salary and benefits pack- 
age. If you are interested in making a positive career 
move, please submit a resume and salary require- 
ments to: 


CITGO PETROLEUM 
CORPORATION 

File MF-13 

P.O. Box 3758 

Tulsa, Oklahoma 74102 


PRINCIPALS ONLY 
NO TELEPHONE INQUIRIES PLEASE 
AN EQUAL OPPORTUNITY EMPLOYER M/F/V/H 


He Search of Excellence 


TelTech Corporation, an neenie waaond 
full-service (consulting - software dev ent - 
technical education services) firm, is — ing for 
talented Data Processing professionals with experi- 
ence in any of the following: 
* HOGAN SPECIALISTS 

(Top Dollar - Beautiful location) 
+ X-WINDOWS/WIDGETS 
+ UNIX SYSTEMS PROGRAMMERS 
+ VAX - FORTRAN - VAX - VMS -C 
+ C Programmers w/E.E. 
+ IMS SYSTEMS PROGRAMMERS 
+ SUN - SYBASE - C PROGRAMMERS 
+ GUI DEVELOPMENT 
+ INFORMIX PROGRAMMERS 
+ PROGRESS 4GL 
+ INTERGRAPH - AM/FM 
+ G.LS. » GUPTA/SQL 
If you have these, or any other D.P. skills, please call 
TelTech today. Minimum 1 year experience. We will 
relocate/sponsor. Send resume/salary requirements 
to our Corporate Headquarters, "ee positions 
throughout the United States. 


Tel7ech 


Corporation 


39 Broadway, 32nd Floor, 
New York, NY 10006 
Attn: Margaret Whiting, Recruiter 


(212) 514-5440 1-800-648-2372 
24 hour Fax #: (212) 514-5504 - 


Equal Opportunity Employer M/F 


TECHNICAL CONSULTING 
OPPORTUNITIES 


Grow your earnings and skills! 


GILCOR ENTERPRISES, INC., a national subcontrac- 
tor to IBM with offices in Chicago and Atlanta, has 
“hands-on” technical consulting projects in the Midwest 
and Southeast. 


These assignments require a minimum of 5 years experi- 
ence in any one or more of the following areas: 
e CASE: ADW/IEW, Bachman, Excelerator 
© Sys. Prog.: MVS, DOS/VSE, IMAGE, 
NCP/VTAM, DB2, IMS, CICS, LU6.2 
e P/A: DB2, SQL/DS, CSP, CICS, IMS, OS/2 


wee to travel preferred. Qualified candidates 
ward (esumes with salary history to: 


GILCOR ENTERPRISES, INC. 
Attn: Ms. Judy Reinhardt 
2021 Midwest Road, Suite 300 
Oak Brook IL, 60521 
Or fax to 708-953-1463 


Principals Only/EOE 
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COMPUTER CAREERS MID-WEST 


If you're seeking career rewards. . . 


we can 


help you get there. 


Does your career measure up to your expectations? At AGS, we can 


help you achieve your ex 


pectations by offering you competitive 


compensation, relocation assistance and rewarding career 
opportunities. Our Upstate New York branch is currently seeking 


individuals with 2+ years 


e VM Systems 
e VSE Systems 
e SQL/DS DBA 


experience in the following areas: 


¢PL/1, DB2, CSP 


¢ SUN, AIX 
°C, OS/2, PM 


e ADR IDEAL 


e IMS, DB2 DBA 


¢ ORACLE with Pharmaceutical experience 


Similar opportunities exist in our 50 branch offices. Wherever your 
career with AGS takes you, you will receive benefits which include 
medical and dental coverage, tuition reimbursement, a 401K savings 
plan, and more. For immediate consideration send your resume to: 





AGS 


A NYNEX Company 


An equal opportunity employer M/F/H/V 


National Resources Manager 
AGS Information Services, Inc. 
Attn: Dept. MHV 

1139 Spruce Drive 
Mountainside, NJ 07092 

FAX 908-654-9794 


Arizona, California, Colorado, Connecticut, Florida, Georgia, Illinois, Indiana, Maryland, 


Massachusetts, Michigan, New Jerse 


We offer excellent com- 
pensation, relocation as- 
sistance, full benefit pack- 
age and education reim- 
bursement. Send your re- 
sume TODAY! 


Pm 
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AMERICAN 
COMPUTER 


PROFESSIONALS 
140 St Drive 


Suite 3: 
Columbia, SC 29210 


800-933-9227 
Fax 803-779-1955 


equal opportunity employer 


PROGRAMMER/ANALYSTS 
& SYSTEMS PROGRAMMERS 


FOR CAROLINAS 
AND SOUTHEAST 


Numerous opportunities 
exist for on-line and data 
base applications P/A’s as 
well as systems programmers 
and DBA's. Fee Paid. Please 
call or send resume to 


Keith Reichle, CPC 
Systems Search, Inc. 
203 Heritage Park 
Lake Wylie, SC 29710 
803/831-2129 


(Loca! to Charlotte. NC) 


, New York, North Carolina, Ohio, Pennsylvania, Texas 


PROGRAMMER/ 
ANALYSTS: 


Well established consulting firm is cur- 
rently seeking programmer/analysts 
with expertise in CICS, DB2, IMS or 
IDEAL/DATACOM for DP oppor- 
tunities in the Pittsburgh area. 


¢ Positions are both hourly and 
salaried. 


¢ Salaries to $40k; hourly to $22/hr. 


Opportunities also exist for individuals 
with expertise in a TANDEM or VAX 
environment. 


Pittsburgh has a strong, diversified 
economy, as well as the fourth largest 
concentration of Fortune 500 companies 
in the country. Features such as low 
taxes, affordable housing and a low 
crime rate make Pittsburgh one of the top 
ten cities for relocation. 


Please contact us for an appointment: 


Pittsburgh Business 


Consultants, Inc. 
OR Mew Aas I meen eat 
Pittsburgh, PA 15219 
phone: (412)391-0714 or (800)722-9820 


Equal Opportunity Employer 


DATACOM/IDEAL/COBOL 


DATACOM TO DB2 

if you have any of these skills and any reason 
to be looking for consulting or employment 
opportunities, you have every reason to be 
talking to us. As nationally recognized 
specialists, we have reg, and short term 
openings coast-to coast. send or fax your 
resume to Raritan Plaza |, Edison, NJ 08837. 
Phone: (908) 225-5577. Fax: (908) 225-0032. 
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COMPUTERWORLD 


The hotel welcome mat is out 


a 


COMPUTER CAREERS 


“ Because Computerworld delivers 
quality responses targeted to the exact 
experience we need, virtually every one 


is a potential 
candidate.” 


Specializing in leading-edge hardware and 
software technologies, Tellech Corporation 
is an international consulting firm head- 
quartered in New York City. Its major focus is 
systems development for mainframes, 
midrange systems, PCs/micros, and robotics, 
as well as software development and feasi- 
bility studies. With over 18 years of consult- 
ing experience and 250 employees, the firm 
primarily staffs and manages large team 
projects in the financial, insurance, manufac- 
turing, and software development environ- 
ments. Since each TelTech team is typically 
85% employee based and 15% contractual 
based, Pamela Cianci, Manager of Recruit- 
ing, advertises in Computerworld to find 
qualified professionals for both arenas. 


‘At TelTech we take a total solutions ap- 
proach, managing all phases of a project 
from requirements, specifications, analysis, 
and design through coding, testing, imple- 
mentation, and maintenance. Essentially, 
that means we must custom fit the skill sets 
of all project team-members to meet the ex- 
act requirements of over 1000 client com- 
panies worldwide. Over time, | can safely 
say that we look to recruit highly motivated 
professionals with virtually every technical 
and programming skill. While finding experi- 
enced data processing professionals has al- 
ways been key, our rapid growth under- 
scored an immediate need for a recruitment 
advertising program. We wanted a medium 
that would allow us to recruit the right candi- 
dates regardless of location. That one me- 
dium is Computerworld. 


‘In just a matter of months, TelTech experi- 
enced 40% growth and began rapid expan- 
sion outside New York. Clearly, we needed 
to find lots of qualified professionals in lots 
of different areas. By generating high-cali- 
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- Pamela Cianci 
Manager of Recruiting 
TelTech Corporation 


bre responses from all over the country, 
Computerworld’s excellent drawing power 
has helped expand our business into 22 
states. We now maintain fully staffed branch 
offices in Orlando, Florida; Roswell, Geor- 
gia; Upstate New York's Hudson Valley Re- 
gion; and, most recently, Denver, Colorado. 


“Each of our Computerworld recruitment ad- 
vertisements consistently produces 40 or 
more resumes. And, because Comput- 
erworld delivers quality responses targeted 
to the exact experience we need, virtually 
every one is a potential candidate. Once 
when we advertised for specific expertise 
on a brand new piece of equipment yet to 
be released, we even found - and hired - 
two candidates with that specialized skill. 
Our Computerworld recruitment advertising 
is also invaluable in helping establish a bank 
of qualified candidates for future job place- 
ments, as we generally receive resumes for 
months after each advertisement runs. 


In anticipation of at least 100 new hires this 
year, we're doubling our advertising fre- 
quency in Computerworld to keep pace with 
our ever-expanding business thrust. For 
TelTech, Computerworld’s far-reaching au- 
dience, dedicated readership, and long 
shelf life spell recruitment success." 


Computerworld. It's where serious employ- 
ers - like Pamela Cianci - reach qualified 
candidates with key computer skills. Every 
week. Whether you use computers, make 
computers, or sell products and services for 
computers, Computerworld can help you re- 
cruit the experienced professionals your 
business demands. For all the facts, call 
John Corrigan, Vice President/Classified Ad- 
vertising, at 800/343-6474 lin MA, 508/ 
879-0700). 


Where the qualified candidates look. Every week. 
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1 800 343-6474 


IN MA 508 879-0700 
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COMPUTER CAREERS M/D-WEST 
Computerworld/CorpTech Career Index 


LE LS SA AT GLAST SORT PPA OLNIOGUPOIRNUSSWES AMEE: TENERARE 
BIOTECHNOLOGY FIRMS HAVE HIT THE BIG TIME — Out of the 5,933 U.S. technology manufacturers surveyed by 
CorpTech, computer software and biotechnology companies have experienced the largest increases in their employee counts 


Percent change in number of employees, 
from October 1, 1990 to October 1, 1991 


Medical i 
equipment 
¢ 
Environmental Bio- 
equipment technology 


i | companies 
Test & 
measurement 


‘Giana 
software 


i i : i } 
Transportation accesible : Pharmaceuticals Holding Lasers & au! Chemicals Defense- 
& components i related 
equipment 
Energy-related Manufacturing Computer 
equipment equipment hardware 


Advanced Factory 


Tele- 
materials automation 


communications 


©Copyright 1991, Corporate Technology Information Services, Inc., Woburn, Mass. 


When you compare | SOFTWARE ANALYST - De- 
costs and Office Automat 


(O15) and ANALYST POSITIONS 


PUT YOUR TALENT, KNOWLEDGE 


Computerworld is’ | application sofware "compo: 
the best 
newspaper for 
recruiting 
qualified computer 
professionals. 


Place your ads today! 


Call toll-free 
800-343-6474 


Or in Mass 
(508) 879-0700 


ANOTHER 

REASON WHY 
COMPUTERWORLD 
RECRUITMENT 
ADVERTISING 
WORKS ... 


For over two decades, Com- 
puterworld has delivered 
qualified job candidates to 
America’s employers. 


And ever since Comput- 
erworld’s first weekly issue 
in 1967, America’s compa- 
nies have relied on Comput- 
erworld to target America’s 
most qualified computer job 
candidates. 


To place your ad regionally 
or nationally, call John Corri- 
gan, Vice President/Classi- 
fied Advertising, at 800/ 
343-6474 (in MA, 508/ 
879-0700). 


Where the best hires look. Every week. 
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#415, Detroit, Mi 48202, 


COMPUTER PROGRESS 
UNITED 


$40,000 to $60,000 


with consulting and programming 
services. We have immediate 
positions available for P/A in 
Kentucky, Ohio, Indiana, and 
Tennessee. We are the DB2 
Specialist 


SYSTEMS 
PROGRAMMERS 


With at least 3 years experience in 
*IMSDB/DC,DL1 ‘CICS 
* -— * ADABASE 
*PL1 


COBOL 
* DB2/SQL * TANDEM 


AS/400 Local & regional positions 
for AS/400 & S:38 profess. Top pay | 
for those skilled in RPGIII, Synon | 
and CL. All levels of experience 
needed Inquiries are confidential 
Clients pay relocation and fees 


% ROMAC. 


Professional Recruiters 
6000 Poplar Avenue, Suite 340 
Memphis, TN 38119 
901-685-8500 FAX 901-684-'800 


David A. Wilcox, Consultant 
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SOFTWARE ENGINEER - Develop 
and implement a Human 


No. 79991. Employer pd. ad.” 


& EXPERTISE TO WORK FOR US! 


LANSystems, Inc., a leading national LAN/WAN network integra- 
tor seeks the following additions to its professional staff: 
SYSTEMS ENGINEERS 
- Wanted for San Francisco Bay Area, San Diego, & LA offices. 
Perform hardware & software maintenance on all file server, work- 
station, infrastructure equip., installations, troubleshooting & pre- 
ventive maintenance for contract clients. Must have experience w/ 
networking equipment such as Ethernet &/or Token Ring bridges/ 
routers. Strong customer relations, follow up, supervisory & project 
management skills. We're looking for a self-starter who can work in- 
dependently with minimum supervision. 
Wanted For Eastern Region: 
NETWORK ENGINEER - NY 
apr eee for installation, configuration, & troubleshooting of 
LAN-based application software. This position requires extensive 
knowledge of network O/S (Novell — LAN Manager) and LAN- 
based applications (Windows, 3270/5250 gateways, word pocaee 
readsheet, electronic mail & dada Installation & trouble- 
jooting of Windows 3.0 in a network environment is a must. A 
demonstrated ability to troubleshoot ——- in the field & strong 
customer orientation is also required. CNE a plus. 
RESEARCH ENGINEER - NY 
Work with our Research & Consultancy group. 2-4 years exp w/ma- 
jor network administration & integration. LAN technology as well as 
NIX expertise, & IP based network design. Research & evaluate 
hardware, software, & the latest technology. Coordinate lab facili- 
ties, vendor equipment, procurement. ae of X Windows, 
NFS, & E-Mail. UNIX interconnectivity with IBM/SNA, Macintosh, 
NetWare, LAN Manager, DEC a +. 
ACCOUNT EXECUTIVE - NJ-NY 
Join our New York Metropolitan area sales team. Candidates should 
have 3-5 years in the MIS/Communications market. Ability to com- 
municate with Fortune 500 & MIS management. Must be comfort- 
able with all a: s of selling, e.g. cold calls, prospecting, etc. Pri- 
marily responsible for bringing in new business. Incentive package. 
SALES ADMINISTRATOR - NY 
Coordinate with dynamic LAN sales team. Duties incl. customer ser- 
vice calls, scheduling, word processing & a projects. Heavy 
client exposure. Knowledge of Gold Mine, WordPerfect or Lotus a +. 
Excel phone/typing skills a must. Great position for self-starter. 
Send resumes to: 
LANSystems, Inc. - Human Resources 


300 Park Avenue South 
New York, NY 10010 


PROGRAMMER 


THE 
MISSING 
LINK IN 

D.P. RECRUITING 


'MMEDIATE 
CONTRACTS & 
FULL TIME 
POSITIONS 
AVAILABLE 


© OS2/PRESENTATION 
MANAGER 

© MICROSOFT 
WINDOWS/SDK 

© TANDEM 

@ SUN/UNIX/SYBASE 

@ GUPTA/SQL 

© LAN SERVER 

© DB-2/SP 


Call or FAX Resume to: 


DATALINK 


CORPORATION 
153 Waverly Place 
Suite 3, 7th Floor 

New York, NY 10014 


Tel: 212-243-6680 


aitatceee * Fax: 212-989-6457 


73191. An Employer Paid Ad. 





COMPUTER CAREERS 


It you recruit 
computer 


rofessionals, we 
have their numbers. 


We've probably spent more money 
researching this market than any 
company in America. And what 
we've learned can help you. 


Number of computers up 
6,415% in 10 years. 

At this pace, how will you meet the 
demand for staff in the future? One 


More computers 
are demanding more talent * 


1980 82 84 86 88 90 


Fewer campus freshmen are 
choosing computer careers** 


ae 
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source is America’s campuses. But 
with college freshmen interest in 
computer careers dropping more 
than two-thirds since 1982, you'll 
need to find other sources. Call us. 
We'll tell you about them. 


Only 20% of computer 
professionals actively seek 
jobs through sources like 

local classifieds. 

Which, according to figures from our 
annual Job Satisfaction Survey, leaves 
80% of the market largely unreachable 
through local papers. Yet easily reached 
through professional newspapers. 

Our research can show you how. 


Over 213,000 professionals 
with CICS operating system 
experience are reachable 
with a single advertisement. 
And so are hundreds of thousands 
of others with skills from DB2 to 
IBM S/38 to Unix. How? Call us 
and we'll show you. 


Computerworld reaches 
professionals with key skills 
—a few examples from our survey- 


rts in 
Computerworld’ 


Audience 


523,573 
488,965 
214,375 

operating system 257,248 
Cobel language/utility 443,166 


Skill/Product Product type 
IBM PC compatible hardware 
IBM (all but PC) —ihardware 
-— Equip. Corp. hardware 


Our skill survey reveals 
demographics. 

Computerworld just completed a ma- 
jor survey of computer skills among 
its readers. The results can help 

you target your recruiting. Call John 
Corrigan at Computerworld for your 
free report. 


We conduct the most 
comprehensive salary 
survey in the field. 
Co-sponsored by the Data Process- 
ing Management Association, the 
annual report is available to you at 
no charge. 


If you want to check out our numbers, 
just call us at this one: 800/343-6474 
(in MA, call 508/879-0700). 

Ask for John Corrigan, Classified 
Advertising Director. Or write to him 
at Computerworld, Department N, 
375 Cochituate Road, Framingham, 


Where the qualified candidates look. Every week. 


Sources: *International Data Corporation ** American Council on Education 


COMPUTERWORLD 





MANAGING YOUR CAREER 
Glen Knight 


Ifyou want to manage, 
start with yourself 


Many IS professionals fail to make 
the transition to management — not 
because they wouldn’t be good at it, 
but because they didn’t think ahead. 
The time to prepare for a manage- 
ment job is not when it’s handed to you, but while 


you are a technician. 


Your first priority is to de- 
cide whether you actually want 
to be a manager. That sounds 
simplistic, but it’s an important 
consideration. Many people are 
attracted to management by the 
challenge, personal growth, 
status and money. Many fail to 
consider some of the downside 
factors — politics, personnel 
problems, numerous meetings 
and long hours — until they are 
facing them on a day-to-day ba- 
sis. 

If you know you are cut out 
to be a manager, and those chal- 
leges don’t faze you, you can 
start grooming yourself right 
now for the job you eventually 
want to hold. Here’s how: 

Step 1. Plot your path. For 
example, an application pro- 
grammer may decide to reach a 
career goal of chief information 


officer by first becoming a proj- 
ect leader, then a programming 
manager and ultimately an infor- 
mation systems director. 

Set a target date for reach- 
ing each stage. Putting your 
goals into such concrete terms 
will help keep you on track and 
alert to the need for action 
when the time is appropriate. 

Plans must be flexible, of 
course. Real life doesn’t always 
follow a preset course. Review 
your plan occasionally and make 
adjustments where necessary, 
always keeping the end goal in 
sight. 

Step 2. Talk to your man- 
ager after you have set your 
goals. This will help in two 
ways. First, you may be able to 
find out whether the manager 
has plans to move up, which 
could possibly create an open- 


COMPUTER CAREERS 


ing for you. 

If that doesn’t seem to be in 
the cards, you’ll know that your 
current job may be a dead end. 
Second, your manager may be 
able tw help you evaluate your 
strengths and weaknesses as a 
potential manager. 

Step 3. Find a mentor who 
can help you develop your man- 
agement skills. If practical, a 
mentor should be an immediate 
supervisor. 

If that’s not a possibility, 
choose another manager at an 
equivalent level of authority 
who is well respected within the 
organization. If you spell out ca- 
reer goals clearly, a mentor can 
be helpful in developing a tacti- 
cal plan and influential in 2 pro- 
motion decision. 

Step 4. Take classes in su- 
pervisory and managerial educa- 
tion. These courses may be of- 
fered by your employer, local 
businesses and community col- 
leges. 

Courses to consider are in- 
troduction to management, in- 
troduction to finance, asser- 
tiveness training, time 
management, project manage- 
ment, interpersonal skills, writ- 
ing skills and speaking skills. 

Additionally, personal com- 
puter skills have become impera 
tive for managers. Managing 
requires writing (word process- 
ing) and financial work (spread- 
sheets). 

Step 5. Learn the business. 
IS managers cannot be success- 
ful unless they understand how 
information technology can help 
the organization achieve its 
goals. 

One way to obtain this infor- 


mation is to visit user depart- 
ments and find out what they 
do. A department that has been 
involved in projects with IS is 
an excellent place to start. 
Step 6. Develop a network 


idea or concept won’t work, they 
find ways to make it work. 
These individuals commit them- 
selves and their staff to the suc- 
cess of the organization. 

Team building is a critical 


FFERING ASSISTANCE will gain you a 
reputation as a doer and a problem solver 
who is willing to tackle more than just 


your own immediate job. 


of contacts. Successful manag- 
ers may not always know the 
answer to a problem, but they do 
know where to get the answers 
and which people have the skills 
to get a job done. 

Helping other people with 
their projects and problems will 
help expand your network. Fur- 
thermore, offering assistance in 
this fashion will gain you a repu- 
tation as a doer and a problem 
solver who is willing to tackle 
more than just your own imme- 
diate job. 

Other ways to develop a net- 
work include giving training ses- 
sions and volunteering for com- 
mittees. If the opportunity 
arises, offer to chair a commit- 
tee. This is a good way to acquire 
leadership skills. 

Step 7. Work on your atti- 
tude, emphasizing the positive 
and learning the value of team 
effort. 

Successful managers take a 
“can-do” approach to chal- 
lenges. Specifically, they be- 
lieve no project is insurmount- 
able. 

Instead of looking at why an 


management skill for any man- 
ager, but it is particularly im- 
portant within the IS function, 
which is increasingly being 
asked to work closely with busi- 
ness units. 

Step 8. Observe the dress 
of other managers in the organi- 
zation. A person’s business 
wardrobe reflects his or her atti- 
tude and goals. Polo shirts and 
jeans do not project a manage- 
ment image. 

With a detailed plan in place, 
you can properly prepare your- 
self for the switch from a tech- 
nical to a management role. 
When the time comes, the tran- 
sition will be smooth. 


Knight is director of IS at Washoe Med- 
ical Center in Reno, Nev. He is also a pro- 
fessional speaker and seminar leader. 


IS managers and corpo- 
rate hiring managers: If 
you have a career issue 
you'd like to write about, 
please fax your idea to 
Cathy Duffy, (508) 875- 
8931. 
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PACE 
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COMSYS 


Atlanta, Colorado Springs, 
Research Triangle, 
Phoenix & Washington, DC 


Dept. CW 
P.O. Box 7947 
Gaithersburg, MD 
20898-7947 
Fax:301/921-3670 
800-9COMS YS 


NACCB Member 
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Director of Indiana State University is o multi-ven- 
dor campus in both PC and mainframe 
Computing computing with a campus network cur- 
rently being developed. The 
Services of University Services 
and Facilities is a for aca- 
e 


demic and administrative computing needs of the campus. Staff- 
ing: 40 professional/support staff positions. 


Rameneiiee include: leadership for strategic planning; recom- 
mending policies/procedures; integration/oversight of computer 
resources/services; coordination of computing activities (aco- 
demic, administrative, service, maintenance); assist in the coordi- 
nation of library information services and telecommunications; 
budget preporation/management; identification/addressing of 
campus computing needs; development of grant proposals. 
Desired qualifications include: successful management experi- 
ence with both academic and administrative computing in a 
higher education environment; an earned doctoral degree pre- 
ferred; strong leadership and communication skills; strong inter- 
personal skills; creativity in developing innovative computing ap- 
plications. 

Position available Jan. 1, 1992. Submit a letter of application 
and resume by eee 7, 1991 to: 


Committee, Telecommunications Dept, 
State University, Terre Haute, IN 47809. (812) 


” 


237-4183 
Indiana State University is an Affirmative Action/ 
Equal Opportunity Employer. 


TANDEM 
COBOL, PATHWAY, TAL, 
SCOBOL,C, SQL,X.25 
STRATUS 
PL1,COBOL,C,ON/2 
Fulltime/Consulting Positions 


available in the US/ABROAD 
VAX MUMPS ORACLE IBM 


Sat 
COMPUTERS INC. 


Call Irwin 
800-582-JOBS 
FAX (212)967-4205 
124 W. 30th St. Suite #302 


New York, N.Y.10001 BURBANK, CA 91505 


(818) 841-2002 (714) 552-0506 


FAX: (818) 841-2122 
Member NACCB 


eeeeenee 


P. Murphy & Associates, inc. 


4405 RIVERSIDE DR., SUITE 100 


Florida 
DON'T DREAM THE LIFE. 
LIVE THE DREAM!!! 


Florida, with gentle winds bending the 
palms and an average temperature of 
72°. is one of the finest places to live and 
work 
AMD Consulting Services is experiencing 
phenomenal growth. Our customers, 
Florida's premier information processing centers, 
have immediate needs for professionals with ex- 
perience in any of the following: 
¢ COBOL, PLI, ALC, RPG3, “C”, CICS 


* FOCUS, ORACLE, INFORMIX 
= * DB2/SQL, IDMS, M204, IMS 
“ dea & ° TANDEM COBOL, TAL, PATHWAY 


* DEC/VAX, UNIX, AIX, OS2, PICK 
* PCS/ADS, MCCORMACK & DODGE 


It's your move, make it the RIGHT ONE. 


AMD) 00. 


Tampa, Florida 33606 
(813) 229-9208 


CONSULTING OPPORTUNITIES 
TO $60,000 


DB2 and CASE TOOL 
eeP em a=) 83 


Now is the time to enhance your career in a highly 
professional environment with long term leading edge 
technology assignments. 
We seek Professionals with at least two years 
experience with any of the following skills 
e¢IMSDB/DC ¢IDMS/ADSO »¢ MANTIS/SUPRA 
¢ DB2/SQL ¢ ORACLE ¢ ADABAS/NATURAL 
¢ C/UNIX ¢ CICS ¢ COBOL PL/1 
For consideration, send resume or call 
IIk TECHNOLOGY CONSULTING, INC. 
2020 Meidinger Tower, Louisville, KY ‘a0202 
AV (502) 589-3110 FAX (502) 589-3107 
Member NACCB 


COMPUTERWORLD 


FLORIDA 
eas Leesa 


Immediate permanent and consulting opportunities 

for professionals with any one of the following skills: 
SKILL SALARY TO = SKILL SALARY TO 
UNIX/C 45K HOGAN 57K 
DB2/SOL 42K M&D or MSA 45K 
CICS/COBOL 39K PMS 44K 
FOCUS 45K  COMM/X400 45K 
AS 400/RPG Ii! 45K HP 3000 35K 
TANDEM/TAL 65K INFORMIX. 42K 
PATHWAY/SCOBOL 55K 
IMS 42K 


S/P MVS 60K 
ORACLE 48K 
MVS/ALC 40K VAX/VMS 40K 
I0MS/ADSO 39K __WINDOWS/GUI 42K 


Please mail your resume for consideration to: 
COMPUTERPEOPLE, DEPT. 517 
NW. 62nd St. 12225 28th St N 20 North Orange Ave 
Suite 3 St Petersburg, FL 33716 Suite 1400 
Ft Lauderdale, FL 33309 813-573-2626 Orlando, FL 32801 
800-777-8603 FAX 572-1153 407-236-9706 
305-771-8603 Serving the FAX 843-8153 
Serving South Florida Tampa Bay Area Serving the 
& Jacksonville’ Orlando Area 


COMPUTERPEOPLE 


SAN FRANCISCO BAY AREA 
SPECIALIZED CONTRACTS IN 
MSA McCORMACK - DODGE 
PEOPLESOFT 
INGRES 


TESSERACT 
ORACLE 
SYBASE ACP/TPF 
S/W 2000 TOLAS 
P/As, DBAs, Modellers, Analysts, S/Ps 
595 Market Street, Suite 1400 
San Francisco, Ca 94105 
(415) 777-4321 - Fax 777-8632 
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tention: M. . Reference # 
V-L-4049-Z. NO CALLS. AN EM- 
PLOYER PAID AD 
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ASSISTANT DATA CENTER Di- 
RECTOR For Florida Department of 
Labor and Employment Security 
Position No: 05744. Salary Range: 
$35K - $59K 

The Florida Department of Labor 
and Employment Security is search- 
ing for an individual to join our in- 
formation resources jement 
team reporting to the Data Center 
Director. 

The successful candidate will be re- 
sponsible for managing the Systems 
Design and Programming group 
consisting of 80 professionals. The 
individual must possess strong man- 
agement and interpersonal skills 
Experience in project management 
for application development, design- 
ing automated systems, ram- 
ming and establishing s! and 
procedures is required. Application 
of CASE products, ISDM, and DB2 
is highly desirable. Background 
should include large mainframe and 
micro-computers operating in a co- 
Operative processing environment. 
Minimum qualifications for this po- 
sition is a bachelor’s degree from an 
accredited college or university and 
a minimum of five years experience 
in data processing, two years of 
which must have been in a manage- 
ment capacity 

Individuals interested should submit 
a resume and a State of Florida Em- 
ployment application no later than 
11/29/91 to: Florida Department 
of Labor and Employment Security 
Caldwell Data Center, Room G-6. 
Caldwell Building, Tallahassee, FL 
32399-0202, Attn: Patty Strick- 
land. (904) 488-4230. The State of 
Florida is an Equal Seeeaiy Af- 
firmative Action Employer 
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% 5, 
Mi 48202. Refence No. 78791. 
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Call or Fax Resume to: 


8400 E. Prentice Ave. 
Penthouse 
Englewood, CO 80111 


Tel: 303-773-1121 
FAX: 303-771-4562 
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AS/400 
Programmer/Analyst 
GERMANY 


Assist in development of distri- 
bution and financial systems 
for our daily newspaper and 
over 170 bookstores in Europe. 
Salary: $31,000 per annum 
plus tax-free aliow- 
ance (currently $15,400 for 
family of four). — insur- 
ance, and military PX/Commis- 
. Paid round-trip 
‘om US. Three-year 
renewable service contract re- 
quired. 
Minimum Requirements: 
e = Degree or Tech School 
‘ert 


© 5 Yrs RPG on AS/400, $/38 
© Systems Analysis Experience 
® Good communication skills 


Selective Experience Factors: 

@ Extensive PC Knowledge 

®@ Retail Application Systems 

e eeu Systems 

@ SYNON 

@ Int'l Eero Ciemestcatons 
Call our NY office (212) 620- 
3333 for an application it 
it with a resume and cover let- 
ter to European Stars and 
pe oo Attn: Director eycares 
Automation, Unit 29480, APO 
AE 09211. Applications must 
be received or postmarked no 
later than 7 December 1991 


COMPUTERWORLD 


DEC hardware, VAX/VMS operat- 
ing system, VMS layered software 
products, OSI compliant data com- 
munications networks, developing 
operations procedural standards. 
Salary DOE. Send letter of applica- 
tion and resume with salary history 
to Birdville ISD, 6125 E. Belknap, 
Fort Worth, Texas 76117, Attn: 


SENIOR SOFTWARE ENGINEER 


‘inancial software application sys- 
tems utilizing UNISYS A15, A3, 
81900 hardware; LINC 14, LINC 
13, DMS I software; COBOL lan- 
guage and MCP operating sys- 
tems. Master's degree 


gineering, 3 years experience in 
job offered or 3 years experience 
as Systems Executive. i 
ence must include one year with 
LINC 14, LINC 13, DMS Ii and 
UNISYS mainframe financial soft- 
ware. “Employer Paid Ad’. Send 
resume to: 7310 Woodward Ave., 
Room 415, Detroit, Mi 48202. 
Refence No. 78891. 


PLOYER PAID AD. 


YOU 
KNOW... 


VICE PRESIDENT - PRODUCT 
. Direct 


...that Computerworld gives you the most 
widespread regional exposure to America’s 
qualified computer professionals? 


East 


Midwest 


West 


For More Information Call: John Corrigan, Vice 
President/ Classified Advertising, 800/343-6474, 


in MA, 508/879-0700 


Computerworld 
makes your 
positions known. 


When you have positions to fill within 
your organization - and you want to tell 
the nation’s top talent about them - 
Computerworld is your best choice. 


That's because Computerworld posi- 
tions your message in front of over 
629,000 qualified computer profession- 
als every week. And you can choose to 
deliver your recruitment message re- 
gionally or nationally. 


Call Lisa McGrath at 800-343-6474 (in 
MA, 508-879-0700). 


Weekly. Regional. National. 


And it works. 


An IDG Communications Publication 
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mers at all levels of experi- 
ence. Our list of clients (many of which 
8 in The Fortune 500) offer the opportunity for criti- 
cal involvement in some of the most demanding 
and exciting environments within the east coast area and 
through out the United States. 


NATIONAL _—- MCLEAN, VA ALANTA,GA__ 
w AS400/RPG = 0S/2 CHOREOGAPHER # AS400/COBOL 
mw ORACLE 6.0 = 0S/2 INTERNALS = DB2/CASE TOOLS 
w INFORMIX 4GL/C/UNIX ™MAC/OS INTERNALS  VAX/COBOL/ACMS 
CASE TOOLS = MS WINDOWS 3.0 SDK = MILLENNIUM 
= SYBASE @ INGRES/ANFORMIX 
= IMS/CICS ™ PROGRESS 


Contact: Bill Contact: Jeff 
Os} 790-3467 255-9119 
790-8467 FAX 


248-9119 
(617) 237-0723 FAX (404) 257-0566 FAX 


DURHAM, NC WELLESLEY, MA 
= SYBASE DEV/MULTIPLE 
= VMS/OSI/NFS 
= VMS/SNMP/MIB 
= 0S400 SYS. PROG. 


™@ SQL SERVER/POWERBUILD 
@ UNIX FILE SYSTEMS 
Contact: Meredith 
248-9119 


CONTRACT PROGRAMMERS 
WITH A MINIMUM OF 5 YRS EXP. 


SENIOR PROGRAMMER ANALYST 
VAX EXPERIENCE USING FORTRAN AND 
C LANGUAGE IN A MANUFACTURING ENVIRONMENT 


SENIOR ENGINEER 
MUST HAVE CHEMICAL PLANT PROCESS CONTROL EXP. 
AND 5 YRS. VAX EXP. USING C LANGUAGE AND FORTRAN 


SENIOR PROGRAMMER ANALYST 
FOCUS, MUST HAVE OIL & GAS DISTRIBUTION EXP. 


SENIOR PROGRAMMER ANALYST 
DB2, CSP, SQL, REXX, CMS 
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PROJECT LEADER, SYSTEMS ANALYST 
UP TO $45 PER HR. 


ORACLE SYSTEM SUPPORT ANALYST 
ORACLE, RDBMS, VAX, SQL FORMS, IBM 3090 (MVS) 


RATES UP TO $36/HR. 
Openings in KS, TX, LA,MO, OK, IL, OH, Mi, NC, VA, and MN 


J.P.S., INC 
P.O. Box 690007, Houston, TX 77269-0007 
(713) €20-0024, Toll Free (800) 633-0391 , FAX (713) 370-8021 
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TELON Prog/Anal's 

ASSEMBLER Prog/Anal’s 

DB2/SQL Prog/Anal’'s 

CICS Prog/Anal's. 

IMS DB/DC Prog/Anal's 

PL/1 Prog/Anal’s. 

IOMS-ADS/O Prog/Anal’s 

FOCUS Prog/Anal’s. 

AS/400-S/38 Prog/Anal's 

TANDEM Prog/Anal's. 40K 
HP 3000-COBOL Prog/Anal's 30-37K 
VANX/COBOL Prog/Anal’s..... 32-36K 
ADABAS/NAT Prog/Anal’s.... 30-37K 
ORACLE/SQL Prog/Anal’s... 35-45K 
MSA or M&D Prog/Anal’s.. 33-45K 
082 or IMS DBA's 40-53K 
EDP Auditors 33-46K 
North Carolina's largest employment 
agency. in business since 1975, 300 affili- 


ates. Opportunities in the Southeast and 
nationwide 


Corporate 
& Personnel 


Consultants 

3705-320 Latrobe Drive, Box 221739 

Charlotte, NC 28222 (704) 366-1800 
Attn: Rick Young, C.P.C. 


Nationwide 
Computer Career 
Specialists 
DP or Tech experience? 


Our clients seek F.T./Perm. 
EDP professionals: 
* AS400* 
Exp’d with RPG3 & enjoy Hi Tech 
evironments? We have co’s seeking 


i 


Oppor for PROJECT MGR’s & PIA's in 
Manufacturing & Service industries. 
Stable, growing firms, full relocation. 


* CASE® 


National firm forming small “CASE 
Expert Team” toleaddevelopment projects. 


i 
SES ‘i 
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* DB2 IMS ORACLE HP3000* 
Other opportunities exist for those 
experienced in any of the above. 


Mail resume or call. We work to 
match you to the job you want. 


AE USA bocales — Alll fees paid 


i 
age 
ie 
i 
petthya 


NOVEMBER 18, 1991 





i 
4 
if 


5 
Z 
: 
Z 


i 


Q 


COMPUTER CAREERS 


Join PLATINUM’s DB2 Team in JAPAN! 


PLATINUM technology, inc., stands alone as the only full service software company 
entirely dedicated to supporting IBM’s DB2 database management system. 
PLATINUM provides the finest education, software products, and professional 
services for DB2. We need to expand our highly regarded sales support team for the 
Japanese market. 


Technical Sales Support 


In this high visibility position, you will work with IBM 
Japan and be responsible for supporting prospective 
clients in the Japanese DB2 market. You will be using 
and demonstrating the world’s best software tools for 
DB2, keeping up with the latest in relational technology, 
and visiting our clients throughout Japan. 


The ideal candidate will have 2-3 years experience as a 
DB2 database administrator, convincing communication 
skills in both English and Japanese, and the ability to 
work with Japanese personalities and culture. 


PLATINUM technology, inc., offers excellent salaries and 
benefits including paid relocation expenses. 


Send your resume to: 


PLATINUM 
technology 


555 WatersEdge Drive 
Lombard, I. 60148 
(708) 620-5000 


An Equal Opportunity Employer M/F 


RS Catch the Action 
Mai na LSS in Colorado! 


713/488-7961 


Let our national award winning 


computer Specialists assist you in StorageTek, ideally located between Boulder and 
a Come UU. Oe ° : 

Safle gall biblaphbetynbe “ss 22 Denver, Colorado, is a world leader in the design and 
sejuebeme igheor manufacture of high-performance, large-scale, computer 
SYSTEMS SOFTWARE _'$80K + peripherals. We recently announced the development of 
splat 1 Be era: six new tape products, including three new robotic tape 
Praag TO SqoK + libraries in both the high and low ends of the tape library 
1OMS, IMS OR ADABAS TO|SSOK ° . 

P/A(COBOLOR ALC) TO'S40K market. These new generation products will secure our 
phate lamas 2 future for years to come, creating excellent opportunities 
imate te ree for experienced engineering professionals who are seek- 
Tie ing greater challenges, more stability, and a refreshing 
COBOL/DB2 OR IMS T ° 

ae ees $ OPEN change in lifestyle. 


ROBERT SHIELDS & Systems Test Manager 
ASSOCIATES 


OPM She Lek Ee) Loo ¢ Responsible for performance and capacity 
Houston, TX.77289-0423 planning in a large-scale IBM, MVS customer 
FAX: 713/486-1496 environment. 


¢ Requires a BS degree or equivalent with 5+ 
years as a manager in a development or test 
environment. IBM experience a must, UNIX 
experience a plus. 


Engineers 
Because You're The Best : ; 
Wesson, Taylor, Wells We also have these engineering positions available: 
one of the mation’s premiere 4 A 
sel eimai : ¢ Responsible for performance and capacity plan- 


has challenging careers ning in a large-scale IBM, MVS environment. 
across the country for top > . . 
programmer/analysts with ¢ Responsible for supporting VM/ESA installation 
—e problem resolution and configuration management 


across multiple large mainframe computer systems. 


These positions all require a BS degree or equivalent 
with 5+ years experience. 
lesson, Taylor, Wells 
P.O. Box 10243 
Pleasanton, CA 94588 
Patrick Little 


1-800-833-2891 


StorageTek offers a competitive salary and comprehen- 
sive benefits package, including relocation assistance. 
Please send your resume to: Storage Technology 
Corporation, Department CW228/DBQ, 2270 S. 88th 
St., Louisville, Colorado 80028-3159 or FAX to (303) 
673-5629. We are an equal opportunity employer. No 
agencies please. 


Pe mR as 
CONSULTING: 
SERVES 


StorageTek. 


The Information Storage 
and Retrieval Company. 


COMPUTERWORLD 





PRODUCT SHOWCASE 


WORRIED ABOUT 
COMPUTER RADIATION? 


So are your employees & customers!!! 
The Tracer Meter will effectively measure, in an easy to 
use manner, your computer and office equipment’s levels. 
© Quemiy Gronete anciitie © Dealer inquiries Welcome 
®@ Reseller opportunities © Price only $795. 


P.C.S. 1-800-888- "1515 


800 Village Walk, Suite 158 
Guilford, CT 06437 Fax: 203-453-0505 


UNIX in Minutes! 


‘ 
: . ™ . =3 ™ | 
PinPoint PinQuik 

® Makes UNIX easy for the end user 

® Automated UNIX Commands 

@ Menu Builder 

@ Safety Net 

@ Available in AIX 


* 30 DAY MONEY BACK GUARANTEE * 
Pan S 

RO / u™ CALL TO ORDER or FAX: 
14201 Memorial Drive, Suite 4 713- 998- 6866 


Houston, TX 77079 FAX: 713-558-8857 


Affix All Types of Pressure 
Sensitive Labels Fast 
and Efficiently 

selection of semiautomatic and 


‘or Weteteany waieoe mechanics, or skilled operators. 
information: 


For full 
1-800-325-7303 


Dispensa-matic 
mark — Fax 1-314/621-1602 


St. Louis, MO 63103 


€ 
= AFP/IPDS protocol converter 
2daPDS ia Ae HP LaserJet printer. 
© IBM 4028, 3812 and 3816 

All IPDS towers 


1-800-432-8246 


Fax: 1-516-351-1273 


AutoTester, Inc. 


1-800-328-1196 


Suite 670 
Dallas, TX 75206 


Disaster Recovery doesn’t 
have to be complex 
or expensive! 


NEW Disaster Recovery 


Products and Services 
CSA’s easy-to-use disaster recovery planning meth- 
ods and tools are for every 

and inexpensive, you can’t afford net te > 
= io’ Send for your 
CSA, Inc. 1-203-674-1855 


oad * 1-203-677- 
Avon, CT 1 Fax: 1-203-677-5947 


COMPUTERWORLD 


BalancedPower Plus’- 
eee urs 


Siooerd in UPS 


international 
Power Machines 1-800-527-1208 


2975 Miller Park North Fax: 1-214-494-2690 
Garland, TX 75042 


PC Administrator 


HARDWARE/SOFTWARE INVENTORY 


TROUBLE LOG 


The Low-Cost Solution to 
improved End-User Support 
software 


ConsuiNet 
Computing Inc. 1-416-441-0363 


Dr.,Don Mills Fax: 1-416-449-1985 
, CANADA, M3C 2E6 


zg 
PRINTEK FORMSPRO 4003 
Now changing forms in your printer is as easy as 
1,2,3! The FormsPro 4003 features Printek’s exclusive 
Tri-Trak tractor shuttle mechanism that lets you 
change between forms with a touch of a button or 
computer command. 


° 100% Duty Cye Ss ight-th h th 
e : tra Paper pa’ 
© Prints 9-part form: z. © List price: $3,295 


Printek, Inc. 4-800-DOT-INFO 


Benton Harbor, Aaa 49022 (1-800-368-4636) 
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BY CATHLEEN A. DUFFY 
CW STAFF 


t’s no secret that lots of or- 
ganizations are choosing to 
outsource information sys- 
tems operations as a way 
to tighten their belts. Out- 
sourcing saves money by trans- 
lating capital, space and human 
resources costs into flat, predict- 
able operating expenditures. 

But such arrangements aren’t 
always as much of a bargain as 
expected. A number of costs, 
some of which aren’t apparent 
before the fact, can cut into antic- 
ipated savings. 


Adding it all up 

Conversion costs for installation, 
software transition fees and 
training can all add up. 

For example, White Plains, 
N.Y.-based Dollar Dry Dock 
Banks found that employee sev- 
erance costs — an associated 
conversion cost — drove the out- 
sourcing costs to a much higher 
figure than expected during the 
first year, according to John 
Maher, first vice president of IS. 

Other transitional outlays in- 
cluded terminations of equip- 
ment leases and maintenance 
agreements — which can carry 
penalties for early termination 
— and, to a lesser extent, em- 


MARKETPLACE 
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Hidden costs can undermine 
savings from outsourcing 


ployee retraining, according to 
Maher. Dollar Dry Dock’s agree- 
ment involved a six-year pact to 
use Mellon Bank Corp. of Pitts- 
burgh’s data center and systems 
tools while keeping applications 
development and support in- 
house. 

Even transferring software li- 
censes over to the outsourcer 
can be an expense in some cases. 
Many _ software 
vendors view 
such transactions 
as a loss of control 
and will charge 
very high transfer 
fees, says Rich 
Schmitt, _ presi- 
dent of Schmitt 
Consulting 
Group, Inc. in St. 

Louis, who has 

witnessed this scenario in sever- 
al major outsourcing agree- 
ments. “This can run into hun- 
dreds of thousands of dollars for a 
large mainframe package,” he 
says. 


Contracting costly 

Contract management costs are 
often unanticipated. Depending 
on how well-managed the cus- 
tomer’s data center previously 
was, overseeing the performance 
of an outsourcing contractor may 
require keeping additional middle 


or upper level management per- 
sonnel. For large contracts, it’s 
not unusual for the company to 
have to keep several people, 
Schmitt says. 

According to Michael Wil- 
liams, former vice president of 
operations at First City Bank in 
Houston, such manpower won’t 
come cheap. That’s because 
you'll need top-flight gatekeep- 

ers skilled at 
working with us- 
ers, along with 
business technol- 
ogy analysts with 
systems exper- 
tise. You'll need 
even more super- 
visory manpower 
if major new appli- 
cations are to be 
developed by the 
outsourcing vendor, he adds. 

Communications expenses 
can also be prohibitive. In many 
instances, the communications 
costs can become quite high if 
the corporation’s remaining data 
center facilities are clustered in 
an area where the outsourcing 
vendor does not have a site or a 
network node, according to 
Schmitt. This is something that 
IS organizations don’t always an- 
ticipate in terms of costs, he 
says. 

Disaster recovery provisions 


eee st 


We ail have 


plenty of MIPS, UPS systems 
software 


=D YOUR EXPECTATIONS 


Only one runs your work as their own 


Only one minimizes your risk 
and maximizes your cash flow 


Only one will get the job done-totally 


YOO'RE IN CONTROL 


YOU PUT GS IN CONTROL 


are something else that compa- 
nies considering outsourcing 
don’t tend to pay a lot of atten- 
tion to but should, according to 
Schmitt. 

“What some people find is 
that the vendor does a very 
broadbrush thing saying they 
have disaster recovery,” Schmitt 
says. “Then what 
they’ll say to you is, ‘If 
you want better disas- 
ter recovery than that, 
then it’s going to cost 
you more.’ ”’ 

There’s another kind 
of dangerous assump- 
tion that’s actually built 
into many longer term 
contracts, notes Fred 
Cisewski, senior vice 
president and MIS di- 
rector at Atlanta-based 
Banksouth, which has a 10-year 
agreement with IBM. Long-term 
deals are generally based on cur- 
rent business growth, Cisewski 
says. 

However, ‘“‘in entering a part- 
nership, you have to question 
what happens when these as- 
sumptions don’t happen. You 
have to make provisions for 
downsizing, low growth and high 
growth,” Cisewski adds. 


Abig ‘gotcha’ 
If all those possibilities aren’t 
covered, says Perry Harris, di- 
rector of management strategies 
at The Yankee Group in Boston, 
“This can be a big ‘gotcha.’ ” 
The reason for this is that ven- 
dors generally structure con- 


tracts so that any growth or drop 
in technology use does not result 


in savings to the customer. “If 
the customer is using 10 [million 
instructions per second], and 
their use drops to six MIPS, they 
don’t get any savings,” Schmitt 
says. 

Not planning for future tech- 
nology upgrades can also turn 
into a problem for IS organiza- 


OU’LL NEED to have 
some top-flight 
gatekeepers skilled at 


working with users, along 
with business technology 
analysts with systems 
expertise. 


tions if no allowance is made for 
them within the contract. If this 
isn’t covered, “and the customer 
wants to upgrade to something 
new, it will cost them more be- 
cause of the way the contract is 
structured,’’ Schmitt says. 

Finally, experts suggest that 
companies establish the terms 
for a possible separation before 
any deal is struck, establishing all 
the conditions under which a no- 
fault termination can be accom- 
plished. 

“The reason for this is to have 
the ability to get out of a deal 
without facing significant penal- 
ties. The way some deals are 
structured, IS customers can get 
out, but they pay significant 
fees,” Schmitt says. 

Free-lance writer Tony Baer 
contributed to this article. 


Why own a data center for your information systems? 


Your company’s business 


Outsource your computing requirements to Martin 
Marietta, a Fortune 100 corporation, and you're in control 
of the resources you need when you need them. We've 
been providing outsourcing services to the Federal 
government and corporate clients for more than 20 years. 


Our multiple data centers are acces: 
staffed with expert personnel ready 


FOCUS... 


A Large Hospital Association — depends on us to 


provide over half of its members w 
demographic databases and technic 


design, integration, and implementation of the member 


network. 


FLEXIBILITY... 
A Major Electrical Supplier — saves by 
eliminating its data center. With Martin Marietta, the 
company has the computer resources it needs now and can 


is your focus. 


sible nationwide, and 
to service your needs. 


RESPONSIVENESS... 
A Federal Government Agency — trusts Martin 
Marietta to provide a secure, nationwide teleprocessing 
service. The U.S. agricultural industry relies on us for its 
business forecasting. 


RESOURCES... 


A Major Glass Manufacturer — a Fortune 500 


company without a mainframe, relies on Martin Marietta 


ith access to 
‘al consultation for the 


increase or decrease utilization with minimal cost impact. 


Chantilly, VA 
Philadelphia, PA 
Orlando, FL 


for its major information processing. 


AND NOW YOU — 


should talk with a Martin Marietta representative and find 
out how we can help you concentrate on your business. 


OFFICES 

(703) 802-5100 
(215) 963-0225 
(407) 826-1320 


Rona aeas Be. 


CSC CompuSource, Inc. 
A Subsidiary of Computer Sciences Conporation 


MARTIN MARIETTA 


INFORMATION SYSTEMS 
4795 Meadow Wood Lane 
Chantilly, VA 22021 


CLASSIFIED 
MARKETPLACE 
Examines the issues while 
computer professionals examine 
your message. 

Call for all the details. 


(800) 343-6474 


(In MA., 508/879-0700) 


Martin Marietta 
--A Welcome Alternative 


NOVEMBER 18, 1991 COMPUTERWORLD 





CLASSIFIED 


COST-EFFECTIVE 
COMPUTING SERVICES 
for TODAY and.... 
TOMORROW 


COMDISCO COMPUTING 
SERVICES CORP. 


Provides you with: 
REMOTE COMPUTING 
INFO. TECH. SOURCING 
FACILITY MANAGEMENT 
Featuring: 
e IBM® CPUs and Peripherals 


e Systems Software: 
MVS/ESA, MVS/XA, TSO/E, 
ISPF/PDF, CICS, VM/XA, VM/SP, 
DOS/VSE, HPO, CMS 


Application Software: 
Database Management 
Application Development 
4/GLs Graphics 
Statistical Analysis 


Multiple Communications 
Methods 


Technical/Operations/ 
Production Support 


Automated Tape Handling 
ULTRA-Secure Data Center 
Advanced Laser Printing 

e Disaster Recovery Services 


Call: Robert Marino 


201-896-3011 


CoMDIUCO’ 


COMDISCO COMPUTING 
SERVICES CORP. 
430 Gotham Parkway, Carlstadt, NJ 07072 


Now—An Easy Way To Compare 
Outsourcing Alternatives 

Just one call to Time Brokers inc. gives you our 27 years 

experience in outsourcing and remote computing. 


We'll show you how to cut DP costs, provide for growth and 
maintain control with high quality, cost competitive 
vendors. 


Use our experience with over 1000 sellers nationwide to 
find the best vendor for your needs. 


“All Fees Paid By The Seller” 
m TIME BROKERS, INC. 


Call Stan Goldman at 
1-800-676-9470 


In NJ - 201-670-4700 


EXPAND 


your computer capabilities 
painlessly with 


OUTSOURCING/REMOTE COMPUTING 


Featuring state-of-the-art hardware, 


software, productivity aids, PC host support, 


networking and much more. 


STATTAB 


The Computer Resources People 
a division of 


CREATIVE AUTOMATION COMPANY | 


220 Fenci Lane Hillside, IL 60162 
800/535-4127 
Serving the nation since 1936 
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TOTAL SOLUTIONS 
Litton Computer Services is the single source for your outsourcin 


requirements. From data processing to coast-to-coast networking to soft- 
ware development and integration, we're just what you're looking for. 


* Multiple Data Centers * Operating System Conversions 
* Large-sc ale Information Systems * Integrated Financial Systems 

* Nationwide Network * Major Third-party Software 
*Remote Facilities Management Packages 

* Migration Specialists 


Call toll-free, 1-800-752-6527 
| Liteon 
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innovative, Responsive, 
Quality 


a few words that describe 
the most complete 
computer processor 


offering 


IBM 3090, MVS/XA, 
MSA, DB2, VM/HPO, 


TSO, CICS/VSAM 

OUTSOURCING AND 
and a multitude of REMOTE COMPUTING 
third party software eae CeO aNN 





@ IBM MVS/XA e AS/400 
Environment @ Full Supporting 


the complete source for @ DB2, IDMS/R, Mode! Services 


204 and 4GLs - Media Conversion 
aa outsourcing et @ Professional Support Laser & Impact 
Staff Print Facility 
e@ Experienced Application 
1-800-443-8797 Migration Manage- Programming 
ment Team @ Technical Support 
@ Simplified Pricing @ 24 Hours a Day - 
and Invoicing 7 Days a Week 


14300 Sullyfield Circle 


Chantilly, Virginia 22021 May & Speh, inc. 


1501 Opus Place, Downers Grove, IL 60515-5713 
1(800) 729-1501 


For More Information Contact: Tony Ranieri 


REMOT 1 4 acity Plannin 
* i @ en phe Balancing 
a & ( e Performance is & Tuni 
sr @ Achieving Response & Thruput is 


. f Balancing Resources for the System Workload" 
Remote Processing that - Jos Optimizing Your Configuration Dollars” 
puts you in control. Se Specializing in MVS Systems 
BALANCED SYSTEM CONCEPTS 

©VM/XA, MVS/XA, PO Box 18162 Tucson AZ 85710 

DOS VSE © Expert Professional Staff 
© Guaranteed 

Seviccieck Disaster Recovery Services 
¢ Fixed Pricing © Satellite Communications 

© Printing & Mail Services 


fy Agway Data Services Inc. 
Call 1-800-ADS-7112 


Many companies are using low cost offshore 
programming. We have the qualified people 
(over 200) and hardware for your projects. 
Why pay more when you can do it for less? 
We have the references to prove it. 


ji 


[ DOS to MVS conversions 
O Unisys to IBM conversions 
Q@® DBMS conversions 
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Lie 


( Consulting & Other Services 1s edea015 
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MVS/ESA - DB2 - LIBRARIAN 
CICS - TSO - SAS - ADABAS 


Outsourcing 
& Computing 
Services 


*24 Hours/7 Days 

*Superior Technical Support 
«Worldwide Access 
«Uninterrupted Service 
*On-line/Batch/RJE 

*MICR, Laser & Impact Printing 
*Media Conversion 


908 -685-3400 


Computer Services Committed to Excellence in Quality Service and 


Customer Satisfaction 


REMOTE 
COMPUTING 


We locate COMPUTER 
TIMESHARING, includ- 
ing OUTSOURCING on 
ALL mainframes. 


®Since 1968 we have 
found your LOWEST 
prices from over 800 
nationwide data 
centers. 


®@NEVER a charge to the 
Buyer, because our fee 
is paid by the Selier. 


CALL DON SEIDEN AT 


COMPUTER 
RESERVES, INC. 


(201) 882-9700 


“..We advertise only 
in Computerworld’s 
Marketplace 
Pages.” 


- Mark Ostroff 
President & Partner 
Compurex Systems, Inc. 


Compurex Systems is a 
distributor of new and 
reconditioned DEC 
equipment. As Mark 
“Rocky’’ Ostroff ex- 
plains, ‘A consistent 
volume of high-quality 
leads is why we adver- 
tise only in Comput- 
erworld’s Marketplace 
Pages.” 


To advertise, call John 
Corrigan, Vice Presi- 
dent/ Classified Adver- 
tising, at 800/343- 
6474 lin MA, 508/ 
879-0700). 
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You don’t have to be a 
big fish in business to be 
treated like one. @ At 
Financial Technologies, 
we treat every client as if 
they were our only client. 
(Maybe that’s why we’ve 


never lost one.) ® And 


we're committed to pro- 


viding the highest quality 

products and the most 

uncompromising service. 
No matter what. @ 

Whether you’re looking 
to reduce operating costs, 
keep up with technology, 
or expand your current 
capacity, our array of 
services—MVS/XA, 
VM/HPO, CICS/VSAM, 
TSO, DB2, MSA and 
others—can solve all your 
mainframe problems and 
meet your business needs. 
@ To find out more, call 
Gene Murray, Director of 
Business Development, 
at 1-800-443-8797. He'll 
give you the big picture. 
@ Financial Technologies, 
14300 Sullyfield Circle, 
Chantilly, VA 22021-1628 
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DEMPSEY. 


WHERE /B11 QUALITY. IS 


SECOND NATURE. 


© SERIES/7 
* 9370 * FYOCESSOLS 

* RS/6000 © Peripherals 

* INDUSTRIAL PC + Upgrades 
° £S/9000 
— AS/400 

* SYSTEM 36/38 

¢ PO/N7 OF SALE 


ond overig/ s/ujoping CO 


Zam Dernpsey 
AMM BUSINESS SYSTEMS 


BaSPECTRA 


A full line IBM, Digital and Xerox dealer 
(714) 970-7000 (800) 745-1233 (714) 970-7095 Fax 


izM’ Q0RRGED” §=xEROX® 


ES/9000, RISC/6000 VAX 8000 9790 
9370, 4381 VAX 6000 8790 
AS/400, S/36, S/38 VAX 4000 4090 
Series/1 MicroVAX 4050 
S/88, STRATUS NEW& USED: 4045 


Point of Sale PROCESSORS 3700 
Banking PERIPHERALS 


UPGRADES 
CAD/CAM Authonzed Digital & Xerox distributor 
ANAHEIM CORPORATE CENTER 5101 E. La Paima Ave., Anaheim California 92807 


BUY 
SELL 
RENT 
LEASE 


— IBM SPECIALISTS - 
AS/400 - SYS/3X 


BUY - SELL - TRADE - LEASE 
UPGRADES - FEATURES - PERIPHERALS 


OW STAF 
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COMPUTER MARKETING 
owe saree, Sou 
as 
800-251-2670 es) 
610 BRYAN ST. ¢ PO. BOX 71 ¢ OLD HICKORY, TN 37138 
IN TN (615) 847-4031 © FAX (615) 847-5739 


BUY -LEASE—SELL 


for prerested equipimem, tlexible tinancing, 
contiguraovon plornrung, fechiyca/ support 


(800) 888-2000. 109 


800/926-6264 





GET THE BEST IN UNIX 
SYSTEMS 
MOTOROLA COMPUTERS 
FROM 


AMES SCIENCES 
301-476-3200 


@) MOTOROLA 


Computer Group 
Authorized Reseller 


VAR INQUIRES WELCOME 


Specializing in: <a 
EDXTOAIX gry 
MIGRATIC xT! 


i AS/400 
ce! a 


Migration SERIES/1 
cies SYSTEM 36/38 


BUY SELL LEASE 
ee Pee et) 


DATATREND:.— 


ACRE lnc CMTE eRe OC 


AS/400 
9370 


CPU's, Features, Upgrades & Parts for 
Immediate Delivery. Installed by our 
Engineers or Yours. All Hardware 
Tested & Certified for 

BM Maintenance. 


800-553-0592 


IN MN 612-931-9000 


WeAl D : FAX 612-931-0930 
12800 WHITEWATER DR. 
MINNETONKA, MN 55343 


DATA PRODUCTS «= GDA =z. 
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EXecurTive Infosounce! 


BUY a Mi F 


LEASE |IN TO K 
Telephone: (708) 215-9370 
Fax: (708) 215-9992 


it’s the 


Classified 
Marketplace 


Reach Computer 
Professionals Where 
They Shop For: 


0 Buy/Sell/Lease 
O Conversions 
OPC Rentals 

0 Hardware 


Di. 


NEW and USED 
@ 3000 
Including Spectrum 
BUY © SELL © TRADE @ RENT @ LEASE 
a © Peripherals @ Systems 
in Stock - sae 
All — to qualify for manufacturer's maintenance 
ConAm Corporation 
It's Performance That Counts! 
213/419-2200 
FAX 213/419-2275 


@ 9000 


Bids/ 
Real Estate 


(800) 343-6474 
(in MA., 508/879-0700) 


BUY ¢ SELL e LEASE 
4381 ° 3725/3745 ¢ 3380 ° 3480 
¢ All peripherals 
¢ IBM MAQ 


e Feature Work 


¢ Upgrades 


Salem Computer Group 


(900) 727-5099 CELA Sco Fax (919) 661-9400 


vAX 4000 SERIES 
VAX 6000 SERIES 
VAX 8000 SERIES 
Systems & Peripherals 
© Fast pepe e 
aon 


 anz 


BUY @ SELL @ LEASE 
IBM 31xx, 32xx, and 34xx 


Display Stations, 
Control Units, 


Printers 
pn eaten, quick 
elive uipment 
colahed Riested 


This week’s specials 


® Data General 
® Sun 

® Data Products 
CDC 


3179- a $275. - 
3287-002 $400. e. 
3192- G10 $475. - 
4224-202 $3,850. ea 


URS Information Systems, Inc. 
44 Concord Street 
ean, MA 01887 
508-657-6100 

Fax 508-694-9039 


@ PC Equipment 


- inc 


(617) 982-9664 


FAX 
(617) 871-4456 


REFURBISHED USED 


CLASSIFIED 
MARKETPLACE 
Where 
Computer 
Professionals 
Shop 


(800) 343-6474 


(in MA; 508/879-0700) 


“UPS SYSTEMS 

seh ise) PN) dats) 
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-COMPUTER ROOM AC 
*ACCESS FLOORING 
‘HALON SYSTEMS 


1-800-226-0784 
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INDUSTRY 
ALMANAC 


ANALYSIS IN BRIEF 


Microsoftware Industry Overview, 
Needham & Co., New York, November 1991 


Lotus Development Corp. and Software Pub- 
lishing Corp. shares are no longer recommended 
because translating DOS-based applications to Mi- 
crosoft Corp.’s Windows 3.0 is proving to be 
harder than predicted. 

Investment ratings on both Lotus and Software 
Publishing have been downgraded from buy to 
hold. Microsoft was upgraded from hold to buy. 


Why change ratings 

Companies that have had a Windows orientation 
from the start, such as Microsoft and Corel Sys- 
tems Corp., offer the best investment opportuni- 
ties now. Corel dominates the high-end drawing 
market with Coreldraw and also has expertise in 
optical drive software. 

Once Borland International, Inc. — which 
is unrated — gets the impact of the Ashton-Tate 
Corp. merger out of its system, it could fit this pro- 
file on the strength of its object-oriented program- 
ming (OOP) focus. 

Three years ago, Borland’s chief, Philippe 
Kahn, issued a fiat that all future development be 
done in the company’s C+ + OOP language. This 
is paying off handsomely today as sales of C+ + 
are taking off, and Borland’s upcoming releases of a 
new Windows-based version of Quattro Pro and 
Paradox clearly reflect the power of OOP. 

As for its 1-2-3/W, Lotus will no doubt get the 
product functioning better. However, Borland is 
likely to make a more impressive entry into the 
Windows spreadsheet market than Lotus’ embar- 
rassing stumble. 

Lotus was perceived as coming up short on the 
legal side with its copyright infringement case 
against Borland, which did a credible job of arguing 
its defense. But this lawsuit could go on for years. 

KIM S. NASH 


Before and after 


Quarterly profit drops did not always 
precede share price declines 


Ho >> PH HH | FP 


$59.00 


*Profits for most recent quarter compared with 
the same period last year. 
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STOCK TRADING INDEX 


THIS WEEK’S HIGHLIGHTS 


e Digital Equipment Corp. is expected to announce today 
an agreement with Microsoft Corp. on office automation 
software. DEC climbed 5% points to 64, and Microsoft 
jumped 417 to close Thursday at 994. Microsoft had an 
upbeat meeting with analysts late in the week. 

e Comdisco, Inc. reported a sales jump for the most re- 
cent quarter, while profits stayed even with the same pe- 
riod last year. Shares of the computer lessor picked up 7% 
ofa point to 24. 

e Last month’s semiconductor book-to-bill ratio rose 
slightly compared with September’s, the Semiconductor 
Industry Association reported. Texas Instruments, Inc. 
climbed 14% to 32%, Intel Corp. inched up % of a point to 
43%, and National Semiconductor Corp. advanced ¥% of a 
point to 5%. 

e Quarterly sales and net income at Software Toolworks, 
Inc. increased, as did its stock price last week. Shares 
were up 242 points to 8%. 
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NEWS 


Computer security battle looms overseas 


Experts point to successes in securing systems from domestic attackers, see global challenge ahead 


BY MICHAEL ALEXANDER 
CW STAFF 


MIAMI — The computer secu- 
rity profession is winning the 
battie to protect security sys- 
tems from attackers inside and 
outside corporate America, but 
reinforcements will be needed to 
win the war on a global scale, ac- 
cording to some security practi- 
tioners. F 

“We have met the enemy, 
and he is us,”’ said Thomas Pel- 
tier, information security spe- 
cialist at General Motors Corp. 

Peltier kicked off the 18th 
Annual Computer Security Con- 
ference and National Exhibition, 
which was held here last week, 
with a keynote speech that ex- 
plored the critical issues facing 
the security profession in the 


1990s and beyond. 

Security practitioners must 
do a better job of “fulfilling the 
business needs” of their organi- 
zations, Peltier said. Security 
and auditing functions 
need to be more close- 
ly allied with the aims 
of an organization’s 
business units, he 
said. 

The rapid march of 
computer networks, 
especially those that 
traverse international 
boundaries, will be 
among the most significant chal- 
lenges facing security practitio- 
ners, Peltier said. 

That view was echoed repeat- 
edly by speakers in several con- 
ference sessions and by many of 
the approximately 1,000 confer- 





(General Motors revs up 
wide-scale security plan 


ence attendees. 

The explosion in the number 
of people with access to comput- 
ers worldwide will bring a corol- 
lary boost in the number of out- 

law hackers from 
overseas, Peltier said. 
“They will be in your 
computer in a New 
York minute and take 
their Texas time play- 
ing with it,” he 

warned. 
Mainframe _net- 
work security is a 
¥ concern” 
because global “‘networks are in- 
creasing faster than our ability to 
protect them,” said Lloyd Tana- 
ka, manager for international 
marketing at CKS Software NA, 
a European software develop- 
ment company. “The 1990s 


should serve as our wake-up call 
to not only the complexities of 
connecting these large interna- 
tional networks but securing 
them.” 


Patchwork solutions 

While there are solutions to pro- 
tecting mainframe systems, they 
are not available from a single 
source and thus require a less se- 
cure patchwork of methods, Ta- 
naka explained. 

“The No. 1 problem is global- 
ization,” agreed Patrick Curley, 
data security specialist at Ford 
Motor Co. in Dearborn, Mich. 
According to Curley, the chal- 
lenge of integrating disparate 
mainframe computer systems in 
different countries will be to en- 
sure that all of the possible loop- 
holes are plugged, he said. 


The program is intended to teach coor- 
dinators about aspects of information and 
computer security and how to present the 
new policies and procedures to employees. 

In one phase of the program, the coordi- 
nators will be charged with identifying the 


owners of information and applications 
stored in the corporation’s computers. In 


Making 
Unix Safe 


At the 18th Annual Com- 
puter Security Conference 
last week, Unix System 
Laboratories, Inc. (USL) 
and Unix International, 
Inc. announced the forma- 
tion of Safe Computing, a 
group that aims to pro- 
mote computer security 
for end users. 

Safe (short for Security 
Alliance For Enterprise) 
Computing is open to 
OEMs, value-added resell- 
ers, independent software 
vendors and end users. 
Amdahl Corp., AT&T 
Federal Systems, Oracle 
Corp. and Informix Soft- 
ware, Inc. are among the 
nine companies that have 
already joined the group. 

Enterprise computing 
systems are growing larg- 
er and more complex, re- 
quiring greater awareness 
of security, said Mike De- 
Fazaio, executive vice 
president at USL. “Safe 
Computing will show end 
users that open systems 


eneral Motors is preparing to 
launch a wide-scale information 
and computer security program 
next month. 


an information security coordinator for 
each of GM’s groups and divisions, fund the 
positions and support them with clerical 
help, said Thomas Peltier, information se- 


another phase, the coordinators will classi- 
fy computerized data and establish controls 
for its access and dissemination. 

The new program is designed to curb 


and security is not a para- 
doxical relationship.” 

Safe Computing will fo- 
cus its efforts on the use of 


er in recent years. 





In a satellite broadcast to top 
managers on Nov. 6, Robert Stempel, GM’s 
chairman and chief executive officer, en- 
dorsed a corporatewide security program 
aimed at staunching the proprietary data 
leaks that have plagued the giant automak- 


The executives were directed to appoint 


posts by December. 


curity specialist at GM. 
About 50 coordinators, largely middle 
managers, will be selected for the security 


The security coordinators, who must 
possess computer skills, will begin an 18- 
month training and employee awareness 
program in January, according to Peltier. 


the outflow of classified GM information, 
Peltier said. In a bid to “empower employ- 
ees” and boost quality, GM allowed too 


many of its employees unrestricted access 


to company data. 
“‘We gave them too much information, 
and that hurt us,” Peltier said. 
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OTA says full speed ahead on risky fingerprint project 


BY GARY H. ANTHES 
CW STAFF 


WASHINGTON, D.C. — The 
Office of Technology Assess- 
ment (OTA) of the U.S. Con- 
gress last week strongly en- 
dorsed a plan by the Federal 
Bureau of Investigation te over- 
haul its semiautomated system 
for fingerprint matching, stor- 
age and retrieval, but it cau- 
tioned that the project is fraught 
with risk. 

Despite the risks, the OTA 
said the FBI should press on 
without delay, citing “the large 
number of criminal justice deci- 
sions made erroneously each day 
due to untimely or incomplete 
. .. fingerprint and criminal re- 
cord checks.” 

Most states have Automated 
Fingerprint Identification Sys- 
tems (AFIS), which have proven 
to be faster, more accurate and 
more cost-effective than manual 
fingerprint checks, the OTA 
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said. But the FBI’s existing sys-- 


tem is “a partially automated 
system that is technically obso- 
lete and incompatible with the 
advanced AFIS used by the 
states,” the congressional think 
tank said. With postal delays, a 
fingerprint check can take as 
long as 60 days — far too long 
for many criminal justice needs, 
it said in a 40-page analysis. 


Matches in minutes 

With the FBI’s new system, fin- 
gerprint matches will be possible 
in minutes, making it feasible to 
book suspects and set bail. A sus- 
pect’s fingerprints can be taken 
locally and scanned with digital 
images. They can then be sent 
electronically to the FBI’s pro- 
posed identification center in 
Clarksburg, W. Va. The results 
of a subsequent computer 
match, including the suspect’s 
identity and criminal record, will 
then be sent back to the local 
law-enforcement office. The FBI 


hopes to be able to complete 
searches in criminal cases within 
two hours. 

The FBI estimated it will in- 
vest $600 million during the 
next four years on its fingerprint 
modernization program, includ- 
ing $200 million for a new build- 
ing in West Virginia. 

OTA project director Fred B. 
Wood said the $400 million esti- 
mate for systems includes $100 
million for 450 specialized mini- 
computer-class “fingerprint 
matchers,” $100 million for con- 
trolling mainframes and optical 
and digital storage, $100 million 
for telecommunications equip- 
ment and lines and $100 million 
for computers for related crime 
applications. 

The OTA said the impact of 
the new system on operating 
costs is not known, but it ac- 
knowledged that the FBI is as- 
suming labor productivity will in- 
crease by 50% to 100%. 

Some of the technology, such 
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as laser scanning fingers for ink- 
less capture of print images, is 
advanced, but it is the data vol- 
umes and turnaround require- 
ments that make the project 
risky from a technological point 
of view, the OTA said. 

The FBI system will process 
volumes much greater and main- 
tain files far larger than exist in 
even the largest state systems. 
By the year 2000, fingerprint 
“cards” could come into the 
Clarksburg facility for matching 
at rates as high as 100,000 per 
day, and the database will hold 
prints for 34 million people, with 
each person’s prints using about 
1M byte of storage. 


Little room for error 
According to the OTA, the proj- 
ect is risky because ‘‘the auto- 
mation schedule . . . is very tight 
and allows little if any margin for 
error.” 

The FBI expects to issue a re- 
quest for proposals early next 


Unix System V and related 
products in the commer- 
cial world. It is also estab- 
lishing a technical work 
group to address security 
in the distributed open sys- 
tems environment. 
MICHAEL ALEXANDER 


year and make an award for sys- 
tem development based on pro- 
totypes early in 1993. It would 
like to begin installation in the 
spring of 1994 and become fully 
operational in June 1995. 

Nevertheless, the OTA said 
some risk is unavoidable because 
simple extensions of existing 
technology may not be feasible. 
In any case, the OTA said the 
costs of inadvertently releasing 
repeat offenders, detaining inno- 
cent people because of misidenti- 
fication and failing to solve seri- 
ous crimes far outweigh 
whatever cost savings might ac- 
company a slower approach. 

In a statement, Rep. Don Ed- 
wards (D-Calif.) said, “‘At a time 
when increasing reliance is being 
placed on criminal history rec- 
ords for pre-employment back- 
ground checks, lawmakers often 
overlook the poor quality of ex- 
isting databases — particularly 
in terms of missing dispositions 
— and the necessity of using fin- 
gerprints to avoid misidentity. 
This report properly emphasizes 
these two areas.” 
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Microsoft bolsters applications, plugs holes 


BY JAMES DALY 
CW STAFF 


REDMOND, Wash. — Micro- 
soft Corp. painted the future of 
its billion-dollar applications divi- 
sion with a broad brush last 
week, unveiling a handful of up- 
grades for key office software 
packages and laying out far- 
reaching plans that left virtually 
no applications area untargeted. 

The introductions ranged 
from beefing up old workhorses 
such as its Microsoft Word word 
processing and Mail networking 
packages to offering the compa- 
ny’s first business productivity 
application to incorporate multi- 
media. 

Chairman Bill Gates also 


Applications galore 


broadly hinted that Microsoft 
will soon offer a database pack- 
age, displaying a slide on future 
directions that included a data- 
base entry. A flat-file database 
manager code-named Approach 
is reportedly under development 
in the company’s research and 
development laboratories. 

The announcements came at 
a dawn-to-dusk briefing in which 
top Microsoft executives vowed 
to take a bite out of the market 
share of other vendors in the in- 
creasingly competitive desktop 
software market. “If some peo- 
ple think that we’re not after Lo- 
tus or Borland or Wordperfect, 
they’re confused,” Senior Vice 
President Mike Maples said. 

For instance, the company 


said it is developing technology 
to accept Lotus Development 
Corp.’s 1-2-3 macros directly 
into its rival spreadsheet offer- 
ing, Excel. Previously, users 
could translate some, but not all, 
macros. “The issue of running 
1-2-3 macros in Excel has been 
kind of an obstacle and has pre- 
vented us from getting some Lo- 
tus users to move,” said Hank 
Vigil, a group marketing manag- 
er at Microsoft. 


The right stuff 
Analysts said the nearly $2 bil- 
lion company has the technologi- 
cal and financial resources to ful- 
fill those promises. 

“Microsoft isn’t just an oper- 
ating system company anymore; 


Microsoft announced the following products and delivery dates at last week’s briefing: 


Open Database Connectivity: A database connectivity application programming interface that 
allows Windows and non-Windows applications to communicate with relational and non- 
relational DBMSs. Developer's kit is slated to ship in the first half of 1992. 


Microsoft Works for Windows, Multimedia Edition: Product features the addition of digital 
sound, animation and pictures to the on-line tutorial and reference sections of Works for 
Windows. Priced at $199, it is slated to ship in December. 


Microsoft Word for the Macintosh: Version 5.0 includes features such as an integrated 
grammar checker, drag-and-drop text and a new Print Merge Helper, as well as full support for 
Apple’s System 7.0. Priced at $495, it is scheduled to ship in early January. 


Object Linking and Embedding SDK for the Macintosh: Microsoft is making its OLE SDK 
available for the Macintosh. Currently in beta testing at 50 developer sites, it is expected to ship 


in January. 


DEC, Microsoft link arms on Windows 


CONTINUED FROM PAGE 1 


IMS, VSAM and DB2 and a vari- 
ety of SQL-compatible databases 
on other vendors’ servers. 

Decreport for Windows en- 
ables users to generate reports 
using the above files as well as 
Microsoft’s Excel and Borland 
International, Inc.’s Dbase files. 

Through Pathworks, Win- 
dows 3.0 applications can access 
a variety of LAN SQL servers, 
including the Microsoft/ 
Sybase, Inc. SQL Server, Bor- 
land’s Dbase IV and Novell, 
Inc.’s Netware SQL databases, 
according to DEC. 

Teamlinks also hooks Win- 
dows applications up to DEC’s 
All-In-1 Integrated Office Sys- 
tem Server for VMS, which acts 
as the coordinator between a va- 
riety of client systems and ser- 
vices, such as file-sharing, E-mail 
and database access. 

The main drawback of DEC’s 
solution for resource-sharing 
among Windows, DOS and Apple 
Computer, Inc. Macintosh cli- 
ents is that it still requires All-In- 
1 services, which in turn require 
a VAX/VMS host costing about 
$200,000, said Frank Dzubeck, 
president of Communications 
Network Architects, Inc., a 
Washington, D.C.-based consult- 
ing firm. 
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While DEC shops will not balk 
at adding another host, LAN us- 
ers attempting to integrate their 
client/server system from the 
bottom up are more likely to turn 
to a LAN server solution such as 
Novell’s or a SQL database serv- 
er such as Gupta Technologies, 
Inc.’s, Dzubeck said. 

Also expected from DEC are 
the following: 

e Decreport for Windows Ver- 
sion 1, a report generator for 
nontechnical professionals that 
is said to provide direct access to 
local Excel spreadsheet and 
Dbase database files. 

e All-In-1 Manager for LANs, 
which is said to provide All-In-1 
services such as mail directory 
coordination, E-mail handling 
and routing, security services 
and software distribution ser- 
vices to MS-DOS LANs. The 
product is said to support Path- 
works, Netware and Banyan 
Systems, Inc. LANs. 

e All-In-1 Desktop for Macin- 
tosh is said to allow Macintosh 
clients to access All-In-1 ser- 
vices on a VMS host, using the 
familiar Macintosh user environ- 
ment. 

A DEC spokesman said last 
week at a briefing held at Micro- 
soft’s Bellevue, Wash., facilities 


that Microsoft will provide train- 
ing and support to DEC’s sales 
and support organization. DEC 
will distribute, manufacture, sell 


they’re targeting every applica- 
tion, including some for indus- 
tries like multimedia that are 
only just beginning to emerge,” 
said John Dunkle, president of 
Workgroup Technologies, Inc., a 
consulting firm in Hampton, 
N.H. 

The introductions were seen 
as psychologically vital to Micro- 
soft, which is facing increasing 
pressure in the Windows market 
and needs to appear as if it, too, 
is moving forward. Lotus and 
Wordperfect Corp. have both re- 
cently announced splashy new 
packages, and Borland Interna- 
tional, Inc. has given numerous 
peeks at the Paradox database 
and Quattro Pro spreadsheet 
that it expects to release early 
next year. 

Microsoft officials promised 
to deliver a new version of the 
Excel spreadsheet, the Power- 
point presentation graphics 
package and the Project man- 
agement application for both the 
Apple Computer, Inc. Macintosh 
and Windows platforms next 
year. Software vendors are us- 
ing competitive upgrade pro- 
grams to keep customers loyal. 

Microsoft joined in the com- 
petitive upgrade slugfest with a 
recently announced offer for its 
four leading applications: Excel, 
Microsoft Word, Powerpoint 
and Project. The program allows 
users of other spreadsheet, word 


and support upcoming DEC-op- 
timized versions of Microsoft’s 
Powerpoint, Excel, Word and Vi- 
sual Basic packages, the DEC 
spokesman said. 

“T have to believe this is a 
good thing,” said John Brauk- 
sieker, MIS director at Protein 


European tour 


EC last week disclosed its intention to distribute Ap- 
ple’s Macintosh computers to its European custom- 
ers. The agreement also calls for Apple’s dedicated 
reseller network in Europe to distribute DEC’s in- 
terconnect products, its VAX and reduced instruc- 
tion set computing servers and Apple-related desktop services. 

A DEC spokesman at the company’s Maynard, Mass., head- 
quarters acknowledged that the companies are considering a 
similar type of agreement in the U.S. 

“Something may happen in the next month or so,” spokes- 
man Dallas Kirk said, adding that it would be impossible to spec- 
ulate at this point what type of effect a similar agreement would 
have on DEC’s U.S. sales and services. 

The distribution announcement was made at the DEC part- 
ners symposium in Vienna, and the final agreements are expect- 
ed to be concluded early next year. 

John Logan, vice president at Aberdeen Group, a Boston- 


based 


consulting firm, said the arrangement is “about three 


years late,” but he added that he feels it will benefit both ven- 


dors and customers. 


“They are telling us that installing an Apple Macintosh is an 
excellent way to get a terminal on the desktop for $1,000,” Lo- 
gan said. “And this would certainly help DEC’s systems inte- 


gration business.”’ 
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processing, graphics and project 
management applications to pur- 
chase the equivalent Microsoft 
application for as little as $129. 

Among the newly introduced 
products, analysts said, is the 
$199 multimedia edition of 
Works for Windows Version 2.0, 
which stands the greatest 
chance of carving out a new mar- 
ket niche. The multimedia edi- 
tion will prime the entry-level in- 
tegrated office automation 
package with added graphics and 
audio features. 


Clear message 

“Microsoft’s message is clear: 
They want to drive multimedia 
down to every desktop, and 
they’re doing that by making it 
affordable,” said Jesse Berst, 
editor of the ‘Windows Watch- 
er’ newsletter. 

Although the new offering 
makes multimedia affordable, 
users will still need to provide 
significant computational muscle 
to drive the application. 

An entry-level multimedia 
setup typically includes an Intel 
Corp. 80386SX-equipped per- 
sonal computer or higher, a com- 
pact disc/read-only memory 
drive, at least 2M bytes of ran- 
dom-access memory, a 30M- 
byte hard disk, standard or en- 
hanced IBM Video Graphics 
Array graphics, enhanced audio 
and the Windows multimedia ex- 
tensions — additions that could 
add several thousand dollars to 
the cost of a typical PC configu- 
ration. 


Technologies International, Inc. 
in St. Louis. 

Brauksieker added that Pro- 
tein Technologies, a large DEC 
VAX shop, is a heavy user of 
Windows. “Users have to take 
advantage of these situations, 
such as Apple/IBM and DEC/Mi- 
crosoft. When things get this 
competitive, it can only mean 
good things for the user,” he 
said. 

In whatever manner custom- 
ers may be greeting the news, 
analysts said they feel the part- 
nership is in large part an an- 
swering volley to the IBM/Appie 
alliance. Not only did the Micro- 
soft/IBM relationship crash on 
the rocks, but Apple is also suing 
Microsoft over windows tech- 
nology. DEC has a close, com- 
munications-oriented __relation- 
ship with Apple. 

“Microsoft is going to kick 
IBM where it hurts — in the of- 
fice,” observed Stuart Wood- 
ring, an analyst at Forrester Re- 
search, Inc. in Cambridge, Mass. 

“For the users, the question 
is, is this a long-term strategic 
relationship or just tit-for-tat on 
the IBM/Apple announcement?” 
said John Logan, vice president 
at Aberdeen Group, a Boston- 
based research and consulting 
firm. 

Senior Editor Rosemary 
Hamilton contributed to this re- 
port. 
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Covia, partners win airport bid 

Covia Corp., Mitsubishi Electric Corp. and IBM Japan together 
recently won a $29 million bid to develop a passenger informa- 
tion system for Japan’s new Kansai International Airport. The 
system will be designed to provide passengers with real-time 
flight and baggage information through voice and video sys- 
tems. In addition, the system will handle flight scheduling and 
passenger processing as well as operational information for air- 
port personnel. Development is scheduled to begin next 
month, and a completion date has been set for the second quar- 
ter of 1994. 


New Inslaw probe planned 

Attorney General-designate William Barr said last week he will 
appoint a federal judge as special counsel to investigate the 
U.S. Department of Justice’s theft of case-tracking software 
from Washington, D.C.-based software developer Inslaw, Inc. 
Former Attorney General Richard Thornburgh was accused 
by a congressional panel of ‘‘stonewalling”’ its probe into the af- 
fair, which has already resulted in two court decisions support- 
ing Inslaw’s charges [CW, April 1]. A third court threw out an 
$8 million award to Inslaw, saying the original court lacked ju- 
risdiction in the matter. 


Timeplex adds to enterprise 

Networking company Timeplex, Inc. last week said it has out- 
fitted its T1 multiplexers with public network access capabili- 
ties, including inverse multiplexing (see story page 53). The 
firm said it has also expanded its Timeview network manage- 
ment system to manage Timeplex X.25 packet switches. 
Timeview currently manages Timeplex’s T1 and T3 multi- 
plexers, Simple Network Management Protocol (SNMP)-com- 
pliant routers and other SNMP devices. Faster automatic re- 
routing capabilities and a Sun Microsystems, Inc. Sparcstation- 
based network management system have also been added to 
the company’s T3 offerings. 


Microsoft and Banyan team up 

Tearing a page from their competitor’s playbook, Microsoft 
Corp. and Banyan Systems, Inc. have formed a technical sup- 
port alliance. Under the pact, each will take responsibility for 
support calls that involve the other. Users have long bemoaned 
the habit many computer vendors have of washing their hands 
of problems not clearly caused by their own products. Banyan 
and Microsoft will train each other’s support staff, exchange 
products and share technical databases. 


Mtel aims for wireless net 

Mobile Telecommunication Technologies Corp. (Mtel) last 
week filed a petition with the Federal Communications Com- 
mission that would enable Mtel to create a nationwide wireless 
network for two-way data transmission. The petition calls for 
the FCC to allocate three 50-kHz channels, which could then 
be used by portable palmtop and notebook computer users to 
exchange high-speed messages, Mtel said. 


intel drops print server price 

Intel Corp. cut the price of its Token Ring Netport print server 
from $1,195 to $995 last week. The chip maker cited market 
pressures as the reason behind the price drop. Netport, which 
is produced at Intel’s networking division in Hillsboro, Ore., 
connects clients and servers to printers on Novell, Inc. 
Netware networks over Token Ring. 


User-friendly FOIA proposed 

U.S. Sen. Patrick J. Leahy (D-Vt.), chairman of the Senate Sub- 
committee on Technology and the Law, has introduced a bill 
designed to bring the 25-year-old Freedom of Information Act 
into the computer age [CW, April 29]. Because some agencies 
balk at providing information in electronic formats, the bill 
would require agencies to make reasonable efforts to provide 
government data in whatever form the requester chooses. 
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Kodak IS exec broadens scope 


BY CLINTON WILDER 
CW STAFF 


ROCHESTER, N.Y. — Eastman 
Kodak Co.’s landmark 1989 out- 
sourcing deal is a success by at 
least one measure: the career 
track of the information systems 
chief who hatched the idea. 

Last week, Kodak gave Cor- 
porate Director of IS and Vice 
President Katherine M. Hudson 
the additional job of director of IS 
and processes for the company’s 
beleaguered Imaging Products 
Group — Kodak’s largest busi- 
ness unit. In essence, Hudson is 
charged with redesigning that 
unit’s business _ processes 
through the use of information 
technology. 

The imaging unit, which after 
numerous strategic setbacks has 
allied itself with IBM, Lotus De- 
velopment Corp. and Novell, 
Inc., will use information tech- 
nology to shorten product cycles 
and better gauge customer re- 
quirements, Hudson said. 

For Hudson, 44, the new re- 
sponsibilities represent a return 
to line management. She began 


Kodak’s Hudson redesigned 
firm’s Imaging Products Group 


her career as a systems pro- 
grammer but later ran Kodak’s 
short-lived instant photography 
unit. Hudson reports to Kodak 
Chairman Kay Whitmore and to 
Leo J. “Jack” Thomas, head of 
the imaging unit. 

“Jack Thomas believes in ele- 
vating the importance of IS as a 
major force in re-engineering,” 
Hudson said. She said her 1989 
decision to outsource Kodak’s 
data center operations, telecom- 
munications and personal com- 


puter purchasing and support — 
which at the time raised eye- 
brows throughout the IS com- 
munity — has boosted the credi- 
bility of IS in the minds of 
Kodak’s top executives. 

It helped convince senior 
management that IS should be 
more concerned with business 
strategy, she said. “It used to be 
somewhat embarrassing to go 
into a business strategy meeting 
and have to ask for another $4 
million to $5 million to upgrade 
[an IBM] 3090,” Hudson said. 
“Unless you can say that owning 
these boxes is critical to your 
business, I would let go of 
them.” 

A new 189,000-sq-ft data 
center built by IBM to support 
Kodak’s information systems 
opened this past summer. 

Hudson said the outsourcing 
deal — data centers to IBM, 
telecommunications to Digital 
Equipment Corp. and PC sup- 
port to Businessland, Inc. (now 
JWP Businessland) — is saving 
Kodak more than 30% in IS 
costs. Kodak’s annual IS budget 
is $500 million. 


Oracle leads manufacturing product blitz 


BY ELLIS BOOKER 
CW STAFF 


CHICAGO — A walk past the 
smoothly running workstations 
and computer-controlled ma- 
chine tools at last week’s Auto- 
fact 91 conference and exhibi- 
tion suggested a paradox: If U.S. 
manufacturers have access to so 
much technology, why are they 
often beaten to the punch by Eu- 
ropean and Japanese competi- 
tors? 

Technologists have badly 
“underestimated the inertia of 
{manufacturers’] organizational 
infrastructures,” said Joel N. 
Orr, chairman of Orr Associates, 
Inc. in Virginia Beach, Va. 

In an apparent reaction to 
this, Julie Fraser, a senior indus- 
try analyst at Advanced Manu- 
facturing Research, Inc. in Cam- 


bridge, Mass., said, “The big 
computer vendors are focusing a 
lot of energy on integration and 
services rather than products.” 

Fraser noted, however, that 
despite being cash-poor, “‘manu- 
facturers do know they need an 
architecture when things turn 
around for them.” 

Meanwhile, some vendors 
are convinced there are opportu- 
nities for them even now. 

Oracle Corp. last week un- 
veiled a solution for what ana- 
lysts have dubbed “enterprise 
resource planning.” 

Oracle Manufacturing Ver- 
sion 3.2 contains a total of 19 
new software products in four 
categories: materials manage- 
ment, shop-floor control, plan- 
ning and engineering. 

The new software will be ex- 
panded to other Unix and non- 


Mips unleashes design kit 
for ACE-complaint machines 


BY MARYFRAN JOHNSON 
CW STAFF 


SUNNYVALE, Calif. — Hoping 
to boost the momentum of the 
Advanced Computing Environ- 
ment (ACE) alliance as well as its 
own revenue, Mips Computer 
Systems, Inc. will unveil today a 
pair of do-it-yourself hardware 
design kits using the R4000 re- 
duced instruction set computing 
(RISC) chip. 
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Mips’ Reference Arcsystem 
Program will sell design kits, 
chip sets, software binaries, 
source code and technical sup- 
port to firms using the R4000 
microprocessor to build comput- 
ers complying with the Ad- 
vanced RISC Computer (ARC) 
specification from ACE. Pricing 
will be.based on royalty fees set 
for certain volume shipments. 

“This could strengthen the 
ACE momentum, which I think is 


Unix systems within six months, 
Oracle Vice President Don 
Klaiss said. 

Among other announcements 
at Autofact were the following: 
e Control Data Corp. in Minne- 
apolis said it would bring its 
ICEM computer-aided design 
and manufacturing software to 
the IBM RISC System/6000 and 
the Hewlett-Packard Co. 9000 
Series 700 early next year. 
e Cimlinc, Inc. in Itasca, Ill., un- 
veiled Linkage, a new line of soft- 
ware products for managing in- 
tegrated, multimedia work in- 
structions on Unix engineering 
workstations. 
e Thompson Digital Image 
America, Inc. announced Inter- 
active Photorealistic Rendering, 
a rendering technology that 
combines interactivity and in- 
creased photorealism. 


building,” said Wes Melling, an 
analyst at Gartner Group, Inc. in 
Stamford, Conn. 

Immediately available will be 
the Arcsystem 100 Design Kit, 
which includes everything need- 
ed to manufacture an ARC-com- 
pliant board. It is intended pri- 
marily for personal computer 
clone vendors with few engi- 
neering resources to spare, said 
Cynthia McCulley, director of 
platform licensing at Mips. 

The standard design kit 
should enable hardware vendors 
to have a system ready to ship 
when Microsoft Corp. releases 
its Windows New Technology 
next year, she added. 
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PC buyers hold out for better deals 


CONTINUED FROM PAGE 1 


from the same quarter last year 
and the largest quarter yet for 
application software sales. 

In the face of this constant 
maneuvering for market share, 
users are balancing immediate 


purchasing needs against longer 
term requirements, hoping they 
can achieve superior buying 
power a little further down the 
line. 

Analysts estimated that the 


Deepening gloom 


Hardware vendors won’t be watching many Dirty Harry mov- 
ies these days: They don’t feel lucky. 

Where box prices were once chopped on an annual basis, 
IBM alone has had four price reductions within the past 12 
months. And the stormy weather is far from over. Look for the 
following trends in the coming year: 

e More of the same but worse. Analysts and vendors agreed 
that prices will be on the skids for at least the next six to nine 
months. Compaq estimated that while unit sales for the com- 
ing year will go up, revenue will be flat or slightly down. 

e Entry-level emphasis. With a major new emphasis for the 
top-tier vendors, there should be a big push to sell boxes that 
are marked more by bargain price tags than by high-end add- 
ons. Product life cycles will be shortened, and many more com- 
ponents will come from third-party sources. 

e Increased emphasis on nontraditional dealer chan- 
nels. From reports of IBM’s toying with mail order to Com- 
paq’s jilting of its traditional dealers, vendors will be moving 
products out of every conceivable door. 


CAROL HILDEBRAND 


reluctance to increase short- 
term spending is going to fuel 
hardware price wars for the next 
six to nine months. 

“We aren’t jumping on the 
cuts because the days of buying 
computers in huge quantities are 
over. We tend to buy three, four 
and five at a time,”’ said Enrique 
Crespo Jr., corporate manager of 
computing services at The Tor- 
rington Co. in Torrington, Conn. 


Fighting back 

As top-tier vendors such as IBM 
and Compaq Computer Corp. re- 
act to the clone threat with 
shorter product cycles and ag- 
gressive pricing, the ripple effect 
will result in a “30% to 40% 
shakeout in the lower echelon,” 
according to Frank Michnoff, 
program director of desktop 
computing strategies services at 
Meta Group, Inc. in Westport, 
Conn. 

“And it’s going to happen just 
as the lower tier players are be- 
ginning to get market share,” he 
pointed out. 

Although ordinarily users are 
interested in end-of-year deals, 
Michnoff said, many are pacing 


Citicorp overhauls corporate network 


CONTINUED FROM PAGE 1 


The technologies include 
Switched Multimegabit Data 
Service and frame and cell relay 
— beefed-up wide-area services 
that “are driving us inexorably 
to using the capacity of the com- 
mon carriers,” Crook said. 

The network consolidation 
project speaks to Citicorp’s busi- 
ness challenges in beefing up a 
bottom line that saw an 80% 
drop in earnings for its third 
quarter, ended Sept. 30. In addi- 
tion, more centralized control 
could guard against some vulner- 
abilities of decentralization. 

For example, the bank’s Citi- 
corp Establishment Services’ 
fraudulently overstated revenue 
— which was recently discov- 
ered and resulted in the dismiss- 
al of several key executives. This 
might have been less likely with 
more centralized management, 
analysts said. 

Citicorp’s first goal, when the 
networking project officially 
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kicks off Jan. 1, is to gain ‘quick 
wins” by consolidating band- 
width use into one global net- 
work to eliminate any wasted 
network capacity, Crook said. 
For example, two sites running 
three T1 links each with some 
leftover bandwidth will probably 
be able to double up on two T1 
lines and fill the capacity, Crook 
explained. 

The bandwidth savings will 
justify installing additional alter- 
nate routes in Citicorp’s net- 
work design because “a single 
point of failure is the nightmare 
that you constantly worry 
about,” Crook said. 

On the customer service side, 
the network aims to support 
globally expanding customers 
that need their financial needs 
met simultaneously across geo- 
graphic boundaries, Crook ex- 
plained. Citicorp plans to meld 
local- and wide-area networks in 
its 100-plus business units span- 
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ning 92 countries and in the pro- 
cess plans to leverage its now- 
piecemeal global strength for 
solidified corporate buying clout 
and reduce the number of ven- 
dors it deals with. 

Bill Herald, a partner at Ernst 
& Young’s Network Strategies 
Practice in Fairfax, Va., said his 
firm has had informal discussions 
with Citicorp about its network 
strategy and has participated in 
the firm’s data center consolida- 
tion, already in progress. One of 
Citicorp’s hurdles with the proj- 
ect, Herald said, will be manag- 
ing the cultural changes inherent 
in centralization. 

“Tt’s a tremendous political 
and cultural challenge to tell 
very educated, IS-savvy users in 
the business units to think about 
applications and not the infra- 
structure,” Herald said. “But 
the infrastructure is really the 
concern of the chief information 
officer today.” 
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themselves because they believe 
they can get better deals as the 
price war persists. 

“We're balancing it out,” 
agreed John Biglin, a personal 
computer analyst at General Wa- 
terworks Management and Ser- 
vice Co. in King of Prussia, Pa. 
“Tf you have to buy, you do. But 
we're waiting to see if prices 
drop further.” 

Biglin also said that his com- 
pany, which purchases PCs for a 
nationwide network of utilities, 
is looking to get more for its 
money. “Instead of a 25-MHz 
386, we’re getting a 33-MHz 
box,” he said. 

While desktop hardware is a 
commodity item, the software 
side of the equation is still adding 
enough value to avoid the severe 
bloodletting under way in the 
hardware arena. 

While the introduction of 
competitive upgrades has result- 
ed in some bargains, Tom Wood, 
a senior industry research ana- 
lyst at Business Research Group 
in Newton, Mass., said software 
pricing, unlike cost-based hard- 
ware pricing, can afford to come 
down. ‘“The room to bring prices 
down is there: $495 used to be 
the magic number, but I don’t 
think it’s going to remain there,” 
he said. 


ers to buy now rather than 
wait. 
e Unbundling support. 
Companies may unbundle 
support from complex 
products as the costs of 
training support staffs 
climb and software prices 
drop. Instead, users will 
pay lower prices for soft- 
ware and buy support as 
they need it. 
e Third-party support 
programs. Such pro- 
grams offered through re- 
sellers such as Corporate 
Software and independent 
consultants may become 
more prevalent. 
CHRISTOPHER LINDQUIST 


Amdahl alerts users about 
defective 6380 K disk drives 


CONTINUED FROM PAGE 1 


Only a fraction of these 6380 
K users were affected by head 
disk crashes, Amdahl said. Ran- 
dom interviews with Amdahl us- 
ers last week failed to turn up 
any substantial difficulties with 
the Amdahl 6380 K drives. 

On the advice of consultants, 
Amdahl decided to notify all cus- 
tomers who received 6380 K 
drives this summer. A letter was 
sent to customers late last 
month, Stewart said, asking 
them to make an appointment to 
have all the disk enclosures re- 
placed “‘at a convenient time.” 

The enclosures and filters 
that are removed will be studied 
in clean-room facilities to exam- 
ine them for defects, Stewart 
said, adding, “‘We are going to 
check them all. 

“‘We were aware that some of 
these drives had a problem,” 
Stewart said. ‘“The cause of the 
problem was identified in late 
October. It involved an internal 
filter that scrubs the air inside 
the disk enclosure to make sure 
no particulate matter collects on 
the [read/write] heads.” A new 
type of filter was used from June 
to September, but now Amdahl 
has returned to the original filter 
design in the wake of the defec- 
tive filter recall. 

The troublesome filters had 
shown a failure rate of 2% to 3% 
— automatically tagged as too 
high by Amdahl field service en- 


gineers, because a failure rate 
greater than 0.5% is considered 
unacceptable. Because each of 
the 1,000 disk drive units has 
four head-disk assemblies 
(HDA), a total of 4,000 HDAs 
and disk enclosures are affected, 
Stewart said. 

Industry analysts praised Am- 
dahl for facing up to the problem 
squarely — and for doing some- 
thing about it before rumors be- 
gan to boil up in the installed 
base. “‘What they told customers 
was that they had a bad batch 
and that, over a period of time, 
those disk drives would not do 
the job,”’ said Carl Greiner, who 
manages the storage portion of 
Gartner Group, Inc.’s Large 
Computer Strategy Service. 
“They have been proactive on it, 
let their field engineers in on it. 
And those customers who were 
most exposed [to the potential 
disk failures] got the first fixes.” 

Amdahl is the only one among 
the top three providers of IBM- 
compatible equipment that is not 
yet shipping its IBM 3390-gen- 
eration disk drive. The company 
said last week that it will begin 
shipping 6390s in December and 
that the 6390s will be available 
in volume “‘later in the first quar- 
ter” of 1992. IBM has been ship- 
ping its 3390s since late 1989, 
while competitor Hitachi Data 
Systems Corp. began shipping 
its 7390s in October 1990. 
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TRENDS 


OVERVIEW 


UNIX SOFTWARE 


Well established in the scientific 


community, 
Unix continues its struggle in other markets 


Despite the attention given to commercial Unix use, Unix systems dedicated to 
commercial applications are not expected to show immediate growth in the near future 


Major applications areas 


Percent of installed applications 
Base: 5,460 sites 


Commercial 
Engineering/ 
Scientific 


Applications 
development 


Percent of planned applications 
Base: 5,460 sites 


Commercial 


a Applications 


| development 
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Percent of installed applications 


Base: 5,460 sites 


8% 


Software 
development 


General 
research 


General 
engineering 


Education 


Workstations remain the primary platform for Unix licenses, 
accounting for the most shipments in 1991 


1991 new licenses (in thousands) 


192,379 30,561 
ee red Drea 


Source: Market Intelligence Research Group 


Source: Computer Intelligence, La Jolla, Calif 
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A ccelerating the move » 
toward open systems 


is the top management is- 
sue at EG&G in Wellesley, 
Mass. At this Fortune 200 
high-tech components 
company, IS Chief Bob 
Curran is replacing propri- 
etary platforms with Unix- 
based workstations and re- 
aligning the information 
technology groups for 
greater coordination. See 
Manager’s Journal. 





K or all the money spent 
to put immense tech- 


nology power into compa- 
nies, you’d think U.S. firms 
would be more productive. 
But data shows they’re not, 
and that fact may eventu- 
ally hurt U.S. global com- 
petitiveness. In next 
week’s In Depth, Harvard 
Business School’s Gary 
Loveman reveals why this 
is so and what IS manag- 
ers can do about it. 
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INSIDE LINES _ 


When one is better than two 

> After years of taking heat for maintaining two incompati- 
ble private branch exchange lines, AT&T is finally going to 
mesh its Definity Generic 1 (System 75) and Generic 2 (Sys- 
tem 85) lines at Comnet 92 in January. The new Generic 3 
platform will reportedly run on an Intel microprocessor at the 
low end and a Mips Computer Systems RISC processor at the 
high end. The latter is said to provide a 400% performance 
improvement over the Definity Generic 2 chip set. 


FUD in the eyes 

> For those who think OS/2 is a dead whale, some users are 
still getting companies to change products over it. AST Re- 
search’s Genelle Trader, director of portable marketing, said 
he believes customers who had stopped buying AST’s note- 
book computers kept their pocketbooks closed until AST 
promised it would get them certified to run OS/2’s Extended 
Edition. Trader said he expects the notebook to be certified 
before the end of the year. 


And the beat goes on 

> Chalk up another in the seemingly endless string of highly 
placed executives at SHL Systemhouse. The Ottawa-based 
systems integrator is poised to announce the arrival of Steven 
Stiling, former head of Computer Sciences’ Communications 
and Integrated Services Division, to head up and expand Sys- 
temhouse’s Northeast region, working out of New York. The 
integrator recently raided Andersen Consulting for top-notch 
talent. That’s not too surprising, since SHL’s chief executive 
formerly was Andersen’s No. 2 partner. 


Slow on the draw 


> When Lotus announced its upgrade pledge policy, which 
was to have required users to destroy either the software they 
upgraded from or the new product after 90 days, Borland was 
apparently ready to retaliate. But Lotus withdrew the policy 
before Borland could begin shipping its “‘101 Uses for Your 
Old Copy of 1-2-3” pamphlets. A Borland spokesman said the 
list would have included “‘a footrest’”’ and “‘a doorstop.” 


Going modular 

> Everex will use PC Expo in Chicago to formally introduce 
its new Tempo M line of modular desktop computers and a 
lightweight notebook computer, the Tempo Carrier. The 
Tempo M line will have a passive backplane that will allow pro- 
cessor upgrades from a 386SX to a 33-MHz 486DX. The 
Tempo Carrier (code-named the Tempo VX) is based on the 
386SX chip and will weigh 5.3 pounds. 


Grudge match 

> Compaq’s promise to go low end is generating high-level 
reaction at some clone makers. For instance, AST Research’s 
Tom Yuen, co-founder and COO, felt compelled to circulate a 
memo last week to some firm executives. While the title was all 
we heard, it spoke of challenge: Compaq vs. AST. 


On the rebound 


> At Microsoft’s application direction briefing last week, Se- 
nior Vice President Mike Maples was dutifully running down all 
the reasons why his company should team up with DEC — its 
position as a leader in office systems and its extensive service 
and support network, among others. Strangely, he forgot to 
include the most obvious one: It ain’t IBM. 


Many of the attendees at the 18th Annual Computer Securi- 
ty Conference held in Miami last week got their first view of a 
Van Eck antenna in action, at least for a short while. The 
device, named after Winn Van Eck, the Dutch professor who 
developed it, can be used to intercept data emanating from 
computer monitors. Hughes-STX Corp., which exhibited the 
device along with methods to combat electromagnetic eaves- 
dropping, was ordered by the supersecret National Security 
Agency to stop using it at the conference, according to Mor- 
gan Death, the company’s vice president. Any leads on pro- 
spective saboteurs? Call our News Editor Alan Alper at 
(800) 343-6474, fax him at (508) 875-8931 or Compuserve 
him at 76537,2413. 


NOVEMBER 18, 1991 





Trade up to 
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Sometimes you just need 
a flexible board 


IRMaAtrac. The most flexible token-ring board in the world. 


Within the myriad of connectivity options, Yet our appeal doesn’t stop at flexibility. IRMA- 
you need to choose the path or paths that will trac offers better performance due to on-board 
protect your investment both now and in - intelligence and bus-master technology. 
the future. Which is why we developed . And we’re compatible with Novell" 
IRMAtrac" our new, highly flexible token- a NetWare® 286 and 386, IBM PCLAN Program, 
ring board. IRMAtrac Token-Ring Adapter/ J coe } = Microsoft® LAN Manager, and others. We’ve 
Convertible is designed to adapt in three pee = even carried this unparalleled flexibility to 
different ways, to cover all of the token- . meme, §=6 the Mac® with MacIRMAtrac™ And the RIMs 
ring growth possibilities that face you. , are interchangeable between boards, giving 

Whether youre moving from shielded 7 you a single source for support and upgrades. 
twisted pair to unshielded twisted pair, 4 to Bares What’s more, until Dec. 31,1991, you can 
16 Mbps, or the standard PC environment * | trade up to IRMAtrac and get a credit of up to 
to the Micro Channel® world of PS/2;> : , $445 for your old coax or LAN adapters. For 
IRMatrac’s flexible architecture handles allof = more information contact your DCA dealer or 
these environments on the same board. ee ae call 1-800-348-DCA-1 

That way, you can select the path that’s ext.69E. Because now TRMAtrac eS 
right for your business, all the while enjoying the more than ever, it’s sure to be 
kind of reliability and IBM*-compatibility that the most flexible 
make DCA®s IRMA™ products so highly successful. offer you'll find. DCA 
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Managing the tremendous output of paper is 
one of today's most critical and costly concerns. 
Over 2,500 MVS data centers use $AVRS/TRMS 
individually or combined to address this issue. 
$AVRS/TRMS, from Software Engineering of 
America, provides a total solution to this expensive 
and resource-consuming problem. $AVRS/TRMS 
handles all aspects of report management/dis- 
tribution, and output management, including pro- 
duction reports, end-user reports, JCL listings 
and error messages, SYSLOG, and compiles. 
$AVRS/TRMS is powerful, yet easy to use and is 
accessible to all levels of personnel through a variety 


of full-screen, menu-driven interfaces including 
CICS, ISPF, VTAM and TSO. Full cut-and-paste, 
windowing and PC interfaces make $AVRS/TRMS 
a flexible and broad-based solution. $AVRS/TRMS 
interfaces with all popular security systems and 
also has multiple levels of internal security. 


$AVRS/TRMS provides a complete and cost- 
effective solution to all aspects of report management/ 
distribution and output management. $AVRS/TRMS 
can control the paper deluge for your installation just 
as it has for data centers of all sizes and configura- 
tions worldwide. 


For a no-obligation 45-day free trial or for further information, 
call Software Engineering of America at 1-800-272-7322. 


SOFTWARE ENGINEERING OF AMERICA 


2001 Marcus Avenue, Lake Success, New York 11042 
(516) 328-7000 1-800-272-7322 Fax: (516) 354-4015 
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